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‘se ‘‘Loxin’’ Short Type Shields comein: 
£¢ 8,” size, 114” Icng; 34" size, 114" long; 
14” size, 2” long; 2%" Size, 21%” long. 

? 


Tons of Tension—and 
| Never a Budge! 


HE ‘“‘Loxin’’ Short Type Shield has been tested thoroughly and has 
proved its worth in actual construction. Is 1/2 inch shorter than 
Standard Length Shields. Saves 25% drilling time. Functions prop- 
erly in loose or tight hole. Jam colar confines expansion to bottom of 
hole. The “Loxin” cannot pull out. 
Write for illustrated folder giving full details 
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ONE CROSBY TOO MANY 


F COURSE she said, 
‘Bring him along. 
We'll be glad to have him 
too,’ when Mabel Crosby 
telephoned that her Cousin 
Bob had arrived unexpect- 
edly for the week-end. But 
Bob would make nine at a 
dinner table set for eight— 
and set with all the ‘‘com- 
pany’ silverware, at that. 
Tonight, again, somebody's 
place would be oddly set. 
This had happened too 
often. Why didn't she get 
more silverware! 


1847 ROGERS BROS. ™ 


IS YOUR SILVERWARE EQUAL TO THE UNEXPECTED GUEST? 
Can you welcome the extra guest with the assurance 
that you have enough silverware to set his place 
correctly? Or does his appearance mean that one 
place at table will be set with makeshift pieces? 

Perhaps you despair of making your silver service 
complete, because you feel that to purchase all you 
need would be too expensive. But in ‘‘1847 Rogers 
Bros." you may add to your present silverware 
reasonably and in as small quantities as you desire. 
You will find all the niceties of table setting—bouil- 
lon spoons or salad forks or serving pieces—each unsur- 
passed in durability and beauty. 

The sensible thing is to make your silverware 
equal to any occasion. Leading dealers carry the 
newer 1847 Rogers Bros. patterns. 

You will find our booklet‘.A.’ Etiquette, Entertaining 
and Good Sense, full of suggestions for successful 
entertaining. It’s free. Write for your copy today. 
INTERNATIONAL SILVER Co., Dept. E, Meriden, Conn. 


PBI LVERP LATE 





Evening Post is one of the series that will appear during 
history of 1847 Rogers Bros. Silverplate and 1925 will not fall behind. 


The above advertisement in colors in the February issue of the Ladies’ Home Journal and in the last issue of Saturday 
1925. The year 1924 was one of the most successful in t'te 
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Are You Getting Profits From The 


New DemandF or Unbreakable Planes? 


V & B Drop Forged Steel Planes—the only un- 
breakable planes manufactured—have created a new 
market with new profits. 

Drop forged from a solid bar of V & B Supersteel 
—finished in light gray—trade marked in etched 
gold—they are distinctly fine tools. 


‘’ On V & B Drop Forged Planes the frog is designed 
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so as to fit solidly on the frog base, and is held in 
perfect alignment by fitting securely in guides 
formed in the bottom of the plane. This design 
keeps the frog in perfect alignment with the throat 
and allows for more accurate adjustment. 

The Cutters in the V & B Drop Forged Unbreak- 
able Steel Planes are manufactured from one solid 
piece of Special Analysis Vanadium Steel. There 
is no soft section to a V & B Plane Blade, and this 
enables it to be sharpened back a greater distance 
and also insures greater rigidity and less chatter 
when securely clamped down. Each blade is tested 
to cut wire. V & B Blades keep their fine cutting 
edge longer. 

V & B Unbreakable Planes are finished distinctively 
and equipped with walnut handles and knobs. They 
are the latest development of a company that for 
over half a century have been the makers of fine 
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Makers 
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2il14 Carroll Ave. ~ 


~ Chicago, Hl U.S.A. 
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Easiest to Sell 
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unusually well made, as well as neat in design 
and attractive in appearance. They have the 
looks, and they give the service, to create sat- 
isfied customers everywhere. Heads are made 
of Crecoite, the wonderful new tool metal de- 
veloped after years of laboratory research and 
practical steel-making experience. Grady 
Wedges make it easy to keep the heads always 
tight—no loose handles! 
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2.—Prices are right! Quantity production 
enables us to market Crecoite tools at prices 
never before equalled for similar quality. This 
line appeals particularly to householders, 
farmers, tourists, unskilled mechanics, and 
amateur tool users of all sorts—folks who 
want dependable service but not fancv prices. 


CRECOITE 


** Tools You Can Sell With Confidence’’ 
~—am> All Equipped with Grady Wedges 
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There’s a complete line of Crecoite tools—camp axes, boy’s 
and men’s axes, hatchets and hammers. If your jobber can’t 
supply you write today for further information and catalog H. 
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MARION TOOL WORKS, Inc. Marion, Indiana 
HINRICH ID EOLA TREK INN LATION 
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a SI LVER 
STEEL 


A He-Man’s Saw 


The four Hundred Saw 
pictured on this page is in de- 
mand by master carpenters 
and artisans who want 
something above the 
average in. quality 


and finish. 
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Are You Selling 
This Saw? 


This is the finest saw ever made. It is 
manufactured from Silver Steel, Atkin’s 
exclusive formula. Tempered perfectly to 
insure long-wearing and sharp cutting teeth. 
We can furnish it in regular pattern skew back, 

ship pattern skew back, regular pattern straight back 
and ship pattern straight back. The ship pattern saws 

are made in 26 inch lengths only. It is ground to a full 
four gauge taper, and will therefore, cut fast and easy with 
very little set. Mirror polish with Improved Perfection, Rose- 
wood Handle, the handle that prevents wrist strain. 


Order a dozen from your source of supply; put in a window 
display of Atkins Saws and watch your sales grow. 
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For further particulars, write nearest point below. 


FE. C. ATKINS & COMPANY 







Established 1857 The Silver Steel Saw People 
. Machine Knife Factory: Home Office and Factory: Canadian Factory: 
\ Least, &. ¢ Indianapolis, Ind. Hamilton, Ont. 
t BRANCH HOUSES | 
f Atlanta Minneapolis New Orleans San Francisco Seattle Paris, France 


Chicago Memphis New York Portland Vancouver, B. C. Sydney, N. S. W. 
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3 things that sell 


ZSTIULSONS 
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WALWORTH 
ILLSON WRENCH 









The WALWORTH 


STAND 
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STILLSON, like Walworth, is a 
trademark and registered by its 
owner—the Walworth Manufac- 
turing Company—in the U. 8S. 
Patent Office, in the several 
States and in foreign countries. 


The WALWORTH 


MARK 


The WALWORTH 








CARTON 


January 15, 1925 


A PERMANENT display of the 
five sizes of STILLSONS 
that are most in demand. Put 
it in your window, on your coun- 
ter or hang it on the wall. The 
wrenches are held by special 
brackets to prevent their being 
knocked off or casually shop- 
lifted. 


AN STILLSON’S own mark is 

on the head of every STILL- 
SON and is displayed on every 
STILLSON sales-help. Fathers 
and grandfathers of today’s 
wrench users have bought STILL- 
SONS by this same mark. It 
has meant ‘‘a mighty good 
wrench”’ for 55 years. It still 
does. 


HE counter display that 

sells six of the separately 
boxed household STILLSONS. 
It is this 10-inch STILLSON 
that we are going to keep on 
advertising in the Saturday Eve- 
ning Post again this year to reach 
your biggest market for tools— 
the people who need them at 
home. 


WALWORTH 


WALWORTH MANUFACTURING COMPANY, Boston, Mass. 


Walworth International Co., New York, Foreign Representative 
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‘: One of these stands will THIS TRADE MARK PLEDGE OF QUALITY 
‘a be furnished free to any 
e dealer ordering the fol- 
ye lowing assortment. Ask 
for it. 

Two 6-inch wrenches 

Three 8-inch wrenches 

Three 10-inch wrenches 

Three 14-inch wrenches 

One 18-inch wrench mw 
4 (Steel Handle) ma 
{ 
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STILLSON 


Buffalo, Chicago, Cleveland, Erie, Glasgow, Kewanee, Ill., London, New York, Philadelphia, 
Portland, Ore., Seattle, San Francisco, Youngstown. Plants at Boston and Kewanee. 
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Here is just the sort of 
cardboard display dealers 
can use to advantage. It 
is 2534” high, by 203,” 
wide, with double easel 
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support. 


Ask for sign, Form H- 
2155. Mailed on request 
to any Simonds saw dealer. 
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BLUE RIBBON 
HAND SAWS 











Simonds Saw Dealers 


It’s the Steel and Skillful workmanship 
that make Simonds Blue Ribbon Hand 
Saws the most efficient saws on the 
market. Their edge-holding quality, due 
to the special crucible steel from which 
they are made, recommends them to 


expert mechanics as well as the oc- 
casional saw user. 


Dealers everywhere are carrying the 
Simonds Blue Ribbon line. If you are 
not, write for our catalog and selling 


proposition. 


SIMONDS SAW AND STEEL a 


FITCHBURG, MASS. 


cAMOnd, 
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The three handsome fixtures pictured here 
are worth, conservatively, $12.50. 


Yet the complete set is given with the 
Mirro Window Stand Deal described on 
the opposite page—and not one cent is 
charged to cover their cost. 


The fixtures are well made, and nicely 
finished in mahogany. The shelves are 
adjustable and may be tilted if desired to 
show the merchandise better. Main stand 
is 42 inches high. 


It is easy to make attractive window dis- 
plays with these practical, good-looking 
fixtures. They will increase the capacity 



































of your windows and at the same time 
lessen the danger of spoiling the effect by 
overcrowding. 


Best of all, these stands can be used not 
only for Mirro but for many other kinds 
of merchandise. Mirro does not want to 
monopolize your valuable window space, 
so we had these fixtures designed expressly 
for all-round, everyday usefulness any 
way you want to use them. 


SEE THE NEXT PAGE for further par- 
ticulars of one of the soundest merchan- 
dising propositions that Mirro has ever 
sponsored. 


CMIRRO 


The Finest Aluminum 











You can get these fixtures FREE 
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more for Mirro! 


Here’s another real merchandise-moving plan— 
with extra value to sweeten it 
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Mirro’s success depends on getting 
the repeat orders. 


It’s the merchant who sells Mirro 
and then comes back for more who 
makes our business grow. 


So, the plans we make to sell more 
Mirro must be good for the retail 
merchant or they are no good for us. 


HERE is a plan of that sort. It con- 
sists of: 


1—A selection of 69 sure-selling 
Mirro articles, picked to give 
you a representative line 
for building future business: 


i—A 3-piece set of fixtures for 
making attractive window dis- 
plays, $12.50 value, included 
absolutely free: 


3-150 beautifully illustrated 4- 
page invitation letters to mail 
to your best customers: 


4—A set of handsome display 
cards for window or inside use, 
» anda metal counter sign. 


All for $59.00, the actual cost of the 
merchandise alone. 


Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 


And you make your full margin on 
the goods; the display fixtures be- 
come your permanent property; and 
you create a permanent, profitable 
demand for quality aluminum. 


The deal retails for $88.80. Your 
margin is $29.80 or 34% on selling 
price. (In extreme Western and 
Southwestern states, deal retails for 
$105.10; dealer’s margin $46.10.) 
The merchandise comes in one case, 
weight about 110 lbs., and the fix- 
turesin a carton, weight about 22 lbs. 


This is the sort of selling plan which 
you can feel confident about. The 
values offered are known values. 
The free material is really free. The 
quality is Mirro quality. It’s a typi- 
cal Mirro plan because it is for the 
dealer as well as for Mirro. 


Let us put this deal into your store. 
Let us start Mirro making money 
for you. You needn't wait till the 
Mirro salesman calls. Just mail the 
coupon below, and the salesman will 
get the credit. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


Please send us by (freight) (express) one complete Mirro Window Stand Deal including fixtures and 
advertising material, at $59.00 f. o. b. Manitowoc. Terms—2/10, 1/30 from invoice date. 





Name 


Address 
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WIRE FENCES 





SSuper-Zinced Fences are 
armored against rust by the 
heaviest coating of zinc that 
can be successfully applied to 
wire. By our improved process 


the zinc is so closely bonded 
to special-formula steel wire 
that it will not crack or peel. 





We ship mixed cars of fence at carload prices 
with nails, wire, barbed wire, gates, etc., and 
also give you good service on your less than 
carload requirements. Write for full particulars. 


Pittsburgh Steel Company - Pittsburgh, Pa. 


New York Chicago Memphis Dallas San Francisco 





Columbia and Pittsburgh Perfect Fences 
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SRATES 


ICE QHIGH ROLLER 


Last Call for Winter First Call for Spring 
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Tubular Hockey 





No. 5 S. C. 











Nos. 07, 08, and 08% 





ERR 


Nos. 52414, 424% and 724 No. 6 S. C. 








| HARDWARE COMPANY 





TORRINGTON, CONN,., U.S. A. 
NEW YORK OFFICE . 151 CHAMBERS STREET 


ESTABLISHED 1854 INCORPORATED 1864 
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Prepare - NOW - For 








On this day a full page advertisement in the 
SATURDAY EVENING POST (see opposite 
page) will constitute the opening gun in the 


biggest national advertising campaign ever 
put back of TRIMO Pipe Wrenches. We 


FEBRUARY 14%: 








therefore urge you and every dealer to place 
an immediate order with your jobber for 
TRIMO Pipe Wrenches in all sizes to meet 
the increased demand which is bound to be 
felt as a result of this intensive campaign in— 


The Saturday Evening Post 
The Country Gentleman 


Farm Journal 


Successful Farming 
Popular Science Monthly 
Plumbers’ Trade Journal 
Sanitary Engineer 


Power 


Southern Engineer 
Oil and Gas Journal 


Oil Weekly 


Purchasing Agent 


Total Circulation Over 5,500,000 


Order your TRIMO stock NOW. Get it displayed. 
We will supply any dealer with handsome metal dis- 
play stands (FREE and all charges prepaid). By 
all means order several of the new TRIMO boxes, 
each containing six 10” Wood Handle Pipe Wrenches 
in individual cartons. Display them on your tool 


counter — you'll find them very popular sellers. 
Remember that TRIMO is not only the best 
ADVERTISED Wrench but the best WRENCH 
too. Every sale means a satisfied customer and a 
profitable repeat business in TRIMO parts. 
Get ready NOW—for February 14th! 


TRIMONT MFG. CO., Roxbury, Mass. 


America’s Leading Wrench Makers for Nearly 40 Years 


—TRIMo— 
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Why “TRIMO” Is The Nation’s Leading 
Pipe Wrench 


When the keenest Purchasing Agents in the country specify 
TRIMO—when leading Railroads, Steamship Lines, Oil 
Companies, Machine Shops, Plumbers and Skilled Mechan- 
ics insist on this sturdy wrench—when this nation-wide pre- 
ference is expressed despite the fact that other wrenches cost 
a few cents less than TRIMO, there must be many mighty 
good reasons why this tool still holds indisputable 
leadership. 
















































Take only three of the major reasons: 


Economy—Not only the insert jaw in the handle but ALL other TRIMO 
parts can be replaced at small cost when worn; this interchangeable 
feature (especially of the insert jaw) makes TRIMO the most 
economical Pipe Wrench. Large users and mechanics are glad to 
pay a few cents more to secure this big money-saving feature. 


MVP LYASNI 


Quality—Talk to any skilled engineer, shop foreman—any man who has 
to earn his living with tools—and they will tell you that TRIMO 
has no equal in quality of materials and workmanship. 





IWVuS 
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3 Superior Design—TRIMO’S strong, sharp, drop-forged jaws with deep- 
3 milled teeth guarantee a firm grip, yet the wrench does not lock 
but releases readily. TRIMO’S extra long, steel handle guarantees 
greater leverage and less labor. Nut guards keep the wrench auto- 
matically adjusted. The frame is built to withstand the hardest kind 
of work. It will not break. This element of strength ensures safety, 
a feature which a mechanic employed on hazardous work greatly 
appreciates. The whole design of TRIMO is masterly—its balance 
is the delight of all good twol users. 





The Trimo Pipe 
Wrench is made 
with Steel Han- 
dles in sizes, 6, 8, 
10, 14, 18. 24, 36 
and 48 inches. 
Made in Wood 
Handles in sizes 
6, 8, 10 and 14 


inches. 


There are a thousand and one uses ’round the home for a 
TRIMO Pipe Wrench. When the foremost national tool 
authorities endorse the TRIMO, the man-of-the house can 
surely buy it with absolute confidence. This same wrench 
has been made and perfected in New England by the same 
manufacturers for nearly 40 years. 
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Made in 


Four Sizes 


All hardware stores, mill supply houses and plumbing supply 
houses sell the TRIMO. Demand TRIMO of your dealer 
and accept no other. 


TRIMONT MEG. CO., Roxbury, Mass. 


Also makers of the. famous ‘‘Trimo” Monkey Wrench, “Trimo”’ Chain Pipe Wrench, 
“Trimo” Pipe Cutter, and “‘Trimo” Pipe Vise—all quality leaders 


% 


# Made in Eight Sizes 


This Full Page Advertisement Appears in 
THE SATURDAY EVENING POST, FEBRUARY 14 
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Look for this dis- 
lay box of the 
rimo 10-inch 

Wood Handle 

Pipe Wrench in 

your hardware 

dealer’s store. 
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HE definition of calcimine given above was taken from the dictionary. 
| It seems to lend support to the general misconception that calcimine 
is ‘a kind of white wash.”’ 

A meager 5% of our population know that calcimine is a sanitary and 
durable finish for walls and ceilings and that it is not necessarily “‘cheap’ 
because it is inexpensive. | 

Instead of selling calcimine to the 95% of the people of your community 
who know nothing about it, sell Muralite as so much sunshine for long 
faded walls. | 

Muralite as a leader will do wonders for you in introducing new people to 
your store. Reach out for new business with the certain knowledge that 
in offering to the public a solution to the problem of brightening up rooms 
that would otherwise go undecorated for a long, long time, you can secure 
profits now lost. 

Recognized as the most intelligently promoted calcimine, sold and backed 
by a reputation of 40 years as the ‘“‘Best Calcimine Made,’ Muralite will not 
only get business for your store but also keep it. 

Will you try Muralite with your own hand? We'll send ten pounds free— 
enough to do one room in your own home if you'll write on business sta- 
tionery. 











M. EWING FOX COMPANY 


For Forty Years Calcimine Specialists 
NEW YORK | CHICAGO 
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There is Real Profit 


in this Paint Specialty 


BARE 
RADIATORS 
OR THOSE 
COVERED 
WITH 
METALLIC 
PAINTS 
LOSE 30% 
RADIATION 
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MARBLEITE 








RADIATORS 
COVERED 
WITH 
PHOENIX 
MARBLEITE 
RADIATOR 
ENAMEL 
GIVE 100% 
RADIATION 


X 





RADIATOR ENAMEL 


ADIATORS have always been 

painted with Metallic Paints. 
Recent investigations have proven 
that there is a definite loss in 
radiation when metallic paint is 
used—and a gain of 30% when 
Phoenix Marbleite Radiator Enamel 
is applied instead. 


All new radiator installation will 
consider enamel. All old radiator 
installation is a prospect. Every 
home, school, hospital, industrial 
plant or public building is a prospect. 














PHOER 


Prepared Ready for Us¢ 


Manufactur ed by 


"woe X PAINT AND VARNISH 
PHILADELPHIA 
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Do it today! 


NE of the largest radiator 
manufacturers in the world 
Hie) Phenix Marble recommends 
Phoenix Marbleite Radiator Enamel 
as superior in covering property 
and heatradiation to metallic paints, 
bronze, etc. 


Made in twelve shades to match 
decorations and furnishings. Special 
Colors for industrial work. 

Thisis an unusual, easy-selling specialty with 
a very definite market and strong selling 
argument. 


Liberal discounts—write for detailed prices 
and plan of dealer helps. 


PHOENIX PAINT & VARNISH COMPANY 
124 Market Street, - : 


Philadelphia, Pa. 
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192 5 offers splendid chances of 
winning the goal. Ameri- 
can industry is headed for new heights 


of prosperity. The spirit in business 
is one of courage and confidence. 


The paint and varnish industry is driv- 
ing ahead. It gained ground in the 
past year when others fell back. While 
cotton, iron and steel, coal and other 
key industries dropped 11% to 24%, 
paint and varnish advanced. 


Six years of co-operation in the public 
service, expressed in “Save the surface 
and you save all”, has brought its re- 
ward. Our industry, always a leader, 
is traveling on and up with added spirit. 
Are you with it? Have you bought 
your ticket? 


Do you support the 
Save the Surface Campaign? 


The 1925 Save the Surface advertising 
has a message of authority and broad 


It’s in the Air 


scope. It will win for paint and var- 
nish still greater recognition from the 
public and from all divisions of industry. 


This campaign to the public is a power- 
ful creator both of sales and sales oppor- 
tunities. Save the Surface activities in 
local communities are powerful trans- 
formers of opportunities into sales. 


If in your business you are not actively 
co-operating with the Save the Surface 
movement, write Save the Surface 
headquarters to inform you how you 
can do so for your benefit. 


Every man engaged in the paint and 
varnish business—manufacturer, job- 
ber, salesman, dealer, master painter— 
should get set and organized to accom- 
plish his utmost in 1925. 


Careful planning on your part, followed 
by action—will “Make 1925 the Great- 
est Paint and Varnish year and double 
the Industry ahead of time.” 


SAVE THE SURFACE CAMPAIGN 
507 The Bourse, Philadelphia, Pa. 
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VEGETABLE OILS 
FOSSIL CUMS 
TURPENTINE 





























There is a reason for the ever-increasing popu- 





ARTINYARNISA(O 


Proneens OF 1007, Punt VARNISHES 


larity of Martin’s 100% Pure Varnish. Many 
thousands of merchants and master painters know 
this reason. Write for complete information. 
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ONE GALLON U.S, MEASURE 
OUTSIDE WHITE 











“Paint Purity” 


There can be but two kinds of paint—100% Pure, and graded. 
Monarch 100% Pure Paint formula appears on every can. Compare it 














pt with all others. 
Kg vy, : 

/ ay ) Analysis of Pigment Analysis of Vehicle 
se / Carbonate of — ae - 66.6 Linseed Oil . . . . . 81.7 
o & Zinc Oxide .. . 33.4 Turpentine ..... 9.3 
Ns Japan Drier oc ce « 9H 

a C7 ——_——_ 
hg £ 100% 100% 
’ NOTE—Except for a few dark colors that cannot be prepared from purelead 
and zinc alone, colorsin Monarch Paint are made from thesame formula as 
outside white with the addition of sufficient pure color pigments to produce 
the various shades and tints. 











No adulteration 100% Pure 


No substitution 

















Gse MARTIN-SENOUR Go. 


PIONEERS OF PURE PAINT - ¥ 
BROOKLYN -LINCOLN-CHICAGO-LOS ANGELES-SAN FRANCISCO 
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Valspar for Winter Sports Equipment 


HE dog sleds that carry supplies to 

Fort Gibbon, farthest North Army 
Post of the United States in Alaska re- 
cently demonstrated the unusual service 
that Valspar Varnish alone can give. 


“Our sleds were finished in natural 
wood with four coats of Valspar Varnish”’ 
writes Lieutenant Stetson, Fort Supply 

oficer. “Even the webbing was Val- 

The famous . ‘ 

Valspar sparred to render it moisture-proof. After 
boiling water test five months of steady mushing over tun- 
dra, mountains, lakes and rivers, through 
forests, blizzards and unbroken trails, 
these dog sleds were put away in the 
spring, with the original lustre undimmed, 
and not a sign of checked surface.” 





Reg US Panotl 


’ This experience of Lieutenant Stet- 
son’s suggests a profitable sales idea for 


you! Push Valspar among your custome 
ers for their winter sports equipment. 
Skis, snow-shoes, toboggans, sleds, gun- 
stocks— Valspar gives them all a weather- 
proof protection that is unequalled. 


This unique varnish is absolutely 
moisture-proof. It will not blister or 
crack in snow or slush. Even prolonged 
immersion in icy water can never turn 
it white. And because Valspar is so 
wear-resisting, it is good for any sports 
equipment. A coat of Valspar adds to 
the beauty and life of golf clubs, tennis 
rackets, fishing tackle, boats and canoes. 


Go after this sports trade! Winter and 
summer, it means bigger sales and satis- 
hed customers. For a Valspar customer 
is always a satisfied customer. 


Simplify your stock with Valspar and Valspar in Colors 





VALENTINE’S 






The Varnish That Won't Turn White 








VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 


i S] AR New York Chicago Boston Toronto 


London Paris Amsterdam 


ESTABLISHED 1832 


W. P. FULLER & CO., Pacific Coast 
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THE SPLENDID EQUIPAGES OF FORMER GENERATIONS WERE MURPHY FINISHED. 

:e208e THE SAME MATCHLESS QUALITY OF VARNISH PROTECTS AND BEAUTIFIES THE 

FINER CARS OF TODAY..... A MURPHY FINISH, FOR OVER HALF A CENTURY, HAS BEEN 

THE MASTER PAINTER’S STANDARD OF FLAWLESS VARNISH PERFECTION....... HE 
KNOWS THAT MURPHY’S IS 


THE VARNISH THAT LASTS LONGEST 





: : As a matter purely of good business policy, 
Your reputation 1S aS your reputation is as important to you as ours 
important as ours is tous. So let’s work together. 
, Take these two Murphy Finishes as a case 
—take good care of it in point. 
OMETIMES, in the daily hurry and bustle Dacote Enamels and Dacote “Univernish” 
of selling goods, we lose sight of our aims Stains mean just what they say—One day. 


and ambitions. ; —_— 
They are intended primarily for 


the amateur painter and we have 
made them as fool-proof and easy 
to use as fifty years of experience 
taught us. They are “reorder” 
products. 


The temptation to make an im- 
mediate, extremely high profit 
clouds our vision. We forget the 
aftermath...the kicks...the lost 
trade. 


The same problem faces both 
manufacturer and dealer. If you will ask us, we shall be 
glad to write you personally, de- 
tailing what we will do to pro- 
mote business for you, including 
national advertising, prompt four- 
square service and special adver- 
tising and sales helps. Please 


write today. This is the best time. 


After all, no man can gain the 
reputation of being the best manu- 
facturer in his line or the best 
merchant in town—and keep that 
reputation—without maintaining 
the quality of the product he 
makes or sells. 





Murphy Varnish Company 


Newark, N. J. Save the surface and San Francisco, Calif. 
Chicago, II]. ; you save all '¢. Montreal, Canada 
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MURESCO 











Always a"Moore' 


product for every surface 





For the House—Exterior 


House Paint 
Porch and Deck Paint 





There is little that we can tell you about Cement Conting 
| this water-mixed wall coating that you do not cones ee 
‘s pervo Varnishes 
a already know. Pure Oil Colors 
pe Veranda Furniture Enamel 
s Without boast we say it is “The best wall Paqua (Cold Water Paint) 
finish in the world regardless of price.” It a ow we 
has proven itself so. eaiimien 
And of special interest to the dealer, it is evesce (iat Water Wal Finish) 
the largest selling paint of its kind in the Impervo Varnishes 
world Damer Enamel 
. ° ° Interior Enamel ; 
Muresco continues to hold its enviable po- impervo Surfacer | 
o+2 . . : : u an 2aste oo . i 
sition because it never varies in quality . Calsom Finish (Cold Water Wall Coating) 1 
Paint users have learned to depend on it. 4T5 Varnishes | 
The buy Muresco because they know it. For Roofs, Barns, Etc. | 
Muresco and the Vari-Tone Sponge Roller Barn Paints i 
are a combination offering new possibilities Roof Cement—Liquia and Paste j 


of increasing your business with the master 


painters and decorators. For General Home Use 
Tile-Like Color Varnish 
° her I : Varnish ant On Wood 8 

Jarnish an ood Stains 

Write for further Information Varnish and Oil Vv 

Auto Lustre Polish 

Stove Pipe Enamel 

Ground Color 

Aluminum and Gold Paints 

Screen Paint 


For Automobiles and Carriages 


wee 











Automobile Enamel 
Superfine Coach and Auto Colors 
Coach and Auto Varnishes 

Auto Lustre Polish 

Engine Enamel 

Aluminum Paint 





For Wagons, Tractors, Etc. 
Wagon Paint 


Varnishes 
Engine Enamel 


INDUSTRIAL PRODUCTS 














i jp hp ppp bbb bbb bbb bib bbe DAA READE BERD BEB | 
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lag lan 
ro K Concrete Floor Paint Mill White (Flat—Gloss) 
pior™ NALSOM Graphite Paints Baking Japan 
SUPE on Np Dado Paints Baking Enamels 
Machinery Enamel Fire Apparatus Paint 
WaLL | FINISH Radiator Enamel Vaco Red Lead Paint 
patentee est 38 1808 Iron Filler Red Lead Preservative 
a FOR SHIPS, MOTOR BOATS, ETC. 
NEW YORK CHICAGO Marine Paints Copper Paints 
4 é. CLEVELAND ST. LOUIS Yacht Paints Smokestack Paints 
s menue — Canoe and Boat Paint Deck Paint ] 
sy a 











enjamin Moore & Co. 


NEW YORK ST.LOUIS 
CHICAGO CARTERET 
CLEVELAND TORONTO 
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Mc“Dougall-Butler 


SUarnishes 


Enamels and “Paints 


‘Refine 
Everything They 


Cover 





Varnishes, Enamels and Paints 


BUFFALO, N. Y. 




















Sell More 


Heller Shelving in Payne-Cummings Hardware Oo., North Adams, Masa. 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 


Let us show you how to increase your sales 
without increasing your stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory: 


700 Wabash Ave. 
Montpelier, Ohio 


Eastern Display Room: 


20 Vesey St. 
New York City 
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“BrusheNu Bill” says:— 


| A Fellow From South Africa— 


A dealer from out Johannesburg way, 
wrote in the other day and ordered a lot 


of Brush-Nu 


10c—Paint Brush Cleaner—10c | 


But right here in our good old U. S. A. you 
can sell a raft of it from your counter. A bunch “ s 
| of dimes soon runs up into big profits as Wool- BRUSH* NU BILL 
| worth and ete. can testify. PAINT BRUSH CLEANER 


3 SALESMAA. 


$1.50 For Two Dozen. 


WG Camtes, ORDER A SAMPLE CARTON OF 





























YOUR JOBBER OR WRITE DIRECT. 
Brushe Nuvu Co. 


BALTIMORE MARYLAND 





WAREHOUSES CHICAGO SAN FRANCISCO 








Any paint | and any paint- -brush may “save the 


surface —"” BUT it takes good paint and a good 
paint-brush to save a surface well enough to be 
worth “saving” again! 

WHITING-ADAMS BRUSHES have been 


saving surfaces for 116 years. Save your surfaces 


with a brush that knows the job! 
Do it with WHITING-ADAMS BRUSHES 


SEND FOR ILLUSTRATED LITERATURE 


JOHN L. WHITING-J. J. ADAMS CO., BOSTON, U.S.A. 
Brush Manufacturers for Over 116 Years and the Largest in the World 





Cash In on 
the Buildnmg Boom 


New buildings must be painted. But the building boom 
stimulates paint sales in another way. 





Perhaps Bill Jones can’t afford a new house. Perhaps 

he doesn’t need one. But it’s a cinch that when his 

neighbor’s new place is being finished, Bill wiil decide 

that the old house needs some paint. If he doesn’t, Mrs. — 
Jones will. 

Do the hundreds of Bill Jones in your town know that 


you sell good paint? The third issue every month of 
Hardware Age tells you HOW to tell him. 
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Simon Gohd’s delivery equipment 
was a horse and wagon. He had 
but one clerk in the store. He 
sold 55,050 lbs. of Dutch Boy 
white-lead. 


IN 1924 


with sales well over 575,000 Ibs., 
Simon Gohd and his two sons 
own the block of buildings in the 
picture. They have three delivery 
trucks and a force of six in the 


store. 








ie NEW ARK, N od 
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Teternonr, Terace 3102 


RETAIL 





SIMON Gonp & So 


4OGBERs iv NS nee Oetete eee 


2233 Betnonr « “ ALL PAPER 
ee 


Rationa) Le 
Hew York City, 


Gentlemen, 


Seven years 
horse and 8g0,when our sales of th 
wago is 

Our yearly sales snp are Of OUF delivery ence, ere 50, 
Gling ell the time ¥ 575,000 lbs., we ke requirements, 
we have three sales In addition to ae ep three delivery trucks 
of Dutoh Boy preducte. with care oat on the r store 
To ke * Fach week brings in one Pushing the sale 

®P Up with ¢ ness. 
SPace. So with increase in sales 
the enclo m the last ten we + We had to have mo 
which we ubine an . We already find ony’, (zene the batldines se 
merchandise. © 60 our policy ne telling ee for space, 

. Pushing the dest 





Yours very truly, 


oD 








nother business grows 
as Dutch Boy sales go up 


OHD & SONS have built their fine business chiefly 

in the last seven years. In that time they have 
increased their sales of Dutch Boy white-lead from 
50,000 lbs. to over 575,000 lbs. 


There is no secret—no magic—about Gohd & Sons’ 
success. It is typical of the experience of merchants 
everywhere who are building their business on the solid 
foundation of Dutch Boy white-lead. 


Many merchants say it is the fastest-turning item 
in the store; it never gathers dust, for it isn’t there long 
enough. They are surprised to see in a year’s time how 
large a quantity of white-lead they can sell on a small 
investment. But that isn’t all! 


They make an additional profit on white-lead, as 
Mr. Gohd points out. When customers come in for 
Dutch Boy, they seldom leave without buying other 
materials—brushes, oils, ladders, turpentine, dryers. 
“If we were not pushing Dutch Boy,” says Mr. Gohd 


in his letter above, ‘‘we undoubtedly would not have 
made these sales.”’ 


Make everyone in your community think of your 
store when they think of Dutch Boy. Tell them about 
it with window displays and movie slides. Use a picture 
of the Dutch Boy on your bi'ls and letterheads. Reach 
the home-owners, painters and business men in your 
section by means of Dutch Boy advertisements in your 
local newspaper. 


We’ll send you any of these helps you want, if you 
will write to our nearest branch. Or just speak to the 
Dutch Boy salesman the next time he 
calls. 


NATIONAL LEAD COMPANY 


New York, 111 Broadway; Boston, 131 State Street; Buffalo, 
116 Oak Street; Chicago, 900 W. 18th Street; Cincinnati, 659 
Freeman Avenue; Cleveland, 820 West Superior Avenue; 
St. Louis, 722 Chestnut Street; San Francisco, 485 California 
Street; Pittsburgh, National Lead & Oil Co. of Pa., 316 
Fourth Avenue; Philadelphia, John T. Lewis & Bros. Co., 
437 Chestnut Street. * 
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Machine Screws 
tove Bolts 
Tire Bolts 
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American Screw Co. 
PROVIDENCE , RI. 
WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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“It Lasts” 


because the 
fabric is strong 
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BULL DOG 


FRICTION TAPE 


is built on strong cotton duck calendered on both sides 
with rubber stock and coated with the famous Bull 
Dog compound specially prepared to retain its adhesive 


strength for a long period. Butt Doc Friction TapPz is con- 
veniently packed in 1, 2, 4 and 


BuLL Doc Tape lasts on the shelf of the dealer where 8-oz. rolls in individual cartons and 
it does not yield easily to changes of temperature or nee cna eee ieee 
harden and dry out. Far more important, it lasts on which appeals. to a wide variety of 
the job, keeping the form into which the skilled hand = “*°™*™ 

has moulded it, and offering surprising resistance to 

water or electric current. In performance as in name 


it has the true Bull Dog resistance. 











BOSTON WOVEN HOSE AND RUBBER CO. Cambridge, Massachusetts 
Makers of Bull Dog Hose, Bull Dog Belting and other Mechanical Rubber Goods 
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GALVANOI 


In every type of building, you will 
find a call for Galvanoid. 


















Galvanoid has a nation wide accept- 
ance as quality screen cloth because it 
has a background of long manufactur- : 
ing experience, skilled workmanship : 
and highest grade materials. Samples 
and information upon request. 
































SAN RL AIRS OR ES Rath oP : 


American Wire Fabrics Corporation 
Subsidiary of 


Wickwire Spencer Steel Corporation 
General Offices: 41 East Forty-Second Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 


Worcester Buffalo Philadelphia Cleveland 
Detroit San Francisco Los Angeles Seattle 
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You Probably Intend to Increase Sales— 


—But the most important question to consider is whether or not 
more sales will mean greater net profits to you. | 
Three essentials for developing a successful merchandising busi- 
ness are: PRESTIGE, PRODUCTS and PRICES. 
The FOSTER LINE will fill the bill! 


ARES yt at ok ES «A cc ee amas, > 
DARE RR ; 










PRICED TO MEET COMPETITION 
EFFICIENT AND ECONOMICAL 


HEATERS 


This heater is handsome, service- 


CREATE STEADY TRADE 
GUARANTEED SATISFACTION 


FOSTER 


























FOSTER’S AIR TIGHT 


A combination hot blast and air- 
tight coal burning heater. Excep- 
tionally well made and attractively 
finished in Blue or Gray Enamel. 


able and economical. It has many 
important selling points and will 
prove a wonderful attention-getter 
in your store. 


Put it on display and let your cus- 


tomers get acquainted. A profitable 


Grate is a heavy shaking pattern a 
~~ sale will be sure to follow. 


with large revolving draw center. 





These two popular heaters are made in 
four sizes and can be furnished with or 
without ash pan and lower grate, as illus- 
trated. 


Drums are made of “Armco Polished” 
Ingot Iron and lined with heavy cast 
linings. 





Doors are hand fitted and stoves will 
hold a wood fire all night. 


The nickel-plated parts are also clearly 
shown on illustrations. 


The Foster Line will mean a greater selling 
opportunity for every hardware merchant. 


Our advertising cuts will bring more cus- 
tomers to your store. 


Send for latest catalog and let us help you 
select heaters best adapted to your trade. 


We also make a complete line of Kitchen 
Ranges. 





OF Pig iy, or Sa OR tele 
A FRG. ai! 





With Ash Pan 


The Foster Stove Co. 


Without Ash Pan 


Ironton, Ohio 
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“WICK WIRE” FENCING AND NETTINGS 
(ALL GALVANIZED) ®, 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 

















W. W. POULTRY FENCE 
The New Form of Mesh 

Spon hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 

out longer at the expense of width as is generally the case with the ordinary forms of mesh. 

W.W. Poultry Fence is made full width and always remains so! The horizontal wires where the strain 

comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 
expansion problem. 

WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One 

Hs eight spaces of one and one-eighth inch mesh at the bottom, graduating through one and one- 

half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 

against the straying away of the poultry and nuk as well as a protection to them against prowling 











animals. Woven and ge on the same principle as W. W. Poultry Fence with no ends of wire * ; 
, to rust nor sharp bends to crack the galvanizing. 3 
y HEX NETTINGS 7 
y The Perfect Formed Mesh ; 
¥ N the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
ak. most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 

in placing upon the market a Netting of the highest grade. 


D WICKWIRE BROTHERS, CORTLAND, NEW YORK 
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Sides 


Here are two Ropes whose exterior appearance may be somewhat similar. Which 
Rope would you buy or sell? 
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The ordinary Rope has no tangible assurance that it will give dependable, satis- 
factory service. In other words, you are taking a chance when you handle it. In com- 
parison, consider Columbian Tape-Marked Pure Manila Rope. The red, white and 
blue Tape-Marker is easily found in one strand throughout the entire length of the 
Rope. Just untwist it and there in black and white you will read, “Guaranteed Rope, 
Made by Columbian Rope Company.” 
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Think what that means: the entire reputation of the well known and reputable 
Columbian Rope Company stands squarely behind its product. Through this message, 
you have positive assurance that the Rope containing this Marker is the best that can 
be made. What a difference the Tape-Marker makes. 
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Columbian Rope Company 


352-80 Genesee Street 
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Auburn, ‘‘The Cordage City,’’ N. Y. 
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Branches: New York Chicago Boston New Orleans 
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Here’s absolute 
proof that 
¢ hy The Tinea / f 
has 2 to 3 times 
heavier zinc coating 
Almost twice more zinc than the best 
Galvanized fence made—about three 
times more zinc than the ordinary 
fence, is what experts and authorities 
say of ‘“Galvannealed’’, copper-bear- 
ing Square Deal. Don’t just take our 


word for it. See excerpts from official 
reports on the left from the Burgess 
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These nationally 
recognized experts have 
made careful tests. They have proven 
that ‘““Galvannealed”’ has 2 to 3 times 
more zinc than any other farm fence 
made —therefore “Galvannealed” 
Square Deal should last 2 to 3 times 
longer. 


Cc. F. Burgess Laboratories 





. 3s, xt 


















g) Chemical Engineers Laboratories, Robert W. Hunt Co. 
{ Madison, Wis. and Indiana State University. __, 
ye Report: “Galvannealed”’ Wire. Aug. 25, 1924 : 
As a result of 86 tests on “‘Galvannealed’’, also wire made Over 500 samples of various kinds of 






fence were selected and carefully tested 
; to find out how much more zinc is car- 
ried by “Galvannealed’”’ as compared to galvanized wire. 
Each sample was stripped of its zinc and weighed. This was 
done by the standard laboratory “stripping test’? method. 
The columns (1-2-3) show the actual amount of zinc re- 
moved from one square foot of wire surface. 


A principal manufacturers, we find that Red Strand 
““Galvannealed’’ averages .86 oz. to the square foot of 
surface, whereas the nearest competitor of galvanized 
wire averages .50 oz. per square foot of suriace. The 
average of all others tested is .34 oz. per square foot 
of surface. 












By: OLIVER W. STOREY 
Metallurgical Engineer 










Summary of Report from 
Robert W. Hunt Company 
Chicago, Ill. 


“Galvannealed’’ wire samples, taken at random from rolls 
of fence in stock, showed the average weight of coating to 
be considerably more than three-fourths of an ounce of zinc 
per square foot of surface wtre. 

Ordinary oo wire, including all available makes, 
outside of ““Gaivannealed’’, showed an average of only 
one-third of an ounce of zinc per square foot on the several 
dozen samples tested. The very best grade of galvanized 
wire now made showed an average less than one-half an 
ounce of zinc per square foot. 














No. 1 represents the average amount of zinc coating on 
“‘Galvannealed”’ wire. (Made only by Keystone.) 



















No. 2 represents the zinc removed from best quality gal- 
vanized wire. Note that ‘‘Galvannealed’”’ wire fence (No. 1) 
has almost twice as much zinc as the best galvanized fence 

now made anywhere. 










Indiana State University 
Bloomington, Ind. 


In subjecting ““Galvannealed’’ wire, along with three of 
the best makes of ordinary galvanized wire to the Preece 
test, I was able to obtain results as follows: 


*‘Galvannealed’’ Galvanized 
wire marked wire marked 
Number of dips... A 3 > D 1 2 3 


Preece test....... 5 4 6 ‘5 4 4 3 


You will note from the above that the four samples of 
*‘Galvannealed’’ wire stood an average of 5, one minute 
copper sulphate solution dips, while the average number 
of dips stood by the 3 samples of ordinary galvanized 
wire was 33%. The coating on “‘Galvannealed’’ wire was 
very uniform and withstood bending and abrasion in a 
remarkable manner. 
By: O. W. BROWN 


Department of Chemistry 








No. 3 represents the zinc removed from ordinary 
galvanized wire, or only about 4 as much zinc 
as is carried on “‘Galvannealed”’ wire. 

















These results are amazing. Everyone knows 
isa that the amount of zinc coating determines 
ie]... the life of the wire. ‘“Galvannealed”’ which 

~~ f"@ ismade from copper-bearing steel and which 
has 2 to 3 times heavier zinc coating is 
bound to last 2 to 3 times longer. 


4 What dealer cannot increase his fence sales 
~~ at least 25% to 50% with a line of fence 

EXACT SIZE ° ° 

This isa photographof that lasts 2 to 3 times longer, yet is sold at 

ar removed from one no extra price? Write for complete facts. 


square foot surface o 
three classes of wire. 


Keystone Steel & Wire Company 
Peoria, Illinois 





















* *+ * * * 





Our entire facilities have been changed over to ‘“‘Gal- 
vannealed’’—therefore, we are now able to sell both 
“Square Deal’’ stiff stay wirefence and “*‘Monarch’”’ hinge 
joint fence made from copper-hearing steel, and by the 
new ““Galvannealed’’ process at no extra 
price. (The*‘Galvannealed”’ process is 
exclusively owned and controlled 
by KeystoneSteel & Wire Co.) 


:‘Red Strand”Ga/vannedled 
Square Deal «.7 MONARCH Fence 
















(Copper Bearing) (No Extra Price} 
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Seamds 6, inches 
begh acth whine 
dial $3.25. with 
cadium dial 
$4.25 P 


slightly gher ta 


E Tom-lom the rouser 


A perfect timer his lights and shades in almost any 
room. Top-ring to match the octa- 
's a corking 











! THE minute you hear Tom-Tom,you Time Teller family. 
might as well tumble out of that last . . . tested for accuracy 48 hours 
lazy sleep; he'll keep on rousing you and ticking so silently you scarcely 0", cubist figures — he 
ull you do! He'll call you for ten can hear him. Even in aroom with & 
minutes . twelve clamorous calls ten Tom-Toms, you hardly could Tom-Tom hasa junior by the 
at half-minute intervals. Loud too. fear them tick! Note his shape. name of Tidy-Tot, 3% inches high. 
They're like the pounding of a bell- Octagon and thin. And the hand- Same octagon shape, convex front, 
boy's calloused knuckles at yourdoor. some convex fronton him. You can repeating alarm and silent tick. Go 
If you're not awake after the dozenth read his time at any angle of light; to your dealer and ask him to show 
tom-tomming, well— you don't need that bowed glass front shuffles off you these distinctive clocks. The 
an alarm clock. You need a doctor. reflections. He's artistically perfect— New Haven Clock Co., New Haven, 

Tom-Tom’s the daddy of the True so highly polished you are proud of Conn. Clock makers since 1817. i 
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Millions of Advertisements 


tendons the New Octagon True Time Tellers will appear in The 
Saturday Evening Post during the Spring. The above Full Page Adver- 
tisement will be in the February 7th issue. Stock and display New Haven 
Alarms and Watches to secure your full share of the sales this advertisement 


will create. 








TOM-TOM TIP-TOP, Octagon Watch 


Height, 51% inches; Width, 47% inches 


HE large attractive member of the True Shin new octagon-shaped watch, 14 size, thin 
Time Tellers family. He has a big 414-inch model, neat and compact. Streamline de- 
: DIAL and an improved 40-HOUR MOVE- sign, nickel polished, semi-octagon bow, sub- 
‘ MENT with a heavy nickel-plated seamless stantial antique pendant, corrugated crown easy 
2 brass OCTAGON CASE. He has a big BACK to wind, pull-out set. Cubist numerals and 
BELL and a loud, long INTERMITTENT skeleton hands. Also furnished with full radium 

ALARM that is a sure rouser. He is depend- dial and hands. 


able and good looking and makes friends wher- 


ever he goes. 
Plain Dial, $3.25 Plain Dial, $1.75 
Radium Dial, $4.25 Radium Dial, $2.75 





Display Cards gladly furnished upon request 


THE Mies lave LOCK CO. 
EST. EW VEN ONN. 1817 





Ri 
eA 
& 
By. 
hoe 
¥j* 


eS » 
xy 
So 
wet 
Pore 
Py yy. 
ao 
- 
ere 
kage 

















A 
4 


HARDWARE AGE 


January 15, 1925 








AN OUTSTANDING CONTRIBUTION TO HARDWARE LITERATURE 





Soar, ero  Blenscnns 


Should Be In Every Hardware Man’s Library 








\ 


_ 


Saunders Norvell 


Mr. Norvell has grown up with 
the Hardware Industry from stage 
coach days to Pullmans. The rise of 
great business houses, and the passing 
of men who have made hardware his- 
tory have been personal experiences in 
his life. In a forceful, yet intensely 
human way, Mr. Norvell has woven 
into this story thrills, romance, the 
descriptive power of a great novel and 
a fund of fine hardware merchandising 
principles. It is a human story of a 
very human individual and a chronicle 
ef 40 developing years of the Hard- 
ware Trade. 















Pat 
— ~~ 
\* 


4 
’ : 


a Ga 1 is filled with human and interesting reading for you. 

F ™ Forty Years of Hardware” will be highly prized in your 
CAs library and give many happy evenings with its romance 
of the business that is YOURS. 


\' 
x 
- 

f~ 


In a forceful, yet human way, Mr. Norvell has woven into the 
story of his business life thrills, romance, the descriptive power 
of a great novel and a fund of splendid merchandising principles. 
It is a human story of a very human individual. Stock boy—travel- 
ing salesman—sales manager—executive—president of a nationally 
known hardware jobbing company—what an experience—what a 
background for “Forty Years of Hardware.” 


“Forty Years of Hardware” is not a one month, nor a one year 


book. Hardware men will know it as a romance that draws them . 


back—always—to re-read parts, or the whole, or for its fine busi- 
ness philosophy. 


This is the kind of book to place in the hands of your son or 
employees. It instills the history, tradition, romance and methods 
of the business to which you are devoting your efforts. Nothing 
more helpful for them has ever been written. One well known 
company ordered sixty-five copies for their sales force. 


Large numbers of orders are being received daily. Place your 
order now, with remittance, and avoid disappointment as a second 
edition will not be printed for months, if at all. 


$3.00 per COPY ORDER AT ONCE 


It stands alone—the most intensely human chronicle of the 
hardware business ever written. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 
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Beats eggs sia we No spatter  . Bagith tar: 
and mixes =A iD | No waste! : #) F, YW Torriitio 
mayonnaise am Ea! Cleaned in 7 top of milk 
quickly! em a jiffy! eg 4 \ bottle! 













Non-Slip 
bowl Free 
. with each 

















Perforated BLADE 
does it! 


That’s the secret of 
Dunlap success. Flexi- 
ble, perforated blade vi- 
brates as it revolves, 
cutting the cream in- 
stead of beating it. 


Talking facts like these have sold 
more than 2,250,000 Dunlap Whips 


‘THIN K of whipping the cream right off the top of the 
milk! Of whipping eggs in less than 1 minute! No 
wonder that dealers find the Dunlap so easy to sell! No 
wonder that more Dunlaps have been sold than any other 
whip on the market! 


COMING! FREE trial offer! 


Thousands of dealers have been sold on the Dunlap through our special trial 
































N unusual counter 
offer. Use the Coupon. Get a Dunlap FREE to try in your home. Keep the 
card to help you sell whip if your wife approves of it and you decide to order a dozen or man Re- 
more Dunlap Cream turn it at our expense if your wife isn’t delighted with it. Fair enough? 
Whips. We'll show you 
a picture of it in our ad- COLUMBIA METAL PRODUCTS CO. 
vertisement appearing in 361 E. OHIO STREET CHICAGO, ILL. 
this magazine next month. 
—_ om se 
Watch eee eee ad PF aay 
ef Request. Use this aw i eeu { 
f or it! Free Trial 7 Put X C 
put X in Square (1 Columbia Metal —, - | 
Columbia Metal Products Co. 361 E. Ohio St., . pool a 
361 E. Ohio St., Chicage eeneeag m “Dunlap Whips, | 


. 1 it! 5 eee © 

Gentlemen: ; - ag FREE. If J billing through 

o Dee betes of it to order 
don’t think — it within 10 Jobber | 





, Pi retur a 
days “a yee dea (Cross this side off to orae 
v8 this side off to order pees | 
— dozen) 
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“THE SIGN 







ae «Ten-Kighty 


Garage Door Hardware 

















pd 





Folding-sliding garage doors—if equipped wheels, ball-bearing swivel, vertical side 
with ‘“Ten-Eighty’”’ hardware—meet every rollers, one-piece malleable frame, cold 
requirement. They are weather-tight, can- rolled steel pendant, and malleable apron. 
not sag or slam, occupy little space, and The malleable brackets supporting the con- 
operate freely and easily. cave tread trolley tracks permit ready posi- 
“Ten-Eighty” hardware—with its many ex- tive adjustment laterally and vertically. 
clusive features—is superior to any other. Ask your favorite hardware source regard- 
The hangers have locking lateral and ing A-P products—or write us. Catalog 
vertical adjustments, roller-bearing steel upon request. 


ALLITH-PROUTY COMPANY 
DANVILLE ILLINOIS 


Manufacturers of: 


Door Hangers Overhead Carriers 
Garage Door Hardware Rolling Ladders 
Fire Door Hardware Spring Hinges 


Representative Jobbers Distribute A-P Products throughout the 
United States 


RIGHT HANGER FOR EVERY DOOR 
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Why he sells best 
who sells McKinney ‘Products 











Be = te 7Star Seller 
io : ay @ , ey Line 
O comma Hinges 





No. 2729 in the one and a half-inch size is a great 
favorite because it simplifies a merchant’s stock. 


(1) It is only 174’ wide when open. Therefore 
two of these hinges can be placed side by 
side on a 2”’ cupboard hanging strip. It is the 
one means of eliminating the unsightliness of 
staggered hinges on such narrow strips. 


(2) It covers all requirements for this type of 
hinge. Here is the way to eliminate many 
gS mts styles and sizes from your stock. 

O " (3) No. 2729 and its half-brother No. 2733 

Ns 2733 lz 2 (half-mortise butt) are nearly square to make 

painting and varnishing easier. 





Made in all finishes. Packed one dozen pairs in a 
box. Oval head screws included. 


McKINNEY MANUFACTURING CO. 
PITTSBURGH, PENNA. 


a (McKINNEY Product 
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Don’t Be an 
| “Aye” Man—ONLY! === 


OUR CONVENTIONS start next week.» You will at- 
tend and meet again those good fellows who belong to 
your association and who, like you, represent the more pro- 
gressive hardware merchant type. 








What else will you dor 


Will you attend only? Will you speak only when spoken tor 
Will you give utterance only to requested “Ayes” and “Nays”? Or 
will you be one of those active helpful members who are the very 
life blood of business and organization?r 


You will find that the members who contribute the most to your 
convention’s success are the same members who derive the most 
benefit from these annual meetings. General participation in the 
various discussions will bring to you and other members the solu- 
tron of your most pressing problems. 


The social features are interesting, pleasant and worth while. 
They enable you to meet other merchants on a common ground, 
which leads not only to better business confidence but also to many 
lasting and valuable friendships. 





2060 200 0 0 0 0 0 1 0 10 ee I0 E10 


Make the 1925 convention of your state association your best in- 
vestment. To do this, you must participate in discussions. Con- 
tribute to the question box. Be a factor in your organization. Be 
one of the men on whom the officers and committee chairmen de- 
pend for the continued success of the annual conventions. 


You will learn from your efforts and closer contacts with other 
hardware merchants. You actually find joy in being of service. 


Don't be an “Aye” man—ONLY. 
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What the Editor Thinks 


Needed—Better Business 
Letters 


HOUSANDS of dollars in added 
costs, representing unnecessary ex- 
penses to business interests, can be 
directly attributed to poorly handled cor- 
respondence in 1924. 

Hundreds of so-called business letters 
sent by reputable business houses in this 
country were actually worth less from a 
business standpoint than the paper on which 
they are written. ‘They deserved the goal 
they evidently reached — the waste paper 
basket. They represented one of the great 
leaks of last year’s business, and they ham- 
pered rather than helped the firms who sent 
them out. 

Why / 

Because a great many otherwise excellent 
business men have not yet come to a realiza- 
tion of the importance of their business cor- 
respondence, because they regard it as an in- 
cident in the day’s work rather than an in- 
dispensable adjunct to business growth. 
The fallacy of this attitude is shown in the 
fact that a large percentage of business 
letters fail to attain their object. The 
writers, in many cases, seem to pay as little 
attention to the questions they are supposed 
to answer as a political convention does to 
the expressed will of the people. 

The manager of a well established busi- 
ness voices his opinion on poorly handled 
correspondence as follows: “Here are two 
letters in response to direct questions on 
shipments. Neither of them even approxi- 
mates a direct answer. ‘Those two letters 
alone will mean an added expense of at least 
fifty cents to our overhead before we get the 
information we want.” 

A business man writes a letter for some 
specific purpose. His letter usually em- 
bodied a question which requires a concrete 
answer. He is not dictating just to hear 
himself talk, or to keep his stenographer 
busy. Common courtesy demands that his 
business rights be recognized. 


Every business letter which does not fully 
cover the subject is an added expense to 
both writer and receiver. Every time a busi- 
ness man writes two letters when one would 
suffice, he boosts the overhead on the corre- 
spondence part of his business. When he 
goes farther and uses four or five letters to 
put over a one-letter subject, he not only 
wastes time and money, but he unnecessarily 
irritates the person to whom his efforts are 
directed. 

Likewise, when a letter is received it 
should be answered fully and promptly. 
Business men should school themselves to 
carefully read every letter they receive; to 
find out what the writer wants to know, and 
then answer him clearly, definitely and con- 
cisely. 

Most business letters are too long. They 
lose effectiveness because the writer does not 
seem to know when to stop. The punch is | 
smothered in excess words. A business let- 
ter is not anovel. Neither is it an excuse for 
trotting out a prize winning vocabulary. It 
is a plain business medium to be handled as 
such. 

The merchant with his ear attuned to 
business leaks will do well to investigate his 
correspondence. He will probably find it a 
serious drain on his profits, not so much on 
account of the postage, but because of the 
time and material waste involved and the 
losses in trade which result from hasty, care- 
less or inconsiderate letters. 

May 1925 see the end of the sloppy, 
careless, indifferent and inadequate business 
letter. 


Problems or Assets 


HE customer is the retail merchant’s 

most valuable asset. Without him 

there would be no stores. His exist- 
ence alone makes retailing possible. As we 
start down the long grade of a new year, it 
is well to keep in mind the importance of 
the man who buys and uses what you have 
to sell. 
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While the customer is undoubtedly an 
asset, he is also more or less of a problem. 
How to obtain new customers and how to 
hold them are two questions ever present in 
the mind of a practical merchant. Too often 
the question of getting customers is allowed 
to overshadow that of keeping them. 

In most cases when customers transfer 
their accounts from one store to another, 
they do so because of some absurdly small 
grievance, real or fancied. In almost every 
instance the matter could be quickly and 
satisfactorily adjusted if the merchant only 
knew the facts and grasped his opportunity. 

There is a hardware merchant in a certain 
western town who insists that his salesmen 
refer to him every single complaint on the 
part of a customer, no matter how trivial the 
complaint is. By prompt and courteous at- 
tention to the complainants he is able to 
satisfactorily adjust practically every griev- 
ance. His system retains old customers 
and attracts new ones. In solving one prob- 
lem he has actually solved two. 

The prospective customer is at best only 
raw material for sales. The old customer is 
a finished product. The longer a man re- 
mains a customer the more valuable he be- 
comes to the store he patronizes. ‘To lose 
him is like losing a fixed income. 

Whenever a customer quits, the average 
merchant usually places the blame on some 
local competitor or a mail order house. In 
fact, he blames everyone but the real cul- 
prit—himself. 

Customers may not always be right, but 
it must be conceded that they believe they 
are right, which, so far as business is con- 
cerned, is the same thing. Also—nine out 
of every ten persons are influenced in their 
buying more by their feelings than by logic, 
price or argument. Their personal liking 
for a merchant, his store or his salesmen 
often means much.more to them than his 
stock, his location or his systems. 

The customer is human—that is why he 
is such a problem. He wants to be treated 
in a human friendly manner. He wants to 
be known—to be remembered—to be indi- 
vidualized. When you really come to know 
your customers as individual men and 
women, they cease to be problems and take 
their proper place as gilt-edge business 
assets. 


More Business In Politics 
W.. are beginning to think that the 


water of politics needs a little mix- 

ing with the oil of business. For 
years it was considered almost suicidal for 
a merchant to even think for himself along 
political lines. Politics to him was forbid- 
den fruit. Not because he was supposed 
to be morally above things political, but 
because it was taken for granted that any 
attempt on his part to meddle with politics 
would create enemies and bring injury to 
the apple of his eye—his business. The 
wise ones of the business world said: “Oil 
and water will not mix,” and the merchant 
took them at their word. 

We are ready to concede that the retail 
hardware merchant should never become a 
rabid exponent of party politics. We are 
also certain that he should never allow his 
place of business to become an open forum 
for the discussion of political questions. It 
is pure tommy-rot, however, to think that 
he should take no interest in the affairs of 
his community, state or nation. We do not 
advocate his posing as a nonentity in af- 
fairs which interest both himself and _ his 
customers. 

We believe that the merchant is not only 
entitled to participation in matters of com- 
mon interest, but it is his duty as a good 
citizen to lend his hearty support to all 
movements which tend to the betterment 
of city, county, state or national affairs. 
It is equally his duty ‘and privilege to take 
a determined stand against every political 
move of detriment to the general public. 

Every state legislature will, during the 
present legislative session, cdnsider bills 
which seriously affect business. Are the 
business men of those states to sit back 
and let lawyers, farmers and professional 
politicians tell them what they shall do 
and what they shall pay? 

We believe that the hardware merchant 
will justify our faith in him, and will be- 
come a leader in the essential political ac- 
tivities of his community. Furthermore, 
we believe that his honest stand in political] 
matters will react to his advantage rather 
than his detriment. 
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Turns a $6000 Paint Stock 
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NE of the reasons why Chas. Brown & Sons turn a 
() $6,000 paint stock 4 to 5 times a year is to be found 
in the effective arrangement of stock. Samples are out in 
plain view where they may be easily seen. 





5 Times a Year 


EMONSTRATIONS, | spe- 
cial sales, consistent news- 
paper advertising, a com- 

plete line of merchandise and 
clerks who know what they are 
selling, and what will give the 
best service under given condi- 
tions, are all contributing 
causes which make possible an 
annual stock turn of four to 
five times with a paint stock 
valued at $6,000 in the store of 
Chas. Brown & Sons, 871 Mar- 
ket Street, San Francisco, Cal. 

One of the features about 


Chas. Brown & Sons’ paint 
stock is that it is well and com- 
pactly arranged in the store and 
always on display. And _ the 
line is never allowed to get 
sluggish. When paint sales are 
not as brisk as they should be, 
something is done to stimulate 
interest. Sometimes it may be 
a special factory demonstration 
of paint and varnish in the 
store or in the store window. At 
other times it may be a special 
sale of some particular kind or 
color. Seasonal sales and 


changes are taken advantage of 
to increase paint sales. For in- 
stance, every fall special adver- 
tising, window displays and 
sales talks are provided in order 
to arouse interest on the part 
of the public in painting the 
exterior of houses and garages 
before the winter rains set in, 
late in October. 

The men in the company’s 
paint and varnish department 
receive special training. After 
they have been with the com- 
pany for a certain length of 
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time, so that both the firm and 


with the paint that he or she 





the men themselves know 
whether they want to specialize 
more or less on paints and var- 
nishes, the men are sent to the 


When paint sales at Brown’s 
are not as brisk as they should 
be the company starts some- 
thing—a factory demonstra- 
tion, a special window—any- 
thing to stimulate interest. 
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paint factory from which the 
firm buys its paints. There they 
are given a complete course of 
instruction about the way 
paints are made; and also about 
what paints are best for certain 
purposes. When the clerks re- 
turn to the store to sell paint 
they are better equipped to 
handle the line they are selling, 
and also more valuable sales- 
men for the firm, the manufac- 
turer, themselves and the cus- 
tomers to whom they sell. 

The paint salesmen at Chas. 





bought, the company will either 
give the customer another can 
of paint that will be satisfac- 
tory or it will refund the cus- 
tomer’s money. With a guaran- 
tee as liberal as that it would 
be difficult not to have a large 
number of satisfied customers. 

In the company’s arrange- 
ment of its paint stock, which, 
incidentally, is always well 
lighted, care has been taken so 
that a clean and compact display 
will always be on view. Fur- 
thermore, the shelving is so ar- 
ranged to make unnecessary 
the use of ladders in order to 
reach cans on the upper shelves. 
This has been done by having 
the lower’ shelves’_ protrude 
slightly, just enough to furnish 


Brown & Sons capitalize the 
seasonal opportunities for 
selling paint through special 
displays, circularizing, etc. 
Two of the company’s em- 
ployees are experts on paint 
—and are able to help sales 


Brown & Sons never guess 
when they are asked a question 
by a customer. They either 
know or they don’t know. If 
they don’t know they find out. 
The information desired ‘must 
be obtained for the customer in 
some way as quickly as possible. 

All paints, varnishes and 


OU can only sell paint 

through its uses. When 
you see a house, barn, garage 
in need of paint tell the 
owner about it personally, 
by mail or phone. Sell the 
householders in your com- 
munity on the idea of spring 
and fall painting. Why not 


through advice to buyers. 


a foothold for a salesman in 
order to reach the upper 
shelves. 

By these methods and by con- 
stant attention to details the 
firm has built up a large and 





brushes are sold to customers 
with the personal guarantee of painting? 
the firm, and if for any reason 








start a campaign on interior lucrative paint and _ varnish 


business in the heart of the 
shopping district of San Fran- 
cisco. 











the customer is. dissatisfied 
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Ingenious Counter Rack for 
Wire Cloth 


HARLES WOLLENHAUPT has several time and 
> labor-saving devices of his own invention and 
manufacture in daily use at his retail hardware 
store, known as the Dayton Hardware Supply Store, 
Dayton, Ohio. One of his best devices permits the 
easy unrolling of wire cloth on an ordinary counter. 
The cut gives a general idea of this equipment. 
Four lengths of 1!2-in. curtain pole measuring 31% 
ft. long serve as free moving rollers on which the 
wire cloth is placed when unrolling. Two “U” 
shaped wood brackets 31 ft. apart serve as end sup- 
ports for the rollers. The brackets measure 10 in. 
in width and are cut from pieces of 1l-in. board 
measuring 10 by 4 in. 
Ordinary large nails are driven through the brack- 
ets into over-size holes in each end of the four cur- 


tain rods, which permits free rolling of these and 
enables the salesman to unroll and measure his wire 
cloth quickly and easily on the counter. 
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Herbert Hoover 


FORECAST of the business future must be 
A simply a weighing of the economic and politi- 

cal forces in motion. The annual survey of the 
Department of Commerce shows that the new year 
begins with the economic structure of the world upon 
more solid foundations than at any time since the 
war. With the exception of a few spots of secondary 
importance there has been during the past year a real 
advance toward social, economic and political stability 
throughout the world. Generally the world is pro- 
ducing more goods, there is fuller employment, there 
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World’s Business in Better Condition 


Than at Any Time Since War 


By Herbert Hoover 


are higher standards of living, more assurance of 
economic stability for the future and more promise 
of peace than we have seen for many years. The 
world is by no means free from liability to economic 
shock, yet the forces today in motion all tend to great 
promise for the forthcoming year. 

In our own country the outstanding economic de- 
velopment of the year has been the very large re- 
covery in agriculture after its two-year lag behind the 
recovery of industry. The farmers have a large 
measure of losses in the last three years yet to re- 
cover, but their outlook is encouraging. There are 
some secondary difficulties still remaining, particu- 
larly in the cattle industry and the effect of the sub- 
normal corn crop; but the prices of all farm products 
are gradually moving toward the general average of 
commodity prices. This improvement in prices of 
farm products has been paralleled with some decrease 
in the prices of many industrial commodities, such 
as fuel, building materials, metals, etc., so that there 
has been little change in the average of all price 
levels, and thus the farmers’ purchasing power is be- 
ing remedied in both directions. 

While there has been a good deal of adjustment in 
prices of single commodities during the year, the 
average wholesale price of all commodities has varied 
but 3 per cent as between the ends of the years 1922, 
1923 and ,1924. It would thus appear that we are 
tending to the common level in prices of about 50 per 
cent over pre-war, which seems to represent at least 
our present economic plane in prices. 








The average wage in industry has 
been stable during the last year, and 
remains around 100 per cent above pre- 
war, while the cost of living has main- 
tained almost exactly the same level 
at the end of each of the last three 
years, 1922, 1923 and 1924, about 72 
per cent over pre-war. Our labor, 
therefore, continues to enjoy the high- 
est real wage in its history. There was 
some unemployment in the middle of 
the year but it has now been largely 
overcome. 

While there was some slackening of 
manufacturing production as a whole 
in the spring due in part to the uncer- 
tainties of the election and in part to 
reduction of accumulated stocks, yet 
there was but little slackening at any 
time in consumption of major articles 
as shown by the continued high levels 
of car loadings, of sales of wholesale 
and retail establishments and of con- 
struction activities. The end of the 
year finds us with a recovered indus- 


trial production at practically the same 
levels as a year ago. 

The construction work of the coun- 
try has maintained high activity. While 
the shortage, particularly of housing 
and business buildings, due to the ces- 
sation of construction during the war, 


has been to a large degree overcome, 


yet continued high real wages and gen- 
eral prosperity create a demand in ex- 
cess of that due only to increasing pop- 
ulation, because of the insistence of a 
population of rising standards of liv- 
ing, for more elbow room and better 
housing generally. 

One striking factor in maintenance 
of increased construction activities is 
the effect which the automobile is pro- 
ducing in increasing the demand for 
road construction and in causing mi- 
gration of population in many of our 
towns to new housing in the suburbs. 
Another effect of these forces is to 
maintain rents out of line above the 
general price levels. With our high 


real wages and little unemployment 
there is no reason to expect any ma- 
terial change in the course of this in- 
dustry. 

Our railroads have shown continued 
increase in efficiency during the year, 
and have now proved themselves equal 
to any burden which is likely to be 
thrown upon them. 

Our foreign trade has shown consid- 
erable expansion during the year in ex- 
ports and some decrease in imports. 
The increase in export figures has been 
due in some degree to the higher prices 
of agricultural produce, though chiefly 
to general expansion in all exports; the 
decrease in imports has been due in 
large part to lessening activity in pro- 
duction lines at the middle of the year, 
thus reducing the requirements for im- 
ports of raw material. The total of 
our exports for the year will show 
about four billion six hundred millions 
and our imports about three billion six 

(Continued on page 59) 
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Main Street Merchandising Methods 


HAT is merchandising? 
Merchandising is the one word 
used to include all parts of business 
other than manufacturing. Selling and dis- 
tributing are the dynamos of business, the 
motive power of merchandising. After 
again rereading in HARDWARE AGE those 
two wonderful short business articles— 
“The Distributing Machine” and “The 
Neck of the Bottle,” one interested in the 
steady progress toward coordinated co- 
operation cannot help wishing these articles 
will be read by all manufacturers, distribu- 
tors, retailers and their sales people. 

These articles are the primers, or A. B. 
C.’s of the motive power of merchandising. 

After merchandise is manufactured the 
processes by which it reaches the consumer 
are apparently easy to understand and ac- 
complish. They merely include selling, 
handling and getting the money—nothing 
complex or hard about that. Yet business 
has become difficult, principally because we 
have crowded into it too many elements. 
The juggler who was the master of four 
balls finds it difficult to keep eight in the air. 
His performance is poor; as he reduces the 
number of balls he is trying to handle he 
will find the correct number with which he 
can give a finished performance. 

The surplus balls of business are found 
in the cost column. No matter how or 
where they originated, when any element of 
business finds itself in red figures, the ex- 
planation is—a good idea gone wrong, ex- 
cess cost to handle, waste or surplus invest- 
ment. This investment can be in merchan- 
dise, wages, location or material. Margin 
or the NET is regulated by the avoidance 


chase reach them. 


of unnecessary costs, occasioned principally 
by waste of investment, space and time; 
plus the development of creative selling 
and working ability. Emphasis is_ laid 
upon working ability simply because there 
are so many people with ability who won’t 
work. ‘They are identified with the worst 
of diseases—mental laziness—one of the 
greatest retarding influences in business. 

Difficult as it may seem, merchandising 
is a simple matter. Assimilating knowl- 
edge about merchandise and information 
about handling, display and selling meth- 
ods—then using them, are some of the es- 
sentials required of retail merchants to per- 
mit or coordinate cooperation with distrib- 
utors and manufacturers. 

The most effective information and sales 
helps travel the same course as merchan- 
dise, from manufacturer to distributor, to 
retailer, to user. Until it reaches the user 
information trickles through the distribut- 
ing machine like coffee dripping through a 
percolator. The merchandising percolator 
is filled with good material; when each part 
functions properly the user receives strong, 
clear reasons for purchasing. Any part of 
the percolator that clogs the flow of infor- 
mation reduces the strength of the potion 
offered the user. Steady, regular flow as- 
sures good sales, irregular flow or poorly 
functioning parts, retard sales. Merchan- 
dise moves to the users with the same ra- 
pidity and ease that good reasons for pur- 
Carefully selected 
sources of supply based upon ability of dis- 
tributor to serve you, plus discriminating 
buying assures a steady flow of merchan- 
dise and information with minimum cost. 
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CCASIONALLY one meets a hardware dealer 

who is carrying a line of stoves and ranges 
largely as a matter of habit—possibly he at one 
time, years ago, sold them at a profit, but now he 
either doesn’t sell them or doesn’t make a profit. 
But stoves are popularly supposed to be found in 
hardware stores, so he carries them. Again one 
meets the dealer who has abandoned stoves to their 
fate and the tender mercies of the furniture man 
or other dealer. He will tell you that stoves won’t 
sell, or that there is no profit in them, or that 
everybody in town carries them, etc. 

Then again one meets a dealer who carries stoves, 
sells them and makes a good profit, all at once. 
Fred P. Erlanborn of the Soedler Hardware Com- 
pany, Peru, Ill., belongs in this last classification— 
that is, if selling two hundred stoves and seventy 
furnaces in ten months’ time proves anything. 

Like most other successful business men, Mr. 
Erlanborn was asked to tell the secret of his suc- 
cess, but what he told didn’t sound like a secret at 
all; merely good common sense. About the fur- 
naces, he said the first thing they decided at the 
store was about what priced furnace would be 
popular in their territory and then they looked 
around until they were convinced that they had 
found the best value for the money. In other 
words, they sold themselves on the furnace they 
handle and have the utmost confidence in it, so that 
praising it to prospects has become second nature. 
The seventy furnaces would seem to prove that 
their system was right. 

The stove department at Soedler’s at first glance 
seems overstocked, for it occupies nearly one-half 
of the big store and there are between thirty and 
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$40,000 in Annual Sales with a 
$5,000 Stove and Furnace Stock 





forty stoves on the floor at all times. But when 
you consider that the trade they cater to buys 
base-burners, heaters, furnaces, ranges and gas 
stoves with almost equal aptitude and even one 
number of each style and size would make con- 
siderable showing, the stock does not seem so large. 

Mr. Erlanborn explains that it is their plan to 
carry three grades of kitchen ranges—a steel 
enameled, a cast enameled and a black cast—and in 
that way be prepared to meet any demand. 

The firm very seldom accepts an old stove as 
part payment on a new one—never unless the old 
one has a sound resale value and can be handled 
at a profit. However, they do make a business of 
buying outright second-hand stoves, making needed 
minor repairs and selling them again. It was 
pointed out that some care must be used in ap- 
praising the stoves in the first place, but that there 
is a ready market for them and a margin of 100 
per cent is by no means uncommon. 

The average stove and furnace stock carried by 
Mr. Erlanborn will run about $5,000 and sales this 
past year ran well up toward the forty thousand 
mark. This record is rather remarkable when you 
realize that Peru is a town of less than 9000 and 
its trade territory is somewhat limited by the close 
proximity of the surrounding towns. The store 
has built a reputation for being stove headquarters 
and the fact is continually kept before the public 
with attractive window displays and a persistent 
following up of prospective customers. Incident- 
ally Mr. Erlanborn does not believe that the stove 
business is a decadent element in the hardware 
store. He has proved to his own satisfaction that 
it really belongs there. 
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Is After All Only a Matter of Getting Acquainted, 
Says a Retailer in Stockton, Who Draws a Large 
Part of His Patronage From Rural Sections 


a year for hunting and fishing? 

That is a question that perhaps only the 
individual dealer can answer, according to the pe- 
culiar circumstances with which he is confronted 
in his own locality. However, A. F. Ruhl of the 
Schuler-Ruhl Co., Stockton, Cal., has settled the 
question to his own satisfaction and profit by 
making it a practice to go hunting and fishing 
every spring and fall. 

But besides that he goes hunting jack rabbits 
often, and he uses such occasions as a means of 
getting better acquainted with the farmers within 
a twenty-five to fifty mile radius of Stockton. 

Whenever he arrives at a place where he wants 
to hunt he always goes to the nearest farm house 
and tries to see the farmer to ask his permission 
to shoot or fish on his land. In this way he not 
only establishes friendly relations but he gains an 
opportunity of getting acquainted, of leaving his 
card and of establishing a feeling of open friend- 
liness. 

If the farmer happens to be away from the house 

in the fields or the barn, Ruhl tries to find the 
youngsters or the farmer’s wife and inquires for 
the farmer and goes out of his way, if necessary, 
to talk with him. 
* “That is the only way,” Ruhl says, “‘to gain the 
farmer’s confidence and to get acquainted with 
him. You have to go to him first, if you want him 
to come to you later.” 

After he has fished and if he has been successful, 


AS a year a hardware retailer take time off twice 


Ruhl invariably makes it a practice to go back to 
the farmer’s house to give him a mess of fish as a 
token of appreciation for his courtesy in allowing 
him to use his land. 

The big point is this: Ruhl always leaves his 
card, in a matter of fact, casual way, and the 
farmers usually remember him, not because of the 
ecard but because Ruhl went out of his way to be 
decent and thoughtful. 

Ruhl not only believes that they remember him; 
he knows it. Often a farmer will drop into his 
store at Stockton with the remark: 

“Haven't been out my way fishing lately, have 
you?” 

Naturally, from the minute that is said Ruhl! 
has an easy time casually talking his way into 
some good sale. 

Another point that Ruhl stresses in connection 
with keeping the good will of the farmer is this: 
He always makes it a practice to close all gates 
after him on the farmer’s property. He never 
leaves any rubbish or warm coals when he leaves 
a temporary camp site. Small things, perhaps, but 
important to the farmer. And Ruhl always lets 
the farmer know that he has closed the gates and 
that he has extinguished his fires, etc. 

From the point of view of the sportsman and 
not of the business man, Ruhl’s practice of talking 
with the farmer whose property he is going to fish 
on, for instance, pays in more ways than one. He 
says that he always gets fish, because the farmers 
tell him where to go. “If he stuck to himself,” as 
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he expresses it, “he would always be fishing in the 
wrong spot.” 

His favorite expression, by the way, is this: 
“Treat people human and they’ll treat you the 
same way.” 

When a farmer goes into the Schuler-Ruhl Co. 
store he knows, if he has ever been there before, 
that he will be able to select his own tools, that he 
will be able to look over the entire stock in the 
store without interference, and that the final se- 
lection will be all his own without a salesman 
“selling” him anything. 
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Farmers like that. They hate to feel that they 
are being “sold.” They usually know what they 
want. If they don’t, all they have to do is to ask 
questions. And at Schuler & Ruhl’s they know 
that, and consequently they patronize that store 
to a large extent and also because they know Ruhl 
and they know that he will treat them “human.” 

‘he problem of selling the farmer is only a 
matter of getting to know him and of winning his 
confidence,” says Ruhl. He ought to know. He 
sells enough of them. 


How Bartley Hardware Co. 





HE delivery of hundreds of thousands of pack- 
§ r- annually with the minimum leak is said to 
be the experience of the Bartley Hardware Co. 

of Pittsburgh, Pa. 
George Bartley had an experience many years ago 
that made him a close student of leaks in delivery 
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service. He employed a shipper who came to him 
highly recommended, and found to his chagrin that 
he was not getting a record of all the packages going 
out on his trucks. For example, the new shipper 
would say: “Ed, take this so and so; Bob, you so and 
so.” Result—the records, if any, were in the mind 
of the shippers, Ed and Bob; quite unsatisfactory, as 
he found out subsequently. 

He must work out a system that was airtight, even 


Prevents Delivery Leaks 


to showing delivery of kindling wood to his own 
cellar, or shipment of a heavy package from some 
other store for his wife, or other favors usually done 
to employees. “To come to it so exactingly,” re- 
marked Bartley recently, “must have seemed arbitrary 
and unnecessary, but I saw a reason for not increas- 
ing overhead one cent where it was avoidable, and 
could not expect that other persons, unfamiliar with 
my situations, could see it, and I didn’t expect it of 
them. 

“I devised three sheets, copies in triplicate of every 
order, one for the office, one for the shipper and the 
third for the driver, and they had to check. They 
first passed through the hands of two expert checkers 
who looked up the standing of accounts. I held them 
responsible for holding orders of persons in arrears 
until after they had been communicated with and 
had come in and made payment. In many cases the 
order did not get by them, as we cannot do business 
on a profitable basis with a party who returns goods 
on slight pretexts. 

“The triplicate sheets show quantities ordered and 
amount shipped, in case we were not able to fill the 
whole ofder, as happens now and again, owing to be- 
ing low on this or that. They show the time of de- 
livery, whether morning or afternoon, and the name 
of the driver. 

“It is a rule here that the driver that takes an 
article from a shipper without his pink sheet cannot 
stay in the employ of the firm; likewise a shipper, if 
he happens not to be able to show his white sheet.” 

He suggested that it seemed severe at first, but now 
he is sure that there is no more easily operated de- 
livery system in the city than his and surely none 
with a lower margin of leaks. 

He sees another advantage of his system of close 
checking of every order. It happens frequently that 
customers whose accounts are slightly behind will 
say, “Ship anyhow; I need the goods; send it C. O. D.” 

Then the checkers discover strangers who do not 
have accounts but were trying ‘to put one over, as 
happens all too often in stores with thousands of ac- 
counts, unless there is careful inspection of each and 
every order. Bartley has earned the immense suc- 
cess of his establishment by “watching the little 
things, such as shipping leaks,” according to his ad- 
mission. 
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Exposition Advantages 
1. Gives dealer an inkling on the prac- 
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ticability of new and full lines. 

2. Improves contact between dealer and 
factory customers. 

3. Gives dealer’s sales staff better sell- 
ing information through direct contact 
with manufacturer’s representatives. 

4. Brings many new prospects to the 
store. 

5. Attracts siaci interest to all de- 
partments of the store. 

6. Sales in factory lines are stimulated 


WSPAPER advertisements, sign- 

boards and car cards were used in 

announcing the manufacturer’s Ex- 
position of George A. Myers & Co., of 
Paterson, N. J. The company has found 
the Exposition Idea a big business builder 
and in this article you will find some valu- 
able suggestions on how it’s done. 





directly for at least six months. 





7. Misunderstandings are ironed out in 
the informal combined contact of pro- 
ducer, distributor and consumer. 








Manufacturers’ Exhibits 
Sell Mill Supplies 


in the mill supply department, the George A. 

Myers & Co., Inc., Paterson, N. J., has held 
three annual manufacturers’ exhibits. The latest 
exposition, held Oct. 23, 24 and 25, had the cooper- 
ation of 40 manufacturers. Each of the 40 exhib- 
its was in charge of a factory representative 
capable of explaining any new or improved prod- 
ucts made by his company. 

No attempt was made to draw large crowds. 
The store mailed twelve hundred invitations to 
factory purchasing agents, production executives, 
independent mechanics with small shops, machine 


\ a means of introducing new lines handled 


shop operators, public service maintenance men | 
and others who could be considered prospects for 


belting, lacing, pulleys, clutches, abrasives, ma- 
chine tools, hand tools and kindred factory supply 
equipment and. supplies. 

Several of the cooperating manufacturers sent 

additional invitations to Myers’ customers. One 
purchasing agent said he had received ten cards 
asking him to visit the Myers exposition. As niné 
of the cards bore the name of a well-known manu- 
facturer making equipment used by this man’s 
firm, he decided that the exhibits were too good 
to miss. 

Newspaper advertisements, signboards and car 
cards extended the invitations and augmented the 
special cards which were received by prospects. 

With the accumulated experience of two pre- 
vious expositions V. A. Whitla, secretary-treas- 
urer, knew some of the fine points necessary to 
make his third annual a bigger and better exhibit. 
The most important change was the shifting to 
the last three days of the week, Thursday, Fri- 
day and Saturday. The first year he opened on 
Monday and closed on Wednesday. The second 
show lasted a full week, but this proved to be too 
long a stretch. The last half of the week proved 


the best arrangement. The evenings and Satur- 
day afternoon were the busiest periods. 

The show opened about 10 each morning. There 
were fifteen interested visitors asking questions 
at 11 a. m. Saturday and the number increased 
slowly and steadily all day, keeping the factory 
men and the store staff busy. 

A delegation came from Dover, 25 miles distant. 
Others came from Hackensack, Newark and Pas- 
saic and other north Jersey factory towns. 

Grievances are easily ironed out or adjusted 
during an exposition. Any customer who might 
have a complaint was invited to confer with the 
manufacturers’ representatives, Myers’ executives 


‘and mutually satisfactory adjustments were made. 


While Mr. Whitla has found very little grief in 
the mill supply department he has found that rela- 
tively tsmall misunderstandings may cause trouble 
if not carefully attended to in a cheerful way. 
The informal contact of producer, distributor and 
consumer afforded by the annual expositions pre- 
vents needless misunderstandings and lubricates 
the machinery of mill supply distribution for 
Myers. 

Seven outside salesmen handle the outside calls 
on builders’ hardware and factory supplies. They 
cover their territories by auto, which enables them 
to save time calling on factories in outlying dis- 
tricts or in small hamlets where there is little 
transportation available. Weekly calls are made 
on all customers. These calls are augmented by 
frequent phone communication. Should a truck be 
scheduled for Trenton on a Wednesday, the firm 
will phone all plants in Trenton and vicinity and 
ask if there is any material needed. This is a 
thoughtful service and is usually the means of 
sending a full truck load instead of a few pieces. 

Mr. Whitla tells us that factories are constantly 
in need of bolts, nuts, screws, hand tools, belting, 
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belt fasteners and other items. They want prompt 
service more than they want low prices. 

During the manufacturers’ exhibit the two store 
windows carried displays which embraced prac- 
tically every line shown in the 40 booths inside. 
New items were given due prominence. 

Wherever practical the firm displays full lines 
during the exhibit period, even though the com- 
plete line is not carried regularly in stock. The 
same practice is followed in relation to new items 
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not yet taken in as regular stock. This serves a 
double purpose. The reaction or reception given 
the new numbers by the consumers gives Mr. Whit- 
la an index for his further consideration and gives 
the store outside sales staff an opportunity to 
learn salient points from the factory representa- 
tives. When sales or interest shown by visitors 
is sufficient to warrant such action, the lines are 
added to the Myers stock. 

The outside men attending the exposition intro- 
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duced customers to the factory men and to their 
own executives. Several pending orders were 
closed by this combination contact. 

When discussing the introduction of new lines 
Mr. Whitla told us that last year he displayed a 
new type of portable electric drills solely for the 
purpose of watching the reactions of his customers 
and prospects. During the week he sold 12 drills 
and has carried the line ever since and has found 
this item a very active selling piece of equipment 


50 HARDWARE AGE 


~ ogg” 


a ABS 





Sig 
. 





adi ail _s 
° ~ . * th - 5% ee --« 
_— A ; =. ont 

he sate "yes res 


January 15, 1925 


for plants and factories of practically all sizes. 

The Myers regular delivery territory extends 
through a 50-mile radius. This is not an ironclad 
territorial restriction. The company will deliver 


any place if the order warrants. 

The Geo. A. Myers & Co., Inc., act exclusively 
as distributors of factory equipment, following 
the same practice in this respect as they do in 
their retail merchandising of general hardware 
and paints. 


They do not maintain a repair staff 
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for any mechanical work. 

Though the mailed invitations were addressed 
to executives, Mr. Whitla phoned the heads of 
several companies and urged these men to send 
mechanical supervisors, foremen and sub-foremen 
to the exhibits. He explained that such visits 
offered unusual opportunities to study new equip- 
ment and the function of various materials. 

The total attendance numbered approximately 
800. You will realize that there was never an 
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excessive crowd—too large to handle. It is far 
better in an industrial exposition to have your 
attendance restricted to those actually engaged 
in production executive work. There would be no 
gain in gathering just a mob out of which only a 
small percentage could be considered as potential 
customers. 

Within fifteen days following the third exhibit 
Mr. Whitla reported several important sales on 
new items and from new accounts. 
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Toledo Curbs ‘‘Glorified Peddler” 


Cooperate With Better Business Commission and City Police 
Departments in Educating the Public 


HE merchants of ‘Toledo, Ohio, have chandise peddlers found operating in the 
found a way by which the peddling city should be sent to his office for investi- 
menace can be faced and controlled. gation. Whenever any evidence of fraud 

They haven't depended upon special laws, or misrepresentation was found, the Better 
hecause they realize that no matter how Business Commission promptly filed a com- 
cleverly special local laws may be devised, plaint on which the peddler could be held. 

Then as soon as a complaint was filed, they 
ee made it a point to see that the fullest pub- 
RIGHT OR WRONG licity in regard to the case was given by the 

; | newspapers. 

Springtime brings.to your door the itinérant péddler This campaign carried out persistently 
of merchandise. Some ofthese are legitimate salesmen, : ; : 
MiMGmneinataneas Ne and intelligently, has brought real results, 

To determjne the good from the bad you might a»k the as 1s well testified to in the following letter 


following questions for your protection: 
—Has the peddler a city license which will show that he 
has been investigated, that the company he represents is all 














— = a clearing house for stolen goods? Asi for | 
credenti , 
TH | TW 
—Is the peddler permanently located in Toledo, so that rou NK ICE 
can reach him if merchandise is not satisfactory? , | If you receive offers, 
—Will the merchandise you order be the same as the sam- ' through the mail or in per- 
ple shown? | son, from strangers, on sus- P 
Is it safe to make payments to strangers before mer- picious schemes—ask the Advertisements of 
penttien ta Gulivened? . Better Business Commission this type have re- 
to investigate before you r 
THINK IT OVER} invest. sulted wm _ notably 
. "eo A complete investigation curbing the activi- 
’ ; may save your money and : “4 
Better Business Commiccian “= 2 pe Ls bev Glori- 
3 - WARNING! Watch carefully ities ~ “aes 
edo 


Complaints are coming to the Better Business Com-| Ail work:at-home schemes 

mission from my atop who claim that strange house-to. Show. are writin aay 

nouse peddlers pt swe gee in i their houses to fcc schoo rooms: 
Police records show the danger of this practice | 























| Report suspicious cases to the polise-or, phone : 
Better Business Commission 
ariatie amon | WARNING 
You cannot exchange or return unsatisfactory mer- 
. ° ehandise or goods sold through misrepresentation by 
sooner or later there is a clash with the In- caliions ay Uiases makes. Thee mee oe taney 
‘ . “er and contribute nothing to Toledo as do established 
terstate Commerce Commission. In most becinass bean. 


Protect yourself by purchasing from the merchant 


cases where such clashes have occurred, the le ccna an tan Gad to lee Cae Ga. 


Supreme Court has ruled the local law un- me oe. aka ae D i 
constitutional, on the ground that it discrim- jj i¢ type will oney Vown Vanger 


inated against one class of citizens as Op- — think twice be- J muagacines, hoviery, rugs, laces, underwear and other 
posed to another. fore buyi + or soe ma and then isiled to receive the goods 
ped- 


The merchants of ‘Toledo, therefore, oper-  /’°" 4 ; 
ating with the Better Business Commission a Charity Appeals 
of that city, took up the only weapons that an ng at mee ae ae Se 
really prove effective against peddlers—co- Cerone Dnetlase tor Colegied Childoes onl ast 
operation and education. eenaeemapnial 

- ' aa 

The plan of campaign which was inaugu- BETTER BUSINESS COMMISSION 
rated had for its main feature a series of 
advertisements, run at frequent intervals in 
the Toledo newspapers. The samples on written by F. M. Wilson, Manager of the 
this page reveal the kind of advertising used. Better Business Commission. 

The second feature—equally important— “Our experience in combatting house-to- 
was carried out in cooperation with the To- house canvassing by exposing objectionable 
ledo Police Department. Chief of Police sales methods and misrepresentations, has 
Harry Jennings issued orders that all mer- been such that we think we have the matter 
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as nearly under control as it is possible to 
do so. The newspaper advertising which 
we have done has not only acquainted the 
public with some of the facts they should 
know, but has had a tendency to eliminate 
the transient salesman to a considerable ex- 
tent, and to keep the local peddlers within 
the bounds in selling their merchandise. 

“We probably told you of the thorough 
cooperation we are receiving from the 
Police Department and the license office. 
Chief of Police Harry Jennings has issued 
orders instructing employees of the Police 
Department and license office to send all 
merchandise peddlers to his office for inves- 
tigation before licenses are issued. We think 
we have not had more than a dozen this past 
vear, and of that number possibly three or 
four were given license to sell. 

We established a rule that floaters or 
transients will not be licensed; that peddlers 
must have a permanent local connection 
where they can be found if wanted; that they 
must be American citizens, and that they 


must not sell in the business district, the 
stores, offices, etc., or on the streets within 
the business district. 

On account of the thorough cooperation 
of the police department and the buying 
public we are usually notified within a rea- 
sonable time if there is any peddling being 
done through misrepresentation, or if ped- 
dlers are out without a license. 

We find newspaper articles such as the 
enclosed are of greater benefit in our work 
along this line than anything else, unless it 
might be the co-operation of the police. 
Both are absolutely necessary, and it re- 
quires constant attention.” 

You will note from Mr. Wilson’s letter 
that a license system is part of the Toledo 
plan, but not the most important feature. 

The real success of the campaign rests 
on publicity, education, cooperation and the 
fact that Toledo merchants have some one 
on the job continuously, keeping the skids 
greased for the gradually disappearing 
“Glorified Peddler.” 


What Some Hardware Men Say 
of the Peddling Menace 


Supreme Court Holds Georgia 
Tax Legal 


Llew S. Soule, Editor, 
HARDWARE AGE, 
New York City. 

Dear Llew: I have read with much interest your 
several editorials on the peddling evil. Certainly 
this is a matter to be given most careful consideration, 
because no doubt the peddlers are making serious in- 
roads into the legitimate retail merchants’ business. 

We have in every town in Georgia city tax imposing 
a fee of $10 and up, according to the population, for 
outside insurance solicitors to sell insurance. The 
stock fire insurance companies years ago were the 
prime movers in having the city councils of these 
Georgia towns enact this special tax in order to pro- 
tect their local fire insurance agents from outside 
concerns coming in and getting the fire insurance 
business. 

The Georgia Supreme Court has held this municipal 
tax as valid and it has been very effective in protect- 
ing the local fire insurance agents. 

It was suggested some months ago by several of 
our best thinkers of the Georgia Association that an 


investigation and careful thought be given to advo- 
cating the enactment, by the towns in Georgia, of a 
law taxing peddlers and solicitors similar to the in- 
surance. It is highly probable that a tax ordinance 
can be drawn requiring every peddler and solicitor to 
take out 4 license in the towns that he sells goods in. 

We maintain, and always have, that it is unfair 
for outside firms, solicitors and peddlers to go into a 
town and sell their goods and have the protection of 
the laws and still not pay a cent tax for the privilege, 
while the home merchants pay city, state and county 
taxes and donate to schools, churches and other public 
enterprises. 

With the study that has already been made, it is 
my idea at this time to suggest at the next conven- 
tion that a good strong committee be appointed to 
work out a solution of the peddling and soliciting 
evil; therefore it will be some time the latter part of 
next year before anything comes out of our work in 
this matter. 

We will certainly appreciate any suggestions or 
ideas that you can give us, and as you go further into 
the peddling evil I would like to have your reaction. 

(Signed) WALTER HARLAN, Secretary-Treasurer, 

Southeastern Retail Hdw. and Implement Assn., 

Atlanta, Ga. 
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“Glorified Peddler” Important 


Convention Topic 
Llew S. Soule, Editor, 
HARDWARE AGE, 
New York City. 

Dear Mr. Soule: I have been much interested in the 
stories you have been printing concerning “The Glori- 
fied Peddler’ and the menace of this individual to the 
hardware trade, and have today written a letter to 
Mr. Hodge of the Western Retail Implement and 
Hardware Association in regard to them. 

While I am very sure this subject will come up for 
discussion in practically all of the hardware conven- 
tions, I just thought a letter to Mr. Hodge on the 
subject might emphasize the situation and perhaps 
influence more time on a discussion that, it seems to 
me, is very, very important to the trade. 

(Signed) EDWARD O. FAETH, President, 
Stowe Supply Co., 
Kansas City, Mo. 


Peddler’s Inferior Merchandise 


Robs Consumer 
Llew S. Soule, Editor, 
HARDWARE AGE, 
New York City. 

My dear Mr. Soule: Your articles on peddling are of 
as much interest to the manufacturer as they should 
be of help to the dealers in whose interests your paper 
is published. Carry on. 

A few days ago in our city there was a peddler 
selling water filters at a price of $2 each. He did a 
wonderful thriving business in our city and pre- 
sumably did likewise in adjacent cities. The regular 
selling price of the identical filter sold by the agent 
was 39 cents in one of our city stores. What was a 
result of this campaign of selling to the agent in this 
city? The consumer was robbed, our merchant who 
pays taxes was deprived of his legitimate profit and, 
to my mind, the manufacturer of this filter has a blot 
on his name for permitting the practice. 

The dealer, I believe, has it in his power to cor- 
rect this evil, but what I cannot comprehend is by 
what reasoning a dealer will find it possible to buy 
from any manufacturer whose merchandise in any 
manner is also peddled right under his own nose. He 
should have the spunk to protect himself. Neither 
can I see what method of reasoning the manufacturer 
uses that will permit him to sell to the dealer and 
then steal the market in which ht expects the dealer 
to sell his wares. I cannot fathom the dealers’ sub- 
mission nor the manufacturers’ methods. To me 
each are grossly at fault. 

A manufacturer has a perfect right to use his con- 
stitutional privileges of choosing the method of sell- 
ing his wares. He may sell through jobber or dealer, 
and there are those who sell only direct to the con- 
sumer. Either method is legitimate and honorable. 
It is not a high type of merchandising that will per- 
mit a manufacturer to assume the right of selling to 
the dealer and to the consumer, which robs the dealer 
of his own market. It is not to the credit of the 


dealer to buy from such a manufacturer. It is not to 
the credit of this filter manufacturer to have the con- 
sumers in his own dealer’s market robbed of $1.61 in 
excess of a legitimate regular selling price of 39 cents. 
Neither is it to the credit of any city government to 
allow a peddler to come into a city and rob the mer- 
chant and the consumer in any manner. It is within 
the province of the dealer to help himself in his own 
town or through his association, and self-preservation 
demands that he “spots” the unfair manufacturer and 
asks that manufacturer for an accounting. The 
dealer has a perfect right to understand the sales 
method of a manufacturer and he should demand it. 

The dealers of the country, Mr. Soule, owe you and 
HARDWARE AGE a vote of thanks for the agitation of 
this unfairness to your patrons by the manufacturer. 
The successful righting of this matter should increase 
the dealer’s allegiance to HARDWARE AGE and it should 
make the pages of your publication a still more de- 
sirable place for the advertisements of the manufac- 
turer who tries to come to the dealer with clean hands. 

Success to you in this great movement. 

(Signed) F. S. Morris, Treasurer. 
The Vollrath Co., 
Sheboygan, Wis. 


Newspaper Publicity in 


Connecticut 
Llew S. Soule, Editor, 
HARDWARE AGE, 
New York City. 

Dear Mr. Soule: I am sending you a marked copy 
of the Fairfield News. Please note the editorial on 
page 12 and the reprint from HARDWARE AGE of the 
letter by George Gray. It should have a beneficial 
effect, as a great many houses here have been entered 
by burglars in the past few months. 

(Signed) THE HARRIS HARDWARE Co., 
Southport, Conn. 


A Theory About Peddlers 


(Reprinted from the Fairfield News) 


From an outsider comes the suggestion that the 
robberies in Southport may have been committed by 
persons who first visited the houses they broke into 
in the guise of canvassers for various articles of 
merchandise, using this familiar occupation to locate 
the house and gain some idea of where the valuables 
are kept. The suggestion is worth considering and 
no doubt some of the local merchants, who have suf- 
fered considerably from the rampant competition of 
the house-to-house canvassers, will feel that there 
surely is something to the idea. 

Aside from the bearing the suggestion may have 
on the solution of the Southport burglaries, it of- 
fers another aspect of the difficult “itinerant vendor” 
problem, which commercial associations have been 
combatting now for six or eight years. Further 
efforts to meet the situation may be expected at the 
coming session of the General Assembly. The es- 
tablished merchants have the ironclad argument that 
they are entitled to consideration for the part they 
play in the maintenance and the development of the 
community. 
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Specific Tacks for Specitic Purposes 


By J. E. McCarter 


66 OW far can the assortment of tacks be elimi- 
nated and still furnish the trade require- 
ments on household tacks?” This question 

was asked me some time ago by one of the largest dis- 
tributors in Connecticut. Why is it too that retail 
trade on tacks has so greatly diminished over the last 
ten years so that this line is often carried solely as a 
necessity in order to meet a diminishing demand? 
Individual sales of tacks show little or no profit when 
one considers the time required to sell them under 
the present old fashioned methods. The problem is 
to find how the retail hardware store can make tack 
sales profitable and secure a return of the tack busi- 
ness which has for some time been drifting away 
from him. 

The first question needed but little deliberation, as 
simplification has been my particular hobby for many 
years. This may have been due to my first assign- 
ment when I went into the tack industry, which was 
to take stock for an inventory at the close of 1914. 
The year had been particularly bad for business and 
profits, and while we had been holding the organiza- 
tion together in hope of better times, we were glad to 
use the inventory as an excuse for a few weeks’ shut 
down. My employer’s orders were to take a complete 
inventory of the weights and contents of every box in 
the factory. This meant for me and my helper a 
strenuous two weeks. It meant moving, weighing and 
stacking some three or four hundred tons of tacks 
and small nails. I had agreed to begin at the bottom, 
and being physically able to the task, I started out to 
see the thing through. When that inventory was fin- 
ished I went to my employer and asked practically the 
same questions that had been asked me by the hard- 
ware buyer: Why do we need so many different 
styles and sizes of tacks when so many of them are 
almost alike? 

To my amazement I found that we had inventoried 
some sixty styles of tacks, having as many as sixteen 
sizes each, and I was given to understand then that 
we were not manufacturing a complete line. Although 
I knew very little about the tack business, I felt even 
then that fully 60 per cent of these styles and sizes 
could have been eliminated. I decided from that time 
to find out, through practical manufacturing and sell- 
ing, which of the styles and sizes really could be elimi- 
nated. I was particularly interested in the line of 
tacks generally sold through the hardware trade for 
household consumption, because I believed that here 
was where the most good could be done. After a 
very careful survey I became thoroughly convinced 
that the householders were not getting the kind of 
tacks best suited to their purposes. 

Carpets went out of vogue generally sometime ago, 
and uses about the home for upholstering, screens and 
decorations did not require so heavy and clumsy a 
tack as was supplied and generally asked for in the 
common carpet tack. However, few customers knew 
any other name for tacks, and not realizing just what 
tack was needed for the purpose in hand, they used 
anything from a pin to a nail in order to avoid the 
trouble of purchasing. Modern household uses to 





which tacks are put do not require heavy carpet tacks. 
Also in buying the heavy carpet tack customers get 
less tacks per ounce than they would of the proper 
tack, and they find that the carpet tack frequently 
splits the wood into which it is driven. 

Count carpet tacks then became quite popular as 
they offered a somewhat lighter tack similar to the 
Swedes carpet or upholstery tack and were displayed 
in half gross assorted cases. These tacks were also 
arranged in attractive lithographed boxes so that 
they could be displayed on store counters. The as- 
sortment, however, was cnly made of three sizes of 
tacks, in which there was only one-eighth part of an 
inch between the Nos. 6, 8 and 10 which made up the 
assortment. These tacks soon became the victim of 
a great deal of competition, and the manufacturer in 
order to make any profit at all, or to reduce his inevi- 
table losses, was forced to cut his tacks lighter and 
lighter until finally the customer in full ignorance is 
receiving tacks almost as useless on account of their 
being too light, as are the carpet tacks on account of 
being too heavy. This method of packing does not 
offer a complete range of sizes to meet household re- 
quirements, and the assortment cannot be displayed 
as intended on account of its size and weight on the 
show case. I conclude therefore that a specially made 
upholstering tack offers in all its sizes the most suit- 
able tack for household purposes. It furnishes a 
good, clean, sharp pointed, well blued tack, with a 
shank that will not split the wood, and yet stiff 
enough to drive without bending. 

There is some call about the home now for one-half 
inch double pointed tacks or staples to use on electric 
radio wiring, and for fastening matting and linoleum. 
In my opinion, it would seem therefore, that two kinds 
of tacks and six sizes would fill all the requirements 
for household use. These are the kinds and sizes to 
which I refer: 

14 in. flat head tacks for shades, oilcloth, shelving 
and tags. 

34 in. flat head tacks for screens, tags, upholstering 
and decorations. 

'% in. flat head tacks for upholstering, pictures, car- 
pets and decorations. 

% in. flat head tacks for upholstering, pictures and 
ironing boards. 

34 in. flat head tacks for general use where large 
tacks are needed. 

14 in. double pointed tacks for radio and electric 
wiring, poultry netting, mattings, linoleum and car- 
pets. 

The second question gave me considerable to think 
about. No manufacturer will dispute the statement 
that the tack business is diminishing. The retailer 
also knows it, and if you were to mention the word 
tacks to the average housewife she would probably 
say we no longer have any use for tacks since we gave 
up the use of carpets. Carpets have passed out of 
vogue, and the volume of tack business which de- 
pended upon carpets has been lost to the jobber and 
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Christmas Cards 





By Saunders Norvell 


M Y Christmas and New Year’s mail was especially 


interesting. Some of it has not yet been ac- 
knowledged. 

A friend out West sent me a curious book written 
about Napoleon Bonaparte. It was written by a 
Frenchman. It divided Napoleon up into a number 
of different classes and there was an essay on him in 
each of these classes. One essay was: “NAPOLEON 
AS A MILITARY MAN”; another, “NAPOLEON AS 
A STATESMAN”; another, “NAPOLEON’S RELA- 
TIONS WITH WOMEN,” etc. Now it happens the 
first book I ever read on my own account was: Ab- 
bott’s “HISTORY OF NAPOLEON.” Since that time 
I have read everything about Napoleon that I could lay 


my hands on. 
* % xX 


This Frenchman, however, takes an entirely new 
view of the illustrious Corsican. He writes that Na- 
poleon was a SUPREME ARTIST. He was a great poet of 
action. That new idea of a poet of action made me sit 
down and think. I am wondering if some of our big 
captains of industry, such as Judge Gary, William D. 
Rockefeller and Henry Ford are, not common, ordinary 
business men, BUT ALL ARTISTS. They are poets of 
action. The more I twist and turn the idea around 
in my mind, the more I think I gather the author’s 
idea. The artist burns in a consuming flame. The 
painter must paint. The author must write. The 
musician must express himself in music. Then, fol- 
lowing out this idea, if the men of great action are 
also artists, why should they not express themselves 
in the poetry of tremendous action? What is more 
poetical than a storm at sea? It is certainly the poetry 
of mighty forces in action. 


% * % 


In a quotation from Napoleon at the time he was 
an exile on the island of St. Helena, he uses an illus- 
tration that is very dramatic. Napoleon said, “Some 
of my critics state that all of my actions were the 
result of fixed policies. This was not true. While, of 
course, in my relations with all the problems of my 
career, whether military or in statesmanship, I was 
guided by certain fundamental principles, still, very 
often my policy was an exceedingly pliable one. [I 
frequently did things, being governed entirely by the 
circumstances of the moment. In fact,” said Na- 
poleon, “while, like a ship, I had my anchors firmly 
fixed in the bottom of the ocean, still, like a ship, I 
swung with the rising and the falling tide.”’ 


* + 


A friend of mine tells me that I am too much in- 
fluenced by words—that I think too much of striking 
passages. This is probably true. I do think that 
passage of the anchored ship swinging with the tides 
is a wonderful illustration of conducting one’s life 


upon certain fixed principles (the anchor), but of 
being inconsistent and changeable from time to time 
(the tides). The curious thing is that some people 
with a certain fixity of mind can never understand 
how a person could follow certain fundamentals while, 
at the same time, he may be guided and take advantage 
of, the temporary drift of events. I am reminded of 
a saying of my old friend, Billy Reedy, of the St. Louis 
Mirror. He remarked, ‘“‘No; I am not consistent. I 
never expect to be consistent until 1 am dead. Then 
I will be just the same all the time.” 


* *% % 


In one of my recent articles I referred to a Christ- 
mas card from France, reading: “Ferme les Yeux et 
tu verras,’” meaning in English: “Close the eyes and 
thou wilt see.” Now, several correspondents of mine 
have written to me, interpreting the meaning of this 
Christmas card. I wish to tell them their interpreta- 
tions are all wrong, and they ought to be ashamed of 
themselves! I gather an entirely different meaning 
from this sentence, but I am not going to enlarge upon 
what this Christmas card meant to me. Some phrases 
actually have no meaning. At least you cannot set 
them up like a trial balance, with assets and liabilities 
in corresponding columns. 

For example, here is a phrase I have always loved. 
It always stirs me, but I admit in advance I do not 
know what it means. “Out beyond the flaming ram- 
parts of the world.” Isn’t that a glorious phrase? 
Doesn’t something within you respond to these words? 
However, I do not believe either the author or any 
one else knows exactly what these words mean. 

* © * 


Then an advertising friend of mine sends me a 
Christmas card with the picture of Joseph Conrad and 
the following quotation from his Preface to “THE 
NIGGER OF THE NARCISSUS”: 


“The artist appeals to that part of our being 
which is not dependent on wisdom; to that in us 
which is a gift and not an acquisition, and there- 
fore more permanently enduring. He speaks to our 
capacity for delight and wonder, to the sense of 
mystery surrounding our lives; to our sense of pity, 
of beauty and pain; to the latent feeling of fellow- 
ship with all creation, and to the subtle but invin- 
cible conviction of solidarity that knits together the 
loneliness of innumerable hearts; to the solidarity 
in dreams, in joy, in sorrow, in aspirations, in illu- 
sions, in hope, in fear, which binds men to each 
other.” 


Isn’t that a beautiful description of the artist? In 
some such manner Napoleon must have appealed, not 
only to his own generation but to succeeding genera- 
tions. His appeal cannot be put into a trial balance. 
It is something entirely too subtle. 


% * % 


Then, while thinking of artists, I cannot help but 
think of Jesus Christ as a great artist and a great 
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poet. As one grows older, reads His words in “THE 
NEW TESTAMENT,” and thinks of the picture of 
Him on the hills of Galilee, the spiritual reaction is 
not only religious but is also, I believe, in a large 
measure, poetical. Read the Sermon on the Mount. 
Read the parable of the Good Samaritan. Isn’t this 
poetry ?” 

It is therefore only appropriate that our Christmas 
greetings should be in the form of cards that are made 
up almost entirely of poems. The greatest Poet of all 
time, the Poet of suffering humanity, inspires poetry 
down through the ages and unconsciously you and I 
in expressing our good will to those we love fall into 
the habit of sending poems. 


* * * 


Then there are other more practical letters that 
come to my desk at New Year’s. Here is a memo- 
randum from a Texan that speaks for itself: 


“*TEXAS COTTON JUST PAYS MOTOR BILL 


“*Austin, Tex., Dec. 8. 

“Tt will take all of the money received from this 
season’s cotton crop in Texas to pay for the 170,000 
new automobiles and motor trucks which already 
have been purchased or will be purchased before the 
end of the year, and to meet the cost of upkeep of 
the new motor vehicles and more than 637,000 which 
were already in use, according to N. K. Brown, ex- 
pert statistician of the State Highway Commission. 
He estimates that the total sum involved in the 
buying of new cars and the operation of all cars in 
the State during the year will reach approximately 
$436,000,000, which is just about what the cotton 
crop will bring.’ 

“Don’t you think we had all better go into the 
automobile business ?” 


* > % 


Another friend, the Sales Manager of a large manu- 
facturing establishment, sends me a copy of his Christ- 
mas greeting to his sales force. This is so good that 
I am constrained to quote it. Here you are: 


“If you have ever done any after-dinner speaking, 
on the way home you probably thought of any num- 
ber of witty things you should have said at the 
dinner. 

“So it is with 1924. Now that the year is behind 
you, you will probably think of any number of things 
you could have done to get business, but didn’t do. 

“You will think of many arguments which you 
could have used, but didn’t use. 

“You will think of many orders you should have 
gone after intensively, but didn’t. 

“You will think of lots of business you should 
have had, but didn’t get. 

“But you have one big advantage over the after- 
dinner speaker. So far as he is concerned, the din- 
ner is over when the guests depart. But with you 
another year is beginning. 

“So when you are reflecting on your year’s work, 
don’t just think about these things and forget them. 
Resolve to do next year all the things you should 
have done this year, and do them.” 


I think my friend rather struck a new angle in this 
New Year’s greeting. I wonder if he thought it up 


himself! 
+ * * 


Another Sales Manager sends me a copy of a letter 
he sent to his force of salesmen. Here is his letter: 
“This letter extends our greetings and best wishes 
for the New Year to our salesmen and heads of 


departments. 
“All signs indicate that 1925 is going to be a good 


year. All the good years in the world, however, will 
not help the man who does not help himself. 

“The main thought in our minds in starting into 
the New Year is one of PERSONAL RESPONSI- 
BILITY. If every man in our organization will con- 
centrate his mind and his energies on making the 
most out of his own job, there will be no trouble 
about the results of 1925. 

“*Tempus fugit’—time flies. We must get an early 
and a quick start. We must not waste time. When 
we are not selling goods, let us grasp every oppor- 
tunity to talk about our lines and prepare the way 
for sales to come. Let us prepare ourselves by every 
day learning more about our business. Let us con- 
stantly think about plans to increase our sales. 

“What we will need in 1925, more than anything 
else, will be an increased volume of business. We 
have the production and the organization to take 
care of a large volume of sales. Naturally we can 
only expect these sales as a result of the work of 
our salesmen. 

“In the New Year we will devote more concen- 
trated attention to the selling end of our business 
than ever before. Therefore, at the opening of the 
New Year, we wish especially to impress upon your 
mind the thought of your PERSONAL RESPON- 
SIBILITY. Do not worry about somebody else’s 
job or some other territory, but get the most that 
you can out of your own job. Stop worrying about 
the other fellow and concentrate your attention on 
yourself, 

“DO NOT EXPECT MIRACLES—COUNT ONLY 
UPON YOURSELF—GET AN EARLY START— 
DO NOT WASTE YOUR TIME TALKING ABOUT 
AND DOING THINGS THAT DO NOT COUNT— 
CONCENTRATE YOUR THOUGHTS ON YOUR 
OWN WORK—THEN THERE WILL BE NO 
QUESTION THAT 1925 WILL BE A PROSPER- 
OUS YEAR FOR ALL OF US.” 


You will note that he emphasizes the development 
of a feeling of PERSONAL RESPONSIBILITY in 
the New Year. I wonder how this letter struck his 
salesmen and heads of departments? I will bet that 
the most irresponsible salesman on the list read the 
letter and decided in his own mind that it applied very 
well indeed to the salesman on the next territory! I 
know from my own experience in writing general 
letters that whenever I wrote about a certain sales- 
man, hoping that he would see himself reflected in my 
letter, I would generally receive a reply from our very 
best salesman, a man to whom the letter did not apply 
at all, telling me he was very hurt at my writing this 
letter about him. Almost in the same mail I would 
receive a letter from the salesman at whom I was 
taking a shot, in which he would say he thought the 
letter was an excellent one and it would do a great 
deal of good if a number of our other salesmen would 
read it carefully and see themselves in this letter! 

* * * 


I have not had much time this week to think up a 
good, red-hot article for my retail friends. I have 
been very busy putting over a rather large deal and 
have spent not only days but some nights with bank- 
ers, lawyers and accountants. Work of this kind is 
not exactly stimulating to the imagination. 

* ¥* * 


However, I have taken much pleasure in studying 
the various men taking part in this deal. I have been 
interested in watching how they work and how their 
minds work. One of these gentlemen is a prominent 
lawyer. He is an expert in his department of law. 


As I have sat in the conferences, it seems to me that 
(Continued on page 86) 
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New Tack Assortments 


For the purpose of facilitating the 
sale of tacks through the medium of 
effective display and, at the same time 
reducing the retailers’ stock approxi- 
mately 60 per cent, the Superior Tack 
& Nail Co., Derby, Conn., has recently 
developed and placed on the market a 
complete line of tack assortments in 





attractive colored counter displays. 
Four of these displays, covering four 
sizes, together with the Handy House- 
hold Tack Assortment, are shown here- 
with. The entire range of sizes, which 
the company states will entirely meet 
the householder’s tack requirements, 
are as follows: 
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but contains individual compartments 
each compartment containing a paper 
of one of the above mentioned sizes. 
This Handy Assortment presents the 
merchandise to the prospective pur- 
chaser in an attractive manner and 
is designed for the home, carpenter’s 
kit, school room and office. Each com- 
partment is labeled with a picture of 
the tack contained therein, and the size 
is plainly indicated, thus enabling buy- 
ers to make an instantaneous selection, 
thereby increasing, it is said, the tack 
turnover and conserving his time for 
the sale of larger items which repre- 
sent, naturally, greater profits. 

The company’s plan for the simpli- 
fication of the retailer’s tack stock, 
while affording a practical range in 
sizes sufficient for all general require- 
ments, is claimed to eliminate losses 
involved in carrying sizes which practi- 
callv duplicate each other. It will be 
noted that a feature of the merchandis- 
ing plan is the education of the con- 
sumer via the counter display carton to 
the specific uses of the various kinds 
and sizes of tacks about the home. 

The complete stock of tacks, consist- 
ing of seven of the above mentioned 
assortments, is- considered sufficient for 
the average retailer’s household re- 
quirements. It is not necessary to re- 
purchase the entire combination of 
seven displays in order to replace indi- 
vidual sizes as sold. Display cartons 





One-fourth inch flat head tacks for 
shades, oilcloth, shelving and tags. 

Three-eighth inch flat head tacks for 
screens, tags, upholstering and decora- 
tions. 

One-half inch flat head tacks for up- 
holstering, pictures, carpets and deco- 
rations. 

Five-eighth inch flat head tacks for 
upholstering, pictures and _ ironing 
boards. 

Three-quarter inch flat head tacks 
for generab use where large tacks are 
needed. 

One-half inch double pointed tacks 
for radio and electric wiring, poultry 
netting, mattings, linoleum and carpets. 

It will be noted that an important 
feature claimed for the plan is the 
fact that the tacks are designated by 
sizes and not by the old system of 
weight. To the purchaser, it is said, 
the term “6-ounce tacks” is entirely 
meaningless as far as the size of the 
tack itself is concerned. The customer 
thinks of tacks in terms of length, it 
is said, and this method of identify- 
ing the different sizes has been used 
by the company, which has each paper 
plainly labeled with the size in frac- 
tions of an inch. 

The Handy Household Tack Assort- 
ment is not a package of mixed tacks, 


containing four packages of the Handy 
Household Tack Assortment and sepa- 
rate cartons containing one dozen 
papers of any size household tacks may 
be secured as required. A useful fea- 
ture of these display cartons is the fact 
that when the covers are closed they 
occupy but small space and consequent- 
ly take up but little room on the re- 
tailer’s shelves. 


Hoppe Lubricating Oil 
in Display Cases 


Frank A. Hoppe, Inc., Philadelphia, 
Pa., manufacturers of Hoppe’s Nitro 
Powder Solvent No. 9, is putting out 
its line of Hoppe lubricating oil in 
counter display cases as a means of 
assisting dealers to increase the sale 
of this line. 

This new oil is marketed in two con- 
tainers, 1% oz. bottle and 3 oz. handy 
type non-refillable can. Labels on the 
containers are finished in orange and 
black, as are the counter display cases. 
The cases are said to be neat, attrac- 
tive and strong, as they serve as dis- 
play cases and shipping cartons. 

Hoppe’s lubricating oil is said to be 
a light oil for use on firearms, fishing 
reels and all light machinery. It is 
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also useful for cleaning and polishing 
all fine metal and wood surfaces, and 
to prevent rust. 

















Wagner Elec. Announces 
New Fan Line 


The Wagner Electric Corp., St. 
Louis, Mo., has recently entered the 
market with a complete line of desk 
bracket ‘and ceiling model electric 
fans. Thirty-eight special features are 
claimed in the construction of Wagner 
fans. These are said to _ provide 
greater service, convenience, durability 
and all around operating convenience. 
Special emphasis is placed on the vol- 
ume of air moved, quietness, light- 
ness, strength, the convenient carry- 
ing handle, oscillation adjustment, 
safety oscillation release, and pinion 
for turning the fan body to alter the 
air path without turning the fan base. 

Desk bracket Wagner fans are 
available as follows: 

Oscillating fans for a. c.: 

9-in. for 50 or 60 cycles, 100-120 
volts. 

12-in. for 25, 40, 50 or 60 cycles, 
100-120 volts. 

16-in. for 25, 40, 50 or 60 cycles, 
100-120 volts. 

Non-oscillating fans for a. c.: 

9-in. for 50 or 60 cycles, 100-120 
volts. 

12-in. for 25, 40, 50 or 60 cycles, 
100-120 volts. 

















Oscillating fans for d. c.: 
12-in. and 16-in. for 110 and 220 
volts. 
Non-oscillating fans for d. ec.: 
12-in. only, for 110 and 220 volts. 
A Wagner fan catalog is now in 
preparation. 
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Senate Sustains President’s Veto of 
Postal Salary Boost 


Vote to Send Salary and Postage Increase Bill Back to Committee Is 
Defeated—May Be No Legislation This 


Washington, Jan. 12, 1925. 

Y a narrow margin of one vote 
B the Senate on Tuesday of last 

week failed to override the 
President’s veto of the postal salary 
bill which Mr. Coolidge had rejected on 
the ground of national economy and 
because the measure made no provision 
to raise the necessary revenue. The 
triumph of the administration in this 
tight squeeze was contributed to by a 
couple of Democratic members who re- 
tire from the Senate on March 4 next; 
hence the victory was distinctly non- 
partisan. 

Before the vote on the veto was 
reached an attempt was made to re- 
commit to the Post Office Committee 
the bill embodying the proposed postal 
salary increases together with a provi- 
sion embracing a modified schedule of 
increases in postage rates of approxi- 
mately 50 per cent of those originally 
recommended by Postmaster General 
New. These rates, though but one- 
half of the additional imposts discussed 
at the recent hearings on the depart- 
ment’s bill, are universally regarded 
by publishers of newspapers, maga- 
zines and trade journals as so onerous 
as to drive many publications from the 
mails.” 


On a Sound Basis 


In making this contention the pub- 
lishers have their feet on firm ground. 


By W. L. 


Crounse 


| They are speaking in the light of ex- 
perience and are not endeavoring to 
forecast a situation which has not yet 
developed. 

The confident prediction is also made 
that instead of increasing the revenues 
of the department the proposed boost- 
ing of rates would, as a matter of fact, 
reduce revenues because of the enor- 
mous amount of business that would 
be driven away from the department. 

It is now a matter of history that 
when in 1917, under the stress of a war 
emergency, the rates on the public’s 
reading matter were ordered to be in- 
creased in four installments, the re- 
sulting increase in the postal revenues 
was most disappointing. Upon the 
taking effect of the first increase these 
revenues showed a small gain but 
thereafter with each successive in- 
crease the gain was smaller and with 
the last increase there was no gain 
at all. 

Of course, this meant but one thing; 
namely, that the revenue point, so far 
as second-class mail is concerned, was 
exceeded long before the final install- 
ment in the increase was applied. 
What can be expected, therefore, to 
happen if, in addition to the four in- 
creases ordered in 1917, another in- 
crease equivalent to two of the install- 
ments under the 1917 law shall now 





be pyramided thereon? 


Session 


A Plight of High Finance 


What sane merchant or manufac- 
turer would embark on such giddy high 
finance as Congress now proposes? 
Could there be greater folly, especially 
in view of the fact that the Postmaster 
General is on record as stating that 
the present schedule of postage rates 
promises to wipe out the postal deficit 
within two years and to produce a 
substantial surplus thereafter? 

It is obvious to the most experienced 
observers that what Congress now 
should do is to provide in a temporary 
measure for such increases in salaries 
as are actually necessary to enable 
employees to live in those centers where 
the cost of housing, food, ete., is 
abnormally high, charging this addi- 
tional expense to the general taxpayers 
who would cheerfully meet it. During 
the coming recess of Congress a care- 
ful study could be made of the whole 
subject of postal salaries and an ap- 
propriation bill planned for enactment 
next winter that would put the entire 
service on a satisfactory basis. 

In view of the prospective surplus 
under the present postal schedules it 
would probably not be necessary to 
make any increase in postage rates to 
provide the funds for this appropria- 
tion. 








To Study Distribution Problem 


(Washington office of HARDWARE AGE) 
N 
A held in Washington on Wednes- 
day and Thursday of this week 
under the auspices of the Chamber of 
Commerce of the United States to study 
prevailing methods in merchandising. 
More than a hundred well-known busi- 
ness men, economists and represen- 
tatives of the consuming public have 
been invited to attend. 

A statement issued by President 
Richard F. Grant, of the National 
Chamber, says in part: 

“Viewed at long range, methods of 
production are being constantly im- 
proved. Costs of production are being 
reduced through better management 
and organization, the perfection of new 
processes and the wider use of ma- 
chinery. This accomplishment has been 
due in no small measure to a better 
knowledge of conditions affecting 
manufacture and production. 

“The distribution of commodities and 
articles of common use is as important 
a factor in the fixing of the price to the 
ultimate consumer as the producing of 


them. The session that has been built | ods, until there has been a competent 











| is the only system we have, or can have, 
important conference will be | 


for many years to come. 


A Careful Inquiry Needed 


“Before we can pass upon it in- 
telligently or reply effectively to any 
criticism a better understanding of it 
is necessary. Undoubtedly, the proc- 
esses of distribution are undergoing 
constant change and improvement, but 
these changes are often lost sight of 
because they are not immediately re- 
flected in a reduction of prices to the 
consumer. 

“Statements and counter-statements 
are made as to what is wrong. The 
consuming public frequently attributes 
the price spread between producer and 
consumer to excessive profits. Inju- 
dicious buying suffers with injudicious 
selling the blame for what appear 
to be excessive costs. The producer, 
the wholesaler and the retailer are col- 
lectively criticized for conditions be- 
yond their single control. 

“The problem of distribution cannot 
be weighed intelligently, nor can im- 
provements be made in existing meth- 








survey of conditions of distribution 
and a compilation of facts relating to 
it necessary to a conclusion. This can 
best be accomplished by those who are 
themselves engaged in or familiar with 
distribution.” 


—_—_—-- 


$15,851,947 in Exports by 
Parcel Post 


(Washington office of HARDWARE AGE) 


XPORTS of merchandise from the 
United States by parcel post and 
mail during the nine months end- 
ing September 30 are officially valued 
at $15,851,947, according to figures 
compiled by the Department of Com- 
merce. This covers only wholesale trade 
by parcel post as no returns are made 
for the several million mail packages in 
retail trade valued less than $25 each. 
“The increasing value of our export 
trade by parcel post,” says Dr. Julius 
Klein, Director of the Bureau of For- 
eign and Domestic Commerce, com- 
menting on the figures, “evidences the 
passing of the old fallacy that a direct 
water route to the sea is the first 
requisite of foreign trade. Main street 
manufacturers are now selling to the 
Antipodes.” 
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Lower Passport Fees Urged 


(Washington office of HARDWARE AGE) 
HE House Committee on Foreign 
Affairs and the Senate Committee 

: on Foreign Relations are in re- 

ceipt of memorials from several cham- 

bers of commerce supporting the posi- 
tion recently taken by the Merchants’ 

Association of New York City that the 

fees charged by the State Department 

for passports should be materially re- 
duced. Until a short time ago passports 
were issued for a fee of $2, but the 
present charge is $9, an increase of 

350 per cent. 

The Foreign Trade Bureau of the 

Merchants’ Association calls attention 

not only to the burden thus placed upon 





American business men going abroad 
but also to the probable results of the 
example thus set to foreign countries. 
The Bureau says: 

“The reasons for a reduction have 
been repeatedly stated. The high fees 
imposed by this country provoke the 
exaction of similar fees by other coun- 
tries, and they constitute not only a 
heavy tax upon Americans abroad but 
a handicap to the expansion of Ameri- 
can trade in other countries.” 

The increase in the passport fee is 
regarded here as in the nature of an ex- 
periment. The reaction has certainly 
been unfavorable and it is believed a 
reduction will soon be made. 


Urges a Mercantile Census 


(Washington office of HARDWARE AGE) 

ECRETARY HOOVER, of the De- 

partment of Commerce, believes the 

business men of the country desire 
and would greatly appreciate a mercan- 
tile census to supplement the biennial 
census of manufactures now authorized 
by law. To carry forward this project 
the Secretary has interested Owen D. 
Young, of the General Electric Com- 
pany, who will probably serve as chair- 
man of a special committee to work out 
the details of the plan. 

The committee will probably include 
Prof. Edwin F. Gay, of Harvard Uni- 
versity, who has given considerable 
thought to the subject. F. M. Felker, 
a former executive assistant of the Sec- 
retary’s and a strong advocate of the 
plan, will also serve on the committee. 

A semi-official statement on the sub- 
ject of the proposed census says: 

“Educating the distributing trades 
jobbers, wholesalers and retailers, in 





the value of a census of distribution is 
regarded as the most important consid- 
eration preliminary to the actual begin- 
ning of the census, as, without their 
cooperation, it is believed that such a 
census would be of doubtful value and 
perhaps an impossible task. 

“Business never has had an oppor- 
tunity to gear one to the other in this 
fashion with any confidence in the accu- 
racy or the representative character of 
the statistics available, according to 
the advocates of mercantile census. 

“Another advantageous feature of the 
census will be the disclosure of the dis- 
tribution and relative density of demand 
for a multitude of products in the sev- 
eral sections of the country. This will 
permit proper assignment and spacing 
of sales territories. 

“The census also will provide an accu- 
rate enumeration of wholesale dealers 
and retail stores in the different classes 
of commodities.” 





Hoover Predicts Growing Prosperity 


(Continued from page 44) 


hundred millions. The merchandise 


| a large discharge of Federal debt, 


balance will be about one billion dollars | which will amount for the year to 
in our favor. The net gold imports for | something in excess of $900,000,000. 


the year in partial liquidation of this | 


Time and demand deposits in mem- 


balance amounts to about two hundred | ber banks show an increase of about 


eighty millions. 
Our invisible exchange will 


ist travel, jncreased freight charges 
paid foreign shipping, and above all the 
largely increased volume of loans and 
investments to foreign lands, which 
will probably amount to as much as one 
billion as against one-third of that 
amount for 1923. 

International trade in the world as 
a whole shows a larger movement of 
commodities during the past year than 
at any time since before the war. But 
international exchange of goods, meas- 
ured in quantities, is probably still 10 
or 12 per cent below pre-war. although 
the United States is unique among the 
large combatant nations in having re- 
covered its foreign trade to a point 15 
per cent to 20 per cent above pre-war 
on a quantity basis. 


The year has again been marked by | 


a decrease in Federal taxation and by 








_ two billion eight hundred millions, and 
show | 
larger balances against us than in 1923 
because of the greater volume of tour- | 
_ cause of the larger circulation given to 
gold certificates. 


bank clearings for the year were 
higher than in 1923. The gold reserves 
have not increased despite imports be- 


Savings continue at 
a very high rate, as indicated by the 
increasing savings deposits, the large 
absorption of bond issues, and the ex- 
traordinary expansion in_ insurance, 
thus demonstrating that there has been 
maintained a high state of efficiency 
throughout industry and commerce, 
with little evidence of waste, extrava- 
gance and speculation. In fact, the 
most far-reaching movement in our 
economic life today is the larger un- 
derstanding of its broad problems, the 
better appreciation of the factors of 
stability, and the definite progress in 
the elimination of waste, through more 
stable employment, through better ad- 
ministrative methods and through the 
rapid march of scientific discovery. 
That we are able to maintain wages 
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at 100 per cent above pre-war while 
the cost of living is 72 per cent, and 
the average wholesale price of com- 
modities about 50 per cent above pre- 
war is the very definite proof of in- 
creasing efficiency in production and 
distribution and of the free flow of 
competitive action. 

In the foreign situation the settle- 
ment of the conflict over German rep- 
arations through the Dawes plan, with 
its stabilization of German currency 
and the German budget and the recu- 
teration of employment and production 
in Germany, is having and will have a 
far-reaching effect upon the whole of 
Europe, and it has favorable influences 
reaching to our shores. 

It has been suggested in some press 
quarters at home and abroad that the 
result of these favorable factors may 
be leading our country toward a period 
of inflation of the character of 1919-20 
with its disaster of 1921. It can be as- 
suredly stated that we are on the 
march of wholesome recovery from the 
war and there is no present indication 
of inflation. We only secure inflation 
when undue expasion of credit finds its 
outlet in bidding up prices after the 
plant and. labor capacity of the coun- 
try is employed to the maximum. We 
have reached no such stage because 
there is still a margin of labor capacity 
for enlarged output in the form, how- 
ever, of more full time employment 
than from people out of work. As a 
nation our business men, bankers and 
public officials have gained enormously 
during the past four years in under- 
standing of the basic factors which 
create healthy prosperity as distin- 
guished from over-expansion as well as 
in understanding of their responsibili- 
ties in the matter. Our informational 
services are now upon such a basis as 
quickly detect dangerous currents. It 
might be added that a holiday season 
when anyone might think about safe- 
guards from over-expansion is infinite- 
ly more comfortable than one fraught 
with negative problems of repair of 
economic depression. 

Altogether forces in motion both at 
home and abroad mark solid progress 
toward peace and toward prosperity 
for the coming year. 


Annual Convention Held by 
Momsen-Dunnegan-Ryan 


The annual salesmen’s convention of 
the Momsen-Dunnegan-Ryan Co., El 
Paso, Tex., hardware jobber, was held 
at El Paso, Dec. 19, 20 and 22. All 
salesmen from southwest Texas, New 
Mexico, Arizona and Old Mexico were 
present. Reports from salesmen show 
that there was quite an improvement 
noticed in November and that prospects 
for 1925 are very bright indeed. The 
annual banquet was held on the night 
of Dec. 20 at the Paso del Norte Hotel, 
and was presided over by George B. 
Ryan, who thanked those present for 
the cooperation received in 1924. The 
company’s branch warehouse at Phoe- 
nix, Ariz., has been completed and 
orders from that territory are filled 
from that point. 
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C. D. McAllister Dies 


Vice-President, American Mfg. Co. 
—Veteran in Rope Industry 


Charles D. McAllister, vice-president 
American Manufacturing Co., New 
York City, cordage manufacturer, died 
recently at the age of 46 years. He 
had been associated with the company 





C. D. McAllister 


for 32 years and had worked his way 
from the position of office boy to that 
of vice-president. For many years he 
was sales manager and in 1917 was pro- 
moted to the vice-presidency. 

Mr. McAllister was also affiliated 
with companies in the shipping indus- 
try, and is survived by a wife and two 
children. 


Boosters to Bowl 


Friday, Jan. 23 


The bowling team of the Hardware 
Boosters (New York City) will meet in 
competition Friday, Jan. 23, at Park 
Row Alleys, New York City. Past 
Chief C. K. Golden, who is in charge 
of the team, plans to start bowling 
early in the evening. 


Joins McDougall-Butler Co. 


E. W. Danielson has joined the staff 
of McDougall-Butler Co., Inc., Buffalo, 
Y., manufacturers of enamel, var- 
nish and paint, in the capacity of chem- 
ist. Mr. Danielson has been associated 
with Robert A. Worstall, consulting 
chemist for the paint and varnish trade 
at Evanston, IIl. 

The company also announces that A. 
E. Wengrovius has joined the sales 
staff to cover central New York State 
territory with headquarters at Bing- 
hamton. 








Appliance Mfg. Co. Merged 
With Frank E. Wolcott 
Mfg. Co. 


The Appliance Mfg. Co., Hartford, 
Conn., has been merged with the Frank 
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E. Wolcott Mfg. Co. of the same city. 
This enables the trade to combine pur- 
chases under one standard schedule of 
discounts and provides a wider variety 
of appliances from the one source. 

The enlarged Wolcott line includes 
Torrid-Silex, an electrically heated all!- 
glass coffee filter, several single-prong 
marcel irons of Wavette design, several 
similar numbers of the Curlex type, 
complete Curlex hairdressing set, con- 
sisting of drying comb, waver rod, mar- 
cel waving iron and a curling iron. 

Other items are the Curlex attach- 
able drying comb for use with the 
Curlex electric waving and curling iron 
and the Eclipse drying comb. 





Price Elected Director 
of John Lucas & Co. 


Walton H. Price has been elected to 
the board of directors of John Lucas 
& Co., Inc., Philadelphia, Pa., paint and 
varnish makers. He will serve the un- 





W. H. Price 


expired term of the late John Lucas. 

Mr. Price has been in the paint and 
varnish industry since 1901, having 
been connected with the Sherwin Wil- 
liams Co. and the Cleveland Varnish 
Co. of Cleveland prior to his connection 
with the Lucas organization in January, 
1922. He is in charge of industrial sales 
work for John Lucas & Co., Inc. 


Jenks and Yellott Buy 
Marshall Hardware Business 


W. H. Marshall, Pleasantville, N. Y., 
hardware retailer, has sold his business 
to Floyd R. Jenks and Charles H. Yel- 
lott, who took possession Jan. 1. The 
business will be continued under the 
name of Marshall Hardware Co. 
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Oneida Game Tr p 
Division Sold 


Arrangements have been concluded 
whereby the game trap business of the 
Oneida Community, Ltd., Oneida, N. Y., 
will on March 1 be acquired by the 
Animal Trap Co. of America, Lititz, 
Pa. The sale of this division includes 
the Newhouse, Victor and Oneida Jump 
brands in the United States and Canada. 

One year ago the Oneida Community, 
Ltd., sold its rat and mouse trap busi- 
ness to the Animal Trap Co. of 
America. Four young men formerly 
connected with the Oneida Community 
comprise the management of a new trap 
organization. 

The rapid growth of the silverware 
department, representing 90 per cent of 
the business of the Oneida Community, 
Ltd., is responsible for this company’s 
decision to concentrate all efforts to 
that industry. 

Officers of the Animal Trap Co. of 
America are: Claude E. Marble, presi- 
dent; Frank C. Dengate, superintendent 
in charge of factories; Chester W. 
Woolworth, secretary-treasurer, and 
Robert W. Bolles, formerly Chicago 
manager, now sales manager. 





Better Business Predicted 
at Sales Convention 


_ Better than normal business during 
1925 was predicted at the annual con- 
vention of salesmen representing J. 
Wiss & Sons Co. and Kraeuter & Co., 
Inc., held the week of Jan. 5 at New- 
ark, N. J. Twenty-six men from all 
parts of the United States and Canada 
were present. 

Llew S. Soule, editor of HARDWARE 
AGE, was one of the well-known speak- 
ers at the series of luncheons given at 
the Newark Athletic Club. Under the 
title “What the Dealer Expects,” Mr. 
Soule emphasized the need for mutual 
respect and confidence between buyer 
and salesman. He reminded representa- 
tives of these two firms that the days 
of “traveling salesmen” had passed and 
that 1925 called for broad-gaged “trav- 
eling business men.” 

William F. Sweeney, president Swee- 
ney Lithograph Co., spoke on the sub- 
ject of window displays. Credits were 
discussed by Curtis Burnett, former 
president of National Credit Men’s As- 
sociation. 

C. C. Green, president, and C. L. Pan- 
coast, vice-president, C. C. Green Ad- 
vertising Agency, were the speakers at 
the closing dinner held at the Wash- 
ington Society, East Orange. 


Harrell & Co.. Sold 


W. M. Harrell & Co., Conway, Ark., 
hardware and dry goods, has been sold 
to the Pence-Browne Hardware & Fur- 
niture Co., headed by J. H. Pence, who 
formed the latter company one year 
ago. The Harrell business has been 
operating successfully for more than 30 
years. 
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1924 Paint Trade Sales 
29%, Greater Than 1923 
Say du Pont Men 


Paint and varnish trade sales for 
1924 were approximately 25 per cent 
greater than for 1923, it was reported 
at a paint and varnish sales convention 
of the I. E. du Pont de Nemours Co., 
Inc., Wilmington, Del., held Dec. 29 
and 30. The meeting was for trade 
salesmen in the eastern districts of the 
company’s paint and varnish division. 
The meetings were conducted by G. A. 
Biesecker, sales manager, Philadelphia; 
B. H. Ring, sales manager, Boston, and 
S. B. Woodbridge, director of sales. 

The convention banquet was held at 
the Hotel Adelphia, at which time 
salesmen received commission checks. 
The western salesmen of this company 
held their convention in Chicago Jan. 
6 and 7 

E. C. Thompson, manager of the 
paint and varnish division, spoke on 
“What the Management Expects for 
1925”; W. J. Overbeck, plant superin- 
tendent, on “Quality First”; W. A. Hart, 
director of advertising, on “The Na- 
tional Advertising Program for 1925”; 
R. A. Hardy, manager sales service, on 
“Merchandising and Sales Promotion.” 
Important features of the convention 
were demonstrations of du Pont paints, 
varnishes and specialties. ' 





McKinney Sales Conference 
Held January 6 to 8 


Salesmen of the McKinney Mfg. Co., 
Pittsburgh, Pa., met for the annual 
sales conference in Pittsburgh, Jan. 6, 
7 and 8. About 25 were in attendance, 
The annual banquet was held Wednes- 
day evening, Jan. 7, at the William 
Penn Hotel, Pittsburgh, on which occa- 
sion J. P. McKinney, Jr., and W. C. 
Farr were the principal speakers. 
There were 52 present at the banquet. 

It was learned at this meeting that 
Mr. Farr had been with the company 
more than 4Q years, starting as a clerk. 

At the business meetings pertinent 
sales plans and the business outlook 
for 1925 were discussed at great length. 





Woodwell Will Build 
New Accessory Section 


The Joseph Woodwell Co. recently 
placed a contract for a six-story brick 
and steel office and store building, to be 
located on some vacant land on Second 
Avenue behind its present main build- 
ing, fronting on Wood Street, Pitts- 
burgh. The new structure will be an 
extension of the company’s automobile 
accessories department, and besides af- 
fording more merchandising space, it 
will also enable the company to concen- 
trate its stocks of accessories in one 
building. Just now the company is oc- 
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cupying vacant space in a number of 
nearby buildings and getting to them is 
rather inconvenient. 





Anchor Stove Adds 
to Executive Staff 


The Anchor Stove & Range Co., New 
Albany, Ind., has added M. E. Ticen and 
S. W. Hetherington to its executive 
staff. Mr. Ticen becomes sales manager 
and was formerly with the Monitor 





M. E. Ticen 


Stove Co., Cincinnati, and recently with 
the Fox Furnace Co., Elyria, Ohio. 
Mr. Hetherington becomes vice-pres- 
ident in charge of advertising, and was 
formerly engaged in directing indus- 
trial sales of the Monitor Stove Co. His 





S. W. Hetherington 


most recent connection was that of ad- 
vertising manager of the Fox Furnace 


0. 
The Anchor Stove & Range Co. man- 
ufactures a new Queen Anne heater, 
which has been modeled on the graceful 
lines of Queen Anne period furniture. 


Schmitt Now Sales Manager 
for Henry C. Kelley Co. 


Cyril S. Schmitt has been appointed 
sales manager of the Henry C. Kelley 
Co., 14 Walker Street, New York City, 
cordage manufacturer. Mr. Schmitt has 
been with the company five years, han- 
dling sales correspondence and calling 
on the city trade. 





New Plant Occupied 
by Ken-Wel Co. 


The Ken-Wel Sporting Goods Co., 
Inc., Gloversville, N. Y., sporting goods 
manufacturers, is now occupying the 
new factory building. The new 
plant is an up-to-date modern brick 
building, and will give the company 
much-needed additional floor space. 
Engineers have arranged the machin- 
ery in each department in a manner 
that will enable highest production effi- 
ciency. The company plans to add to its 
line of athletic clothing, and will con- 
tinue its many items in the sporting 
goods division. 

The new plant is the third to be oc- 
cupied by the company. Three years 
ago a second plant was added to the 
production facilities. 

The company has issued a new Ken- 
Wel catalog, which features many spe- 
cial models in the baseball glove line, 
which have been endorsed by leading 
big league players. 

Officials of the company express very 
optimistic opinions regarding the pos- 
sibilities of sporting goods trade in 
1925. 

It is interesting to note that all the 
directors of the Ken-Wel Sporting 
Goods Co., Inc., are young athletes 
themselves, entirely familiar with the 
requirements and use of sporting equip- 
ment. This fact has been considered 
an important factor in the company’s 
success and should inspire dealers to 
learn their sport goods lines in the 
same practical way. 





Few Radical Novelties 
at N. Y. Auto Show 


Scarcity of radical] novelties in prod- 
ucts displayed was said to be the out- 
standing’ characteristic of New York’s 
1925 auto show held this year for the 
first time in the large armory of the 
258th Field Artillery, Kingsbridge 
Road, The Bronx. 

Crowds were larger than ever. Busi- 
ness done is reported very encouraging. 





Boston News Notes 


John Parry, formerly with Chase, 
Parker & Co., Boston, has become as- 
sociated with Dodge-Haley Co., Cam- 
bridge, Mass., heavy hardware. 

A. E. C. Carpenter, formerly with 
H. K. Porter, Boston, and J. A. Laven- 
der, formerly with Cogdon & Sherman, 
Malden, Mass., have jointed the sales 
force of Chase, Parker & Co., Boston, 
heavy hardware. Joseph Wiswell, here- 
tofore on the road for the firm, will 
be located in the Boston warehouse 
hereafter. 

The Westinghouse Electric & Mfg. 
Co. has practically completed negotia- 
tions for the taking over of the Wet- 
more Savage Co., Boston electrical sup- 
plies. The Boston firm, it is reported, 
will continue its automobile accessories 
business. 
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Wiebusch & Hilger Agents 


for Masterench Corp 


Wiebusch & Hilger, Ltd., 110 La- 
fayette Street, New York City, have 
been appointed exclusive selling agents 
for the Masterench Corporation, Tur- 
lock, Cal. A _ stock of Masterenches 
will be carried in Chicago and New 
York and at the factory. This device 
is a novel tool for use where a wrench 
is required in awkward places. 


Oldham-Rust Co. Moves 


The Oldham-Rust Co., New York 
City, hardware manufacturers’ repre- 
sentatives, are now located at 57 Mur- 
ray Street. They were formerly at 321 
Broadway. The ’phone number has been 
changed to Walker 8827. 


de Villaverde’s New 
Connection 


E. C. de Villaverde is now associated 
with the United Metals Corporation, 
Brooklyn, N. Y. Mr. de Villaverde is 
a metallurgist and bearing specialist. 











Lowney with India 


E. C. Lowney has joined the India 
Tire & Rubber Co., Akron, Ohio, and 
will be associated with Mr. Searles, its 
president. Mr. Lowney will supervise 
credits. For the past seven years he 
has been in the credit and treasury de- 
partment of the Firestone Tire & Rub- 
ber Co., Akron, Ohio. 


Heusinger Now Located 
in New Quarters 


Heusinger Hardware Co., San An- 
torio, Texas, wholesale hardware job- 
bers, are now located in new and en- 
larged quarters at 112 East Side Main 
Plaza, where enlarged facilities will 
enable the company to get even better 
service from the trade. 








Convention Committee 
Named for Texas Assn. 


The 1925 convention committee of 
the Texas Hardware and Implement 
Association will consist of W. A. Clam- 
pitt, Kingsville; W. M. Glenn, Lufkin; 
J. J. Seull, Sherman, and D. Scoates. 
President J. D. Martin, Bryan, recently 
made these appointments. The con- 
vention will be held in Dallas, Jan. 20, 
21 and 22, 1925. 


Hamp Williams Gives Dinner 
to Auto Co. Employees 


Good citizenship, conscientious ser- 
vice and the brightness of the future 
for young men were stressed by Hamp 
Williams in his talk before thirty-five 
employees of the Hamp Williams Auto 
Co., Hot Springs, Ark., Friday, Jan. 2. 
The occasion was a dinner given the 
employees in appreciation for their 
services rendered in 1924. 

Porter Wilson, general manager, 
acted as toastmaster. Directors of the 
Hamp Williams Hardware Co. were 
also present. 


HARDWARE AGE 


Frost Triples Capacity 


C. L. Frost & Son, Grand Rapids, 
Mich., is tripling its present factory ca- 
pacity by erecting a new two-story fac- 
tory 60 x 100. The company manufac- 
tures friction catchers. 





Anchor Stove Convention 


The sales staff of the Anchor Stove 
& Range Co., New Albany, Ind., met in 
convention at the plant Jan. 5, 6 and 7, 
at which time plans were rounded out 
for the introduction and merchandising 
of the company’s new cabinet heater, 
which is said to resemble a music cab- 
inet of the Queen Anne period design. 





Horowitz a Benedict 


Maurice Horowitz, Hudson Hardware 
Co., Yonkers, N. Y., hardware whole- 
salers, joined the ranks of the benedicks 
on Jan. 4, when he married Miss Emma 
Lapidus of Yonkers. Mr. and Mrs. 
Horowitz expect to make their home at 
135 Hawthorne Street, Yonkers. 





Harvey Avery Dead 


Harvey Avery, for 32 years con- 
nected with E. C. Atkins & Co., In- 
dianapolis, Ind., saw manufacturer, died 
recently at the age of 86 years. His 
death occurred at his home in Traverse 
City, Mich. 


TRADE LITERATURE 
RECEIVED 


The Brush-Nu Co., Baltimore, Md., 
has issued new catalog forms for 1925. 
These are in the form of inserts for 
office and salesmen’s catalogs, and illus- 
trate the company’s standard display 
earton. Prices to the retailer and de- 
scription of the company’s goods are 
printed in full. These sheets will be 
sent to jobbers, exporters and retailers. 
The forms are known as F-105 for the 
eastern and middle west States, F-106 
for western States, F-107 for export 
trade and F-108 for Canadian trade. 





Trade Winds is the title given a very 
attractive two-colored illustrated book- 
let on Dayton fans, issued by the Day- 
ton Fan & Motor Co., Dayton, Ohio. 
The booklet includes historical and cat- 
alog data, and outlines some of the 
company’s advertising and sales activ- 
ities and plans for 1925. 





The Lionel Corporation, 48 East 
Twenty-first Street, New York City, 
has issued a new illustrated booklet on 
Lionel electric toy trains and multivolt 
transformers. The booklet gives con- 
struction data and selling pointers on 
these lines. The book is attractively 
done in colors. 





Co-operative Retail Advertising is 
the title of trade information bulletin 
No. 302 published by the Bureau of 
Foreign and Domestic Commerce, a 
division of the United States Depart- 
ment of Commerce. A discussion on the 
subject is made by I. Rolph. 
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G. Vintschger Retires 





Pioneer Hardware Exporter Intro- 
duced American Tools and 
Hardware Abroad 


G. Vintschger, head of the Markt & 
Hammacher Co., New York, manufac- 
turers’ export and import agent, has an- 
nounced his plans to retire from active 
business. He retains the position of 
honorary chairman of the board, leav- 
ing the control of the company to his 
son, Edward Vintschger. The elder 
Mr. Vintschger, now on the threshold 





G. Vintschger 


of 80, was educated in Milwaukee. In 
1868 he came to New York, where he 
soon established the import and export 
firm of Markt & Co., one of the first 
houses to introduce American made 
hardware and tools into Europe. 

Later its business was extended to all 
parts of the globe. Opening first in 
Germany, the company later estab- 
lished offices in London, Paris and St. 
Petersburg. In 1902 Mr. Vintschger 
made a trip around the world, laying 
the foundation for an extensive trade 
with the Far East. During the war 
large quantities of army supplies were 
distributed frem the company’s Paris 
branch out of American stock and a 
great many tcols were supplied to the 


U. S. Army. 


| Toy Resigns From 
Clauss Shear Co. 


J. C. Toy, vice-president and director 
of sales of the recently combined Clauss 
Shear Co. and Henkel Co., of Fremont, 
Ohio, manufacturers of shears, cutlery 
and allied merchandise, has resigned 
from both concerns, effective Jan. 1. 
He is now in the South, looking after 
his interests in Texas and Florida. 

Mr. Toy came to Fremont Sept. 15, 
1923, from the Multigraph Co. of Cleve- 
land, and immediately began construct- 
ing a much stronger sales and distrib- 
uting organization, which has already 
been built. During 1924, it is said, the 
companies’ retail sales showed an in- 
crease of 31 per cent over 1923 and 
their sales to jobbers 10 per cent, mak- 
ing a considerable expansion of manu- 
facturing facilities necessary. October 
was the biggest sales month since the 
boom days just following the war. 

Officials of the companies report 
that they are today in the best condition 
in their entire history. 
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Housecleaning Time 


Will Mean Substantial Profits If You Push Merchandise That Will 
Take the Backache Out of This Annual Task 


OUSECLEANING is dreaded by 

the best of housewives.  Like- 

wise it is regarded as a drudge. 
Consequently any one who can help 
take the dread and drudge out of this 
task is going to earn an enviable place 
in the esteem of the housewife. 

The hardware man has many things 
in his stock that will turn backaches 
into smiles. So, as the housewife 
hurries downtown, with a_ perplexed 
frown on her brows wondering if the 
weather is really “settled” and dread- 
ing the fact that she must do her 
cleaning stunt without further pro- 
crastination—then is the time for the 
snappy hardware man to greet her 
with a window full of the things she 
needs to take the tired feeling out of 
her hard tasks. 

The Bomar-Summers Hardware Co.. 
Louisville, Ky., put in a window that 
served two purposes. In the first 
place it was a housecleaning window 
and in the second place (if they don’t 
start a thing themselves they are al- 
ways found on the front seat of the 
band wagon) this happened to be 
“Paint Up and Clean Up Week” in 
Louisville. 

Several of the items in this window 
offer sales possibilities at this season 
which are not usually stressed very 
hard. Take the garbage can, for in- 


stance. There are so many uses for 
this item. The ashes can be taken out 
of the basement; the old garbage can 
needs replacing; there are certain 
items to be stored in a dry place and 
the garbage can is ideal for this pur- 
pose. Certainly the name garbage can 
is a misnomer because its uses are many 
and varied. The small sizes for kitchen 
use are wonderful sellers. No flies 
around the house with a good garbage 
can. A little drive on this item will 
show some surprising returns, if they 
are out where they can be seen and 
if folks are reminded about them. 

It will be noted in the illustration of 
this window that everything that is 
needed to clean-up with is located in 
the rear of the window. Here are 
some of the items and you can go to 
stock and pick them right out as you 
read for the next window. Brooms, 
mops, mop. wringing pails, scrub 
brushes, feather dusters, chamois skins, 
dustpans, wool mops, polishing mops 
and liquids, galvanized pails, garden 
hose for the water, whitewash spray- 
ers, step ladders, cleaning powders and 
soaps, insect exterminators, carpet 
beaters, and garbage pails. 

These items all lend themselves to 
good display and the package goods 
can be shown very attractively on the 
steps of the step ladder. 


The front of the window is devoted 
to the hardware used after the clean- 
ing. Here is where the paints and 
varnishes come in for their innings. 
Putty knives, sand paper, varnish re- 
movers, stains, household enamels, 
screen paints and bathroom paints 
should all be in the foreground. Paint 
brushes should be featured very promi- 
nently. This is the season to paint the 
bathreom and to refinish the radiators. 
One or two attractively priced items 
will sell a lot of this other merchandise. 

Merchants use different items, but 
perhaps the majority offer a can of 
household paint with a brush at a good 
price. One hardware dealer started 
out by selling screen paint with brushes 
and eventually found himself in the 
middle of a paint department which 
does over $30,000 a year. 

If you want to make a friend of the 
housewife, now is the best time of the 
vear because she is looking for help 
and whoever supplies an aid to her 
is not only making some money but he 
is making a steady customer. This is 
the big season for vacuum cleaners— 
the time is right and the housewife is 
in the buying mood, if it will save her 
extra work. 

This is the time for both the house- 
wife and the hardware man to “clean 
up.” 
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General Market News 





Hardware Prices Advancing; 
Jobbers Revising Lists; 
Collections Are Fair 


bers in all market centers are revising price lists, and 


S ver: DARD hardware lines are advancing steadily. Job- 


higher prices are expected on additional lines. 


Ham- 


mers, tacks, polishes, linseed oil and other staple items 


were advanced last week. 


Inventories are nearly completed. Stocks were found low 
in most cases, which accounts for the present briskness of 


the fill-in demand on shelf goods. 


Large orders on builders’ 


hardware are being received in all sections, and the outlook 
for this line is very promising. 
Salesmen returned to territories last week, and early re- 


ports are very encouraging. 


Telephone and mail orders 


have been heavier than in any previous first of the year 


period. 


Interest in spring goods is still running heavy, and the 
general attitude toward the spring outlook is decidedly opti- 


mistic. 
Collections are fair. 





Cincinnati Jobbers Report 
Advances and Good Sales 


The first few days of the new year 
brought out a fair volume of orders in 
Cincinnati, and dealers are looking to 
the future with confidence, if one is to 
judge by the number of orders placed 
for future shipment. This buying has 
not attained full volume as yet, but 
there are abundant evidences that the 
old hand-to-mouth policy of buying 
has been discarded to a good extent. 
Trend of prices is steadily upward, 
though jobbers are going slowly about 
making changes. Stocks generally are 
low. Collections are uniformly good. 





Pittsburgh Business Good 


For the time of the year, hardware 
business in the Pittsburgh area is very 
good, several jobbers already noting a 
reflection of the light stocks in retail 
hands in a material increase in orders 
as compared with last week. In the 
check-up of December business all of 
the jobbers report substantial gain as 
compared with December, 1923. All of 
the jobbers’ road salesmen are not yet 
on their routes, but will be in the next 
few days, and the expectation is that 
this will be followed by further in- 
crease in orders. The prospect for a 
good business, at least over the first 
half of this year, is regarded as very 
bright. While fundamental conditions 
as to production and deliveries show no 
material change from those of a year 
ago, and because of that fact no one 
is looking for a “boom,” there is a much 





more tranquil political situation than 
has existed before in a number of years, 
and it is expected that this will give 
general business the confidence to go 
forward that it lacked when it was 
necessary that an eye be kept con- 
stantly upon Washington. The week 
has brought out very few important 
price changes. The Winchester Repeat- 
ing Arms Co. have issued a new price 
list which shows slightly lower prices 
on firearms and a material reduction in 
the kinds of loaded shells. Former 
prices on band and crosscut saws are 
maintained in a new list of Henry 
Disston & Sons, Inc. The prices of 
metal products still are headed higher 
in sympathy with the primary market. 
Collections have suffered somewhat 
from the Christmas expenditures. 





Year Opens Well 
on Pacific Coast 


Although jobbers and retailers are 
still engaged in tabulating their inven- 
tory figures, indications of a good busi- 
ness year ahead for the Pacific Coast 
are already developing. Industrial ac- 
tivity is beginning and a large number 
of building projects are planned and 
are expected to be rushed through to 
completion before the end of the year. 
Prices are firmer and sheets, bars and 
bolts have been advanced in the San 
Francisco market. 

Conditions in and around Los An- 
geles and San Diego are more or less 
similar to those prevailing in the Bay 
District, and jobbers in the Pacific 
Northwest are optimistic. 





Northwest Preparing Now 
for Good Spring Trade 


Anticipation of a substantial in- 
crease in business seems to be general 
throughout the entire Northwest. With 
inventories for the most part out of 
the way, both in jobbing and retail 
circles, there is evident a tendency to 
go after business. Spring dating orders 
are being shipped and road salesmen 
are back at work. It is believed that 
spring will bring a very fair increase 
in buying on the part of the farmers, 
which will be reflected to the jobbers 
and factories. 


Price Advances Continue 
in Chicago 


While there is the usual inventory 
time slackening in sales, it is notably 
lighter than in most years and, in fact, 
on some items hardly exists. Continued 
cold weather has done much to hold up 
sales on seasonable goods and it is the 
general optimistic opinion that business 
will open up in an especially satisfac- 
tory manner as soon as inventories are 
taken. 

Prices continue to advance and the 
whole market is particularly strong. 
It is predicted that there will be still 
more numerous advances as the spring 
business gets into full swing. 


Price Changes Reported 
in New England 


Advances predominate in the Boston 
market, however, although in certain 
instances they are so slight as to be 
hardly a market factor. The readjust- 
ment of values, therefore, appears to be 
a safe and sane one. Price reductions 
announced this week concern electric 
light bulbs, ice creepers and screw 
plates. Prices have been advanced on 
Disston and Maydole goods, rope, raw- 
hide pins, turnbuckles, and one line of 
taps. Higher prices on nuts and low- 
priced vacuum bottles are indicated. 


Jobbers Advance Prices 
in New York 


New York jobbers have reported sev- 
eral important price changes in stand- 
ard lines. Further changes are expected 
next week. Stocks on snow goods have 
been completely depleted, due to the ex- 
cessively heavy demand stimulated by 
the recent storm. Street conditions are 
hampering local truck deliveries and 
the forwarding of merchandise from 
warehouse and depot is also affected. 
Collections are satisfactory. Inven- 
tories are nearly completed. 
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Bolts and Sheets Advance — Firmer 
Prices Considered Likely on Pacific Coast 


(San Francisco office of HARDWARE AGE) 

Jan. 7 (By Air Mail) 
OLTS were advanced in price 10 per cent, the price 
of soft steel bars was advanced 15c., base, and the 
price of steel sheets was advanced between 20c. and 
25c., base, during the past week by wholesale firms in the 
local hardware market. Although no other price changes 
of importance have been put into effect at this writing, 
jobbers in this section expect other advances in the near 

future. 

Both jobbers and retailers are still busy tabulating 
their inventory figures, and the volume of current business 
is consequently limited. Many of the large industrial 
firms, however, are already entering the market for sup- 
plies and the amount of business that is being done in this 
connection is steadily. increasing. Retailers have placed 
fair orders for future shipment, but the retail trade is, 
of the most part, buying conservatively against future 
needs. 

Conditions in the southern part of the State, in the 
neighborhood of San Diego and Los Angeles, are more 
or less similar to those prevailing in this section. Retail- 
ers seem to be buying with caution in spite of the fact 


AXES.—Current business in this line HANDLES. — Stocks 
is restricted. Prices are unchanged prices are firm and the demand at pres- 


and jobbers’ stocks are in fairly good ent weak. 


that price tendencies are apparently upward, and jobbers 
say that they do not expect any large volume of business 
until the new year is well under way, and retailers have 
had a chance to dispose of their inventories and check 
up on their requirements. 

In the Pacific Northwest reports indicate that similar 
conditions prevail, although jobbers in Seattle and Port- 
land express confidence that the volume of business during 
the early part of 1925 will be substantiaily better than it 
was during the closing period of last year. Industrial 
activity is regarded as promising, and a large number of 
constuction projects are planned in the Northwest as well 
as in California. 

The unusually cold weather of the past few weeks has 
not materially damaged fruit crops in the southern part 
of the State. Smudges have been used effectively and the 
amount of damage has been kept down so that it has been 
almost negligible. The Westinghouse Electric Co. and the 
Great Western Power Co. plan to undertake experiments 
to test the comparative value of electric heating and 
smudging in preventing damage by frost to orchards in 
Napa County. , 

Jobbers’ quotations f.o.b. San 
Francisco, No. 1, 15%c. per ft.; No. 

2, 14%c. per ft.; No. 3, 1l4%c. per ft. 


% in., smooth rubber hose ranges 
from 9'%c. to 10%c. per ft. 


are adequate, 


shape. a ee fe) . ee SCREWS.—Prices are firmer, stocks 


Francisco Axe handles, No. 1, 
ory, $7.50 per doz.; No. 2, $6.25 per 


Jobbers’ quotations  f.o.b. San 


are moderate and the demand at pres- 


Francisco: First grade, single bitted, doz. Hammer handl i4 in.. $i . 

handled axes, $21 to $25.75 per doz., - a oe ae es as ent is somewhat dull, although some 

bane; sane, Gane, a ben. same. Hay fork handles, 5 ft., $5.75 jobbers report good orders since the 

doz.; First grade, double bitte an- to $6 per doz.; Manure fork handles, Co aicaed £ thi k 

dled, $31.50 per doz.; same, unhan- 41% ft., $6.25 to $6.75 per doz.; Gar- eginning oO IS week. 

dled, $23.50 per doz. — hoe handles, 4% ft., $4 to $4.75 Jobbers’ quotations f.o.b. San 
BATTERIES.—Jobbers report small er doz.; garden rake handles, 5% ft., Francisco: Machine screws, flat head, 


sales at steady prices. Stocks are sat- 


$5. 25 to $6 .75 per 
handles, $5 to $6.75 per doz. 


doz. Long shovel steel, No. 2 and 3, 50 per cent; No. 4 


to 24, 60-10 per cent. Machine screws, 
round head, steel, No. 2 and 3, 50 





isfactory. 

Jobbers’ quotations  f.o.b. San 
Francisco: Columbia No. 6, case lots, 
$34.90 per 100: less than case lots, 
$40 to $40.90 per 100. Hot Shot, No. 
1461, $1.97 +} No. 1662, $2.80 each; 
No. 1562, $2.36 each. 

BOLTS AND RIVETS.—An advance of 
10 per cent was put into effect during 
the past week by some of the local job- 
bers. Stocks are moderate and the cur- 
rent demand small. Jobbers expect a 
larger demand as soon as retailers have 
cleaned up their inventories. The pres- 
ent market for all hardware staples is 
very firm, and evidences of an upward 
price movement in many lines is ap- 
parent. 

Jobber’ quotations f.o.b. San 
Francisco: Machine bolts, large, cut 
threads, 40 per cent; same, broken 
ackages, 25° per cent. Machine 
bolts, small rolled threads, 40 per 
cent; broken packages, 30 per cent. 
Carriage bolts, large, cut threads, 30 
rod cent; broken packages, 15 per 

nt. Carriage bolts, small, cut 
thrends. 33144 per cent; broken pack- 
ages, 20 per cent. Stove bolts, all 
sizes, 70-10 per cent. Small rivets, 
steel, 60 per cent; copper 40-5 per 
cent. 

ELECTRIC APPLIANCES.—Stocks 
have been somewhat broken by the 
Christmas business that was trans- 
acted, but jobbers in this section are 
able to meet all local demands at steady 
prices. 

Jobbers’ quotations _f.o.b. San 
Francisco: Universal, toasters, per- 
ecolators, urn sets, irons, etc., 25-10 
per cent. Hot Point, same, 30 per 
cent. 


NAILS AND WIRE.—No price changes 
have been made, although some of the 
local factors in this market consider the 
possibility of an advance in the near 
future more than likely. There is, how- 
ever, little interest being shown in 
nails, at present, outside of the usual 
demand for current needs. 


Jobbers’ quotations f.o.b. San 
Francisco: Wire nails, $4 base, per 
keg; cut nails, $5.35 base, per keg; 
cement coated nails, $3.25 base, per 
keg; roofing nails, $12.90 base, per 
keg. No. 9 galvanized wire, $4. 30 per 
100 1b.; same annealed, $4. 25 per 100 
lb.; Miscellaneous nails and brads, 70 
per cent; barbed wire, $4.70 per 100 

cattle wire, $4. 80 per 100 Ib.; 
hog wire, $4.10 per 100 lb. 


ROOFING PAPER.—Interest is fair, 
prices are holding and the supply ap- 
parently ample for immediate needs. 


Jobbers’ quotations f.o.b. San 
Francisco: Medium roofing, $2.50 per 
roll: heavy aT $3.05 per roll. 
Building paper, $2.05 per roll; 
2 ply, $1.94 per a%, “staan paper, 
75¢ec. per roll. 


ROPE.—Future orders are fair. Prices 
are very firm and the anfount of stock 
on hand in jobbers’ warehouses is ade- 
guate for current business. 


Jobbers’ quotations (f.o.b. San 
Francisco: No. 1, Manila, ~~‘ 
brands, 23c., base, per Ib.; 2 
Manila, standard brands, 22¢c. Sen 
per lb.; Hardware grade, 2l1c., base, 
per lb.; No. 1 sisal, standard brands, 
23c. base, per lIb.; ‘No. 2 sisal, 16c. 


RUBBER HOSE.—Jobbers have had 
fairly good advance orders for hose. 
Stocks are fair and prices firm. 


per cent; No. 4 to 24, 60-10 per cent. 
Machine screws, both flat and round 
head, brass, No. 2 and 3, 45 per cent; 
No. 4 to 24, 55 per cent. 

Wood screws, flat head, steel, 75 
per cent; round head steel, 72% per 
cent; flat head, brass, 67% per cent; 
round head, brass, 65 per cent; round 
head blued, 72% per cent; round head, 
nickel plated, 57% per cent; galva- 
nized iron, 35 per cent. 


STEEL SHEETS.—Galvanized sheets 
have*been advanced 20c. base per 100 
Ib. and both blue annealed and black 
sheets have been advanced in price 25c., 
base, per 100 lb. Demands are strength- 
ening, and stocks are not as large as 
they have been., Soft steel bars were 
also advanced 15c. base, out of ware- 
house. 


Jobbers’ quotations _f.o.b. San 
Francisco: No. 1 lue annealed 
sheets, $4.40 per 100 lb.; No. 26, black 
sheets, $5.15 per 100 Ib.; No. 26, gal- 
vanized sheets, $5.95 per 100 lb. Soft 
steel bars are $3.15 base. 


WIRE CLOTH AND POULTRY NET- 
TING.—Although no price changes 
have been made in any of the lines 
listed under this heading, the tendency 
in the market is toward higher prices. 
Stocks are fair and the number of 
future orders on jobbers’ books fair. 


Jobbers’ quotations f.o.b. San 
Francisco: Black wire cloth, 12 ——— 
$2.40 per 100 sq. ft.; 14 mesh, $3.4 
per 100 sq. ft. Galvanized, 12 Png 
$5 per 100 sq. ft.: 14 mesh, $3.20 to 
$3.70 per 100 sq. ft. Copper, 12 mesh, 
$8.50 per 100 sq. ft.; 14 mesh, $7. 50 
per 100 sq. ft.; 50 ft. rome 10c. addi- 
tional. Poultry netting, 40-10-5 per 
cent before galv., 40-5 per cent, galv. 
after weaving. 
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Boom in New England Shelf Hardware— 
January Business Starting Off with a Rush 


(Boston office of HARDWARE AGE) 

4 NYHERE are instances where retail houses did more 
business than in 1923, but more that broke about 
even or went 5 to 10 per cent behind. But these 

facts are not as discouraging as appear at first blush. 

The average retail dealer, it is said, came up to Jan. 1 

with a much smaller stock than was the case a year back, 

and consequently is in a stronger cash position, even 

though Christmas sales did fal] behind 1923. 

January with the jobbing trade has started off with a 
rush. In fact, the wholesale market is enjoying a fair- 
sized boom. Current bookings are about equally divided 
between immediate and future wants. An exceptionally 
large variety of merchandise is being purchased by the 
retai] trade, but as previously noted distributors of goods 


BOLTS AND NUTS.— Considerable trade these days. 


talk is going the rounds here of an im- as a year ago. 


are exercising caution in ordering. Jobbers came up to 
the new year with stocks quite well dissipated, but since 
then have received a large tonnage of merchandise. 
Manufacturers in genera] are up to schedule on deliveries, 
although some are behind on certain items, this being 
especially true in builders’ hardware. 

Wholesale mill supply houses are busy and growing 
more so every day. The shortage of drills previously 
noted in the trade remains one of the few drawbacks to 
a still larger business, but this situation should be soon 
rectified inasmuch as jobbers have placed some _ sub- 
stantial orders with drill makers since Jan. 1. Heavy 
hardware items are moving better. The upward tendency 
of mill prices has been the primary factor in starting 
business up, say the heavy hardware jobbers. 


Prices are the same $10.25; steel gravel, 14 teeth, $11.05; 
16 teeth, $12. 
Edgers.—Turf, long handle, $10.90 


pending advance in nuts. One manu- We quote from Boston jobbers’ ee makes, 8@c. to 
facturer is reported to have withdrawn me : ae . $3.35 per doz. net. 

; rpenter’s Chalk.— White, $1.28 Weeder oa Fork Weedi 
prices. per gross; red, $1.60; blue, $1.60. win” Te cae Gen mek: eee 

We quote from Boston jobbers’ CHALK LINES.—Forward bookings woeders, $2; garden forks, $2.25 to 

stocks: , j ; . , 6 

Bolts. Machine, square _ head, for chalk lines are in order. Orders a a 

H. P. nuts, 7 one 5 per gent Se- taken so far this month are well ahead floral sets $1.50 to $12.80 per doz. 

count; Square ea an square . . 

nuts, 35 per cent discount; bolt ends of those for the whole of January, 1924. HAMMERS. — One of the leading 

40 e- discount; tap nome, — We quote from Boston jobbers’ makers of hammers has issued new lists 

plus common carriage bolts, stocks: “i ; ; - 

and 10 per cent discount. Chalk Lines.—Monarch brand, No. which show an advance of approxi- 
yar a ——_ — So $0.7 per gross net; No. 1, $6.30; No. mately 10 per cent in prices, and job- 

and C.P. C. & T., square ant exa- > 75. s ey : . 

gon, less lc. per Ib.; others, list. COTTON WASTE.—With th al bers have adjusted their quotations ac- 

Semi-finished hexagon nuts, ,-in. / ae 4 o—— vv i e genera cordingly. 

and smaller, 60 and 10 per cent dis- recovery in the machine shop trade has ; a a 

ecount: larger, 50 and 10 per cent om b tt d d f tt ste W e quote from Boston jobbers 

discount; finished case hardened nuts, come a better demand for cotton waste. stocks: 

50 per cent discount. Retail hardware dealers also are laying Pe gy i'd nino ke septate 
BOTTLES.—Local jobbers have been !” supplies. 13, $10.; 50; No, 71. $13.65; No. 711%, 
advised, they say, of an impending ad- aca quote from Boston jobbers’ Wak oe ee TF, tan — No 

° — — . STOCKS: ie . > 
ee in the 28 age vacuum bottles. Cotton Waete.—In five pound bags. age dos. net; No. 71, $14. 52: 
Jetails are lacking owever. “6c. a lb. net; in 10 Ib. bags, 24c.; *" Riveti ‘ae __ - 
: in 100 Ib. bags, 20c. White extra, in a in bat ae a ee ee 
= quote from Boston jobbers one pound cartons, 27c. a Ib. R9 “ee » sO. , a3, INO. , 

StOcKS: 74, 

Bottles.—Vacuum, Landers, Frary CLIPPERS.—The movement of. toilet Heavy Hammers, etc.—Heavy, un- 








der 5 Ilb., 60 per cent discount; over 


c . N 1, $1.75 each list; . . 

Bag ‘2. $0.75: "No. 70, +e 85: No. 71, clippers out of stock continues encour- 5 Ib., so and o per cent discount. 

‘95: No. 72, $2.95 No. 81, $2. No. 90} F ; S , it1)9- Stone hammers, 60 per cent discount, 
oy No. 99 $2. 35: No. gt By aging, say jobbers. The supply situa wood choppers, mauls, 60 per cent 

Discount, 25 and 10 per cent. tion is somewhat better than it was discount. 

00, 95c. each list; No. during the latter part of 1924. HANDLES.—A steady call for all kinds 

1, $1; No. 2. $1.60. Discount, 25 and . ; . ‘ a 

10 per cent. We quote from Boston jobbers’ of handles is reported by the jobbing 

stocks: ' ; 
BUILDERS’ HARDWARE.—The de- | Clippers—Toilet, Mayflower, No. 00, won a — = good 
, ’ aa each net; Plymouth No. 1, 95c.; condition, and no delays in deliveries 
mand for builders’ hardware is coming No. 0, $1.15: No. 00, $1.25. Success, cane: ananiiieiiniad y 
ahead very fast. The New England re- a eet omg — sera ' ~~ : oat : 

: : . - Sharpe, a inds carried by loca We quote from Boston jobbers’ 
tail trade evidently 1S confident a large jobbers, $4.50 list; discount 25 and ad ly ° 
amount of building will be done this ae cent. yaa Handles.—Axe, hickory, first qual- 

: . _a ¢ ity, 28- 
winter and spring. Steel front door na No. te > Se eee one $739: Ss in” are a dos. net; 50-in. 


Pick.—First alae. 36-in., $7.67 


sets and a few other items are coming pigg7gnN GOODS—A new list has ver Gan. met 


wly, say jobbers, but whole- . ‘ . 
forward slowly, say jobbers, bu been issued on the Disston line of saws, Hay Fork.—Chucked and_burred, 
sale stocks otherwise are in fairly good ; straight, 4-ft., $3.20 per doz. list; 4%4- 
paren st trowels, saw blades, etc., which shows ft., $3.60; 6-ft., $6.70; bent, 314-ft., 
; a slight upward readjustment on a few $8.40; $-£t.. 38. UF | 4'%-ft., 4.90: a-ft., 
; : >. iscount, 33's per cent. 
BULBS.—A es re to — items and no change on others. Manure Fork.—Rent, plain, $3.80 
5c. - nd larger electric . per doz. list, with ferrule, $5.40; 
ong al pt gua GARDEN TOOLS.—The garden tool malleable, D-handle. plain, $6.60, with 
Sa See oe oe situation is a snug one in so far as the Wont tpmaadis mete baeee itn noe: 
; ato tobbera’ . , : oO -handle, plain, $6.90; wi er- 
OT aes from Boston jobbers jobber is concerned. Most of the whole- rule, $8.40; discount, 10 per cent. 
Bulbs.—Electric light, 100 watt, sale houses in this territory are well Spading Fork.—Malleable, D-han- 
clear, 50c. each list, white 55c., bowl wid ahead h , iy dle, $6.60; wood D-handle, $6.90; 
enamel 55c., blue glass 80c.; 150 watt, sold ahead on such equipment, and are strapped with malleable D-handle. 
clear 65c.,. bowl enamel 70c; 200 continually adding new orders. $11.10, discount, 33% per cent; wood, 
watt, clear 80c., bowl enamel, 85c.; with D-handle, $11.40; discount, 10 
300 watt, clear, $1.25, bowl enamel We quote from Boston jobbers’ per cent. 
$1.35; 500 watt, clear $2; 750 watt, stocks: Hoe.—Field, chucked and _ burred, 
clear $3.50. Hoes.—Shank, 7%-in., $9.15 a doz. poplar and ash, $3.40 per doz. list; 
Flashlight, Nos. 1161 and 1162, 12c., net; socket, 7%-in., $9.95; round top not chucked, ash, $3.40. Mortar hoe, 
ach list: Nos. 1180 to 1199, 12c. each. onion, $9.95; socket meadow, 9-in., 6-ft., $6.70; discount, 33% per cent. 


Discount on 50 or more unit packages $11.40; Rhode 


$10.40, socket, $11. 


we shank, 9-in., Rake.—Garden, 6-ft., $6.20 per doz. 


list, 3314 per cent discount; steel D- 


35 > . : 
» per cent Rakes.—Light seek, 12 teeth, $4.80 handle, $2.28 net. 
CHALK.—Carpenter’s chalk is figuring per dozen net; 14 teeth, $5.28; 16 Ferrules.—Manure, $1 per doz. list; 
teeth, $5.76. Regular garden, 12 hay, $1; hoe, 85c.; discount, 3314 per 


in daily orders sent in by the retail teeth. sh 14 teeth, $9.45: 16 teeth, cent. 
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ICE CREEPERS.—Jobbers have made 
a slight downward adjustment in ice 
creeper prices due to competition. The 
change has no bearing on manufac- 
turers’ prices. 


We quote from 
stocks: 

ice Creepers.—Never Slip, men’s 
and ladies’, $2.44 per doz. pair net; 
O. K., No. 0, $2.35; Kennebec, Nos. 0, 
1 and 2, $3. 36; Lumbermen’ Ss, large 
and medium, $3.04; Newark, $3.75; 
Union, with strap, $1.35; Eagle, $1.20. 


PLATES.—Little Giant screw plates 
are now quoted at 40 per cent discount 
by the jobbing trade here, contrasted 
with 35 per cent heretofore. 
RAWHIDE PINS.—The Clipper Belt 
Lacer Co., Grand Rapids, is out with a 
new price list, which shows a slight 
advance in rawhide pins. 

ROPE AND TWINE.—The local job- 
bing trade has made a somewhat be- 
lated advance of 2c. a pound on Manila 
and sisal rope. Hay and cotton rope 
prices remain unchanged. The demand 
for rope is exceptionally good for this 
time of the year. 


Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 
Rope.—Manila, 25c. per Ib., base; 


sisal rope, 20%c.; hay rope, 19¢. - cot- 
ton rope, 46c. 

Lathe Yarn.—Sisal, C130, 19c.; D200, 
19c. per Ib. 

Twine. —Hemp in %-Ib. balls, No. 
12, 40c. a lb.; No. 18, 35c.; No. 24, 33c.; 
No. 36, 32c.; No. 48, 31e. In 
balls, No. 18, 37c. a Ib.; 1 
On reels, No. 18, 36c. a Ib. 
three ply, in 5 Ib. s 
No. 1, 62c. a lb.; masma, No. 2, 5 
jute, in %-lb. balls, 27c.; cable 
No. 36, 75c. Wool twine, Pew ply, in 
1-lb. balls, 17c. a Ilb.; marlin, two 
ply, in 1-lb. lots, 24c. a Ib.; in 50-Ib. 
rolis, 27c.; three ply, in 1-lb. balls, 
23c. a lb.; in 2-lb. balls, 20c. 


RULES AND LEVELS.—Some | flat- 
tering business in rules and levels is 
being booked by the jobbing trade. 
Based on current bookings, -retail 
stocks, in a great many instances, must 
have been allowed to get quite low. 


We quote Boston jobbers’ 
stocks: 


from 
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Rules.—Stanley line, No. 61, square 
joint, $2.63 per doz. net; ‘No. 
$3.48: No. 68, fourfold, $1. 91; No. 42. 
ship carpenters’, $5. 04; No. 51, draft- 
ing scale, 

Levels. “Stanley line, No. 0, 28-in., 
$1.20 each, net; No. 7%, 36-in., $2.02: 
No. 30, 28-in $2.44; No. 237, "24-in., 
$3.72. Sand, No. 30, $4.50 each, net; 
No. 26, $4. 75: No. 28, $5; No. 30, $5.25. 


SHEARS.—Retail dealers are placing 
good orders for all kinds of shears, as 
well as for garden tools, garden hose, 
cultivators, etc. Jobbers are well cov- 
ered for 1925 requirements. 
We quote 
stocks: 


Sheep Shears.— True Vermonter, 
960. $8.25 per doz. net; No. 057, 


Border Shears.— No. 104, $3 each 
net; No. 105, $3.50; No. 106, $3. 

Hedge Shears.—No. 100, ladies’, 6- 
in., $1 ea —_ No. 100, men’s 7-in., 
$1. 30; No. 100, 9-in., $1.65; No. 101, 
9-in., $1.75. 

Pruners.—Clyde, No. 5403, oe 
$25 per doz.; No. 5402, 24-in., '$28; No. 
5406, 24-in., $17.50. Handy Andy, $15 
per doz. 


STEEL WOOL.—Those retail hardware 
establishments putting their paint de- 
partments in order for spring business 
are buying considerable steel wool. In 
fact, the market is more active than it 
has been before in months. 


from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Steel Wool.—In 1-lb. packages, No. 
00, 52c. each; No. 0, 36c.; No. 1, 30c.; 
No. 2, 26c.; No. 3, 24c. 


TAPS.—The J. M. Carpenter Tap & Die 
Co., Pawtucket, R. I., has notified the 
jobbing trade that effective Jan. 15 
prices on regular taps up to 1 in. will 
be about 10 per cent higher. This 
change is the first one made by the 
company in about two years. 


TURNBUCKLES. — Heretofore manu- 
facturers of turnbuckles have had one 
list for straight stub ended ones and 
another for those tapped right and 
left. They now announce one list for 
all kinds, together with new discounts, 
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which amounts to an advance running 
as high as 25 per cent on some sizes 
of stub ends. 


WEATHER STRIP.—The movement of 
weather strip continues highly satisfac- 
tory. Jobbers’ stocks are fast dwin- 
dling and without question will clean 
up well this season. 


We quote from Boston jobbers’ 
stocks 

Weather Strip.—Bosley, felt, No. 
70, Sc. a ft. list; No. 71, 5c.; No. 
71% 7c.; No. 74, 10¢c.; No. 75, 12e. 
Discount on full bundles, 65 per cent. 
Excelsior, felt edge, Nos. 60 and 61, 
oc. a ft. list; No. 61%, 7c.; No. 62, 
8c.; No. 63, 9c.; No. 64, 10c.; No. 65, 
12¢. Discount, on full bundles, 65 
and 10 per cent. Flexible felt, 
3c. a ft. net; No. 3, 3%c.; No. 4, 4c. 
Spring bottom strips, rubber edge, 
stained black walnut, 30 in., $5 a doz. 
net; 36 in., $5; 42 in., $5.65. Axtell, 
$6 per doz. 


WRENCHES.—Jobbers have made an- 
other adjustment in prices on Stillson, 
Walworth and Trimo pipe wrenches, 
this time to 65 per cent discount, con- 
trasted with 60 and 5 per cent a week 
ago and 66 2/3 per cent before that. 


We quote from Boston jobbers’ 


stocks: 


Knife and Steel Handle.—Coes, 6- 


in., $15 doz.; 8-in., $18; 10-in., $22; 
12-in., $28; 15-in., $38; 18-in., $48; 
21-in., $58. 

Key Model.—Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84. Discount of 


40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches. — Stillson, Trimo, 
ee and Pexto, 65 per cent off 
is 

Miscellaneous. — Dropforged 
wrenches, 62% per cent discount; 
Westcott, 25 per cent discount; agri- 
= wrenches 60 per cent off 
ist 

We quote f.o.b. factories: 

Snap-on Wrenches.—No. 50, Radio 
and Dictekend Set, ar Pa 101, Mas- 
ter Service Set, $15. No. 202, 
Heavy Duty Set, $6.80; No. 404, 
flexible Socket Set, $8.75; 5B, 
Screw Driver Blades, $3.40. All 
Snap-on Wrenches less 40 per cent 
f.o.b. Boston. No. 900 set, square 
socket, $3.70: +4 303, Ford Master 
Service Set, $14 





Specific Tacks for Specific Purposes 


(Continued from page 54) 





the retailer. The manufacturers who find the busi- 
ness of automobile manufacturers profitable have not 
altogether felt the loss in the housefurnishing line. 
However, the new creation of volume has not helped 
the retailer and package consumption still continues 
to diminish. While the auto industry has helped the 
tack manufacturer increase his volume, there have 
been other cohditions working unfavorably in other 
branches of the industry. Shoe repairing has been 
put on a different plane since the introduction of au- 
tomatic machinery to cement, sew and generally re- 
pair shoes.’ This has brought about a much reduced 
consumption of shoe nails and tacks. Rubber heels 
are so universally used that the manufacture of heel 
nails has been discontinued by many tack makers. 
Women’s shoes are now made with such light soles 
that in many cases they will not stand repairing, and 
owing to the advancement of repair prices many 
people prefer to buy a new pair of shoes rather than 
have the old ones repaired. It is noticeable also that 
home shoe repairing has fallen off and that this has 
reduced the volume of cobblers’ or iron shoe nails con- 
sumed. The basket industry has introduced machin- 


ery for stiching with wire to replace the hand use of 
tacks. The tremendous loss in home use has dimin- 
ished the sale of tacks by retaiJers, while almost noth- 
ing has come in to replace this loss. As a result in 
many cases tacks are carried only as a necessary line. 
For this reason I believe that the range of tack styles 
and sizes should be reduced. I believe that the only 
way to increase home consumption of tacks is to edu- 
cate the customer to the specific uses of various kinds 
of tacks about the home. Most people have only a 
knowledge of the use of tacks as applied to carpets, 
and under present conditions a few retailers can af- 
ford to take the time from the more profitable lines 
to pay attention to single package tack sales. Conse- 
quently tacks are sold only when customers ask for 
them. What is needed to help the retailer is a cam- 
paign by which the hardware clerk will be educated 
as to what tacks to sell the customer for the different 
specific purposes for which tacks are used. With this 
knowledge at hand the clerk can gradually educate 
the customers who will in turn buy more tacks, and 
will at the same time get the kinds and sizes of tack 
suited to their purpose. 
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Snow Goods Stocks Depleted 
Entirely in New York— 
Inventories Nearly Completed 


HE recent snow storm in the metropolitan area completely 
depleted. wholesale stocks on snow shovels, snow pushers 
and sidewalk cleaners. Sled stocks were also affected. Dur- 
ing the past week retailers have phoned jobbers continually asking 
for rush shipments on snow goods of any available brand and 


style. 


While jobbers have attempted to pick uy small lots, for 


dealers, it is practically impossible to obtain any snow goods in 
this section, and indications are that it will not be possible for 
jobbers to secure additional stocks this season. 

Local truck deliveries, which also affect transportation of mer- 
chandise from warehouse to depot, have been hampered by street 
conditions in downtown New York. At press time many im- 
portant traffic streets are almost impassable, due to snow and ice. 

Inventories are nearly completed and early reports indicate 
that the average stock is very low, just as was predicted in this 


section four weeks ago. 


There has been a good fill-in demand 


on staple lines, and the trade at large appears very busy. 
Several important price changes, all of them advances, are 


given on this page. 


Further changes will be given next week 


as jobbers are busy revising lists at press time. 
Collections have been satisfactory. 


Linseed Oil Advanced 


Linseed oil advanced Ic. and is in fair 
demand. Stocks appear satisfactory. 
Prices have a tendency to advance. 


Prices to retailers, f.0.b. New York: 
Linseed oil, in lots of less than 6 
bbl., $1.21; in lots of 5 bbl. or more, 


18. 

Calcutta linseed oil, in bbl., $1.30. 

Boiled oil 2c. extra; double boiled 
oil 3c. extra. Oil in half bbl., 5c. per 


gal. additional. 


1925 Pruning Shear Prices 


Last week metropolitan jobbers an- 
nounced 1925 prices on pruning shears. 
We present them again in a belief that 
they are representative of current local 
offerings. 


Jobbers’ quotations to 
f.o.b. New York: 


PRUNING SHEARS 


S. Smith No. 0 Spiral spring, 9 in., 
$4.70 doz.; No. 21 Flat spring, 9 in., 
: No. 30 Volute spring, 9 in., 
No. 40 Volute spring, 9 in., 

P., $14. 70 per doz.; No. 130 0 Volute 
ot aM ratchet nut, $9.70 per doz.; 
No. 140 Volute spring, 9 in., N. P., 
ratchet nut, $16.35 per doz.; No. 4770 
Volute spring, 6 in., N. P. ‘312. 70 per 


doz. 

Disston’s BPxtra Quality.—No. 150 
Volute spring, full pol., 8% _ in., 
$24.75 per doz.; No. 250 Voiute spring, 
half pol., 8% in. .. $21.50 per doz.; No. 
152 Hinge spring, full pol., 83, in., 
$24.75 per doz.; No. 252 Hinge, half 
pol., 8% in., $21. 50 per doz.; No. 153 
Leaf spring, full pol., 8 in., $24 doz.; 
No. 253 Leaf spring, half pol., 8 in., 
$20.75 per doz. 

Disston ow" Shears.—No. 1, 
Heavy, 27% in., $2.25 pr.; No. 2 Med., 
27% in., $2.17 pr.; No. 3 Heavy, two 
curved jaws, 27% in., $2.17 pr.; No. 5, 
ses or 9 in., pol. ’ blades, 3% in., 


$1.65 

Sta Lm ee Pruners. — 6-ft., 
$1.30; 8- *w $1. 40: 10-ft., $1. 55; 12-ft., 
$1.70 each. 

Disston’s Extra Fi -ay | Tree Pru- 
ners.—6-ft., $2.80; 8 $3.05; 10-ft., 
$3.35; 12- ft., $3.50 aa 


retailers, 





Little Giant Pruning Hooks and 
Saws, $2.15 each. 

Orchard Pruning Hooks and Saws, 
$2.10 each. 

Pruning ce 8 xy . x 16, 
99c. each; 4 x 16, 19 each; x 16, 
$1.25 each; 7 7 x 16, $1 43 each; 40 x 16, 
8lc. each. 

Pruning knives, 62c. each. 


Bar Solder Advanced 


Bar solder has advanced another 'c., 
due to a rising lead market. All kinds 
of solder is active in this section. The 
sale on the prepared solder is particu- 
larly good. Stocks are fair. 


Jobbers’ quotations fo 
f.o.b. New York: 
Bar solder (half and half); 


retailers, 


43c. 


per lb.; strip solder, 48c. per Ib.; 
Kester solder, acid or rosin core, 
68c. per Ib. 


Nails and Brads Up on Small 
Lot Quantities 


As announced elsewhere in this re- 
port, wire nails and brads in one-pound 
papers have advanced 5 per cent, 
The new price is 70 and 5 off list. 
Otherwise prices are unchanged in this 
line, so there is no assurance against 
advances some time in January. The 
demand is satisfactory and stocks ap- 
pear adequate. 

Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Nails.—Wire nails, $3.60 base per 

eg. 

Cut nails, $4.15 base per keg. 

Wire nails and brads in small lots, 

70 and 5 per cent off list, in 1-lb. 

papers. 

Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 Ib.; galvanized, $8.05 to 
$8.25 per 100 Ib. 

American felt roofing a. yx 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 


Reading matter continued on page 70 
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N. Y. Price Advances 
Announced by Jobbers 


Several price changes have been 
announced in the New York mar- 
ket. Others may follow next week. 
Jobbers report the following ad- 
vances: 

Maydole hammers, 10 per cent— 
See complete item elsewhere on this 
page. 

Stillson wrenches have advanced 
72 per cent and are now quoted at 
65 off list. 

Wire nails and brads have been 
advanced 5 per cent and are now 
quoted at 70 and 5 per cent in 1-Ib. 
papers. 

Certainteed roofing is up about 
oc. a roll. 

Some jobbers are advancing cop: 
per screen cloth lc., and now quote 
534c., with a new price of 614c. on 
the bronze screen cloth. 

Tacks are expected to advance 20 
per cent. 

O’Cedar mop and polishes are ex- 
pected to advance immediately. 

Bar solder has advanced 1c. 

New York jobbers believe that 
hickory handles for hammers, 
hatchets, axes, picks and sledge 
hammers will advance very shortly. 

White lead and oxides have ad- 
vanced 1c. per lb. over the previous 
list of Dec. 19, 1924. The advance 
became effective Jan. 6 with the 
National Lead Co. and Jan. 5 with 
Eagle-Picher Lead Co. 

Linseed oil advanced Ic. 


Sheet Demand Improved 
Advances Likely 


Leading distributors of sheets report 
that advances, particularly on galvan- 
ized sheets, are justified and may be 
expected shortly. The demand has im- 
proved somewhat. Stocks are fair. 


Prices to retailers, f.0.b. New York: 
Galvanized sheets, 28 gage, $5.60 


to $6. 
Copper sheets, in case lots, 21%c. 
base. 


Less 25 per cent discount on extras. 
Zinc sheets, cask lot, base 12c. 





Battery Prices Firm 


Radio batteries are very active in the 
metropolitan market. Prices are un- 
changed and stocks appear to be in 
fairly good condition. This demand is 
expected to continue very briskly for 
three or four months. 

Jobbers’ tw sce to retailers, 

f.o.b. New 

Batteries, No. 6, dry cells, ignition 
type, 26c. to 29¢. each. 
Radio ‘‘B”’ batteries, oe a = 
uantities, No. 766 eac 
ta $1.14 each; ND. * “, 44 each; 
No. 772, $2.44 each; vay 0, $8.09 
eac 


Radio “CC” batteries, 
each. 


No. 771, 39c. 
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Gabriel Rolled Steel 

Coal Chute folded for 

economical __transporta- 
tion and storage. 


New Gabriel Features 
that Increase Sales 


While most coal chute makers have been content to go 
along the same old lines Gabriel constantly forges ahead 
with new features of convenience, utility and appearance. 





Hardware dealers will be interested in the latest sales- 
building features of Gabriel Rolled Steel Coal Chutes. 
One of these is the automatic opening of the door upon 
release of the catch, a convenience heightened by the 
attachment of a roller and chain to each door. This per- 
mits placing of cord release at any desired point of 
vantage in the house thus eliminating descent to the 
basement when coal arrives. 


To the known dependability of Gabriel Coal Chutes 
should be added their attractiveness and indestructibility 
—features which add the force that multiplies sales. Just 
as interesting to the dealer are the economies of storage, 
handling and shipping gained with the collapsible feature 
of Gabriel Chutes. Durability and convenience assure 
you satisfied customers. 


Return the coupon for further details. 


GABRIEL STEEL COMPANY 
Bellevue Ave. Detroit, Mich. 


GPBIay 











PRODUCTS 
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The Gabriel Ash Pit Door: 





The Gabriel Fireplace Ash 
Dump. -- 





Gabriel Double Leg Scaf- 
fold Bracket. 





Gabriel Collapsible Horse 


Legs. 





+ 
| 
| 
| 
| 
| 
| 
| 
| 


GABRIEL STEEL COMPANY 
Bellevue Ave. Detroit, Mich. 


Send further information. and prices 


on Gabriel Rolled Steel Coal Chutes. 
POD. noc diss cer cpaedonyesws rere 
pO Ee ee re H:A.1-15-25 
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Screw Prices Firmer— 


months. 
city are practically uniform. 


and nuts are in the same condition, 


Bolts and Nuts Same 


Screw prices in the New York market | 
are firmer than they have been in six 


Quotations in all parts of the | 
Bolts 


and both lines are becoming more active 


as dealers fill 


in stocks which were 


found somewhat broken after inventory. 


SCREWS 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Wood screws, iron bright, flat head, 
72%, 25 and 5 per cent. 
Same, iron blued, round head, 70, 
25 and 5 per cent. 
Same, brass, flat head, 70, 25 and 
® per cent. 
Same, brass, round and oval head, 
67%, 25 and 5 per cent. 
ot —— flat head, 57%, 25 

and 5 per cent 

Nickel plated, flat head, 60, 25 and 
5 per cent. 

Full packages are extra 5 per cent. 


BOLTS AND NUTS 


Jobbers’' quotations to. retailers, 
f.o.b. New York: 

Boits.— Common _ carriage bolts, 
small sizes, 35-10 per cent; large 
sizes, 35 per cent. 

Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 45 to 50 per cent. 

Stove bolts, 75 to 7 and 10 per 
cent; both flat and round head. 

Sink bolts, 75 to 75 and 10 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% _per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 33% and 
5 per cent. 

Round head iron rivets, 60-5 per 
cent; tinners’ rivets, black and tin, 
60 and 5 per cent. 

Cap screws, 80-10 per cent. 


New Hammer Prices 


In line with the 10 per cent advance 
on Maydole hammers, New York job- 


bers announce prices as follows: 


to 


weather. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Maydole nail hammers, No. 0, $16.80 
per doz. No. 1, $16.65 per doz. No. 
1%, $12.60 per doz. No. 2, $11.80 per 
doz., and No. 3, $10.50 per doz. 


Stove Goods Active 


Dealers report very good sales on | 
all kinds of stove goods, due, it is said, 
the storm and continued cold . 
Prices are unchanged and | 


stocks appear adequate. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Dampers, 4%-in., 10c. each; 5-in., 
10c. each; 5%-in., lle. each; 6-in., 
12c. each; 7-in., 18c. each. 

Stove pipe elbows, 4%-in., 13c. 
each; 5-in., 1l4c. each; 5%-in., 16%c. 
each; 6-in., 18c. each. 

Stove lifters, l-in., 6c. each; 2-in., 
7c. each. 

Stove pipe collars, 4-in., 3c. each; 
4%-in., 4c. each; 5-in., 4%c. each; 
51%-in., 5c. each; 6-in., 5%4c. each. 

Stove boards, 24 x 24, $7.90 per 
doz.: 26 x 26, $8.55 per doz.: ‘sx Be. 
$9. 60 per doz.: 30 x 30, $11.40 per doz. ; 
32 x 32, $13. 45 per doz.: ; 35 x 35, $16.75 
per doz.; 30 x 36, $15.40 a doz. : 40 

$19.05 per doz. 

ih sifters, rotary type, a each. 
Moore’s handy truck, -— ch 

Flue stops, 6%c. eac 

Coal hods, ee oe plain body, 
open round bottom, 17-in., 52c. each. 

okers, % x 20 straight, 6%c. each; 

x 20 bent, 6%c. each; Neverbreak, 
19%c. each. 

Pokers, furnace type, heavy wrought 
iron, 3 ft. long, 72c. each; 4 ft. long, 
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90c. each, and 5 ft. long, $1.10 each. 
Flue scrapers, black iron, 30 in. 
long, 4%c. each. 
Fire shovels, japanned, 4% x 15, 
7c. each; 5 x 20, 8c. each. Never- 
break brand, 39c. each. 


Transportation — Difficulties 
Hamper Shipping Rope 
Demand 


Street conditions along the water 
front have hampered the transportation 
of rope seriously. The storm made it 
necessary for shipping companies to 
place fairly large emergency orders, 
which have been difficult to deliver on 
account of the street conditions. The 
snow is now being removed and the 


difficulties of delivery will be reduced. 


Prices will hold until March 1. Stocks 
are satisfactory. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Rope, No 1, Manila standard 
mens sy 25c. per Ib.; No. 2 Manila 
standard brands, 23c. per lb.; No. 1, 
sisal standard brands, 19c. per Ib.; 
_ 2 sisal standard brands, 18c. per 


Twine, 5-ply wrapping twine, No. 
1, 23c. per lb.: No. 2, 21c. per Ib 

India hemp ‘twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 226¢. per 
lb.; fine light, 24c. per Ib. 


Spring Goods Prices 


| 


| 
| 


| 
| 





-— 


There has been a resumption of fu- | 
_ture buying for spring goods. De- | 
liveries for the most part are scheduled 


for March. Dealers are showing con- 
siderable interest in spring hardware 
and express the general. opinion that 
steel goods, garden hose, lawn mowers 
and kindred items will be very active in 


proper season. 


Jobbers’ prices to retailers f.o.b. 
New York: 


LAWN MOWERS 


Three-blade, plain bearings, S&-in., 
wheel, 12 in., $4.85; 14 in., $5.15; 16 
in., $5.50, and 18 in., $5. 80 each. 

Same, ‘with ball bearings, 12. in., 
“ 65; 14 in., $7; 16 in., $7.35, and 18 

$7. 70 each. 

""Peieie. 9-in. wheel. ball bear- 
ing, 12 in., $8.25; 14 in., $8.55; J6 in., 
$8.85, and 18 in., $9.25 each. 

Same, with 10'%-in. wheel, 14 in., 
$9.50: 16 in., $10; 18 in., $10.50; 20 in., 
$11.15 each. 

Five-blade, 10%-in. wheel, ball 
bearing, 16 in. $12: 18 in., $12.70; 
20 in., $13.35 each. 


Same, with 10-in. wheel, 16 in., 
$15.35: 18 in., $16, and 20 in., $16.75 
each. 

SPRAYERS 


Galvanized, 4 gal., $4.88 each; brass, 
4 gal., $7.50 each; bucket pump type, 
$2.75 each. Tin, % pint, 23c. each. 
Tin, 1 qt., 3le. each; brass, 1 qt., 
$1.15 each: galvanized, 1 qt., continu- 
ous, S8c. each. 


HEDGE SHEARS 


Disston, plain, 8 in., $1.65, and 9 in., 
$1.78 per pair: 10 in., $1.90 per pair. 

Disston, notch, 8 in., $1.78; 9 in., 
$1.90, and 10 in., $2.02 per pair. 


BORDER SHEARS 


Without wheel, $2.95 each; with 
wheel, $3.50 each. 
Lawn shear, with two wheels, $3.50 


each. 
LAWN ROLLERS 
4-24 waterweight type, No. 2, 
5 


39: No. 4, $10.70; No. 7, $15.35; No. 
$13.35; No. 9, $17.35 each. 
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Stocks Depleted on 


Snow Goods 
Jobbers’ stocks are completely sold 


out on snow shovels, snow pushers and 


sidewalk cleaners. Retailers telephone 
emergency orders continually and job- 
bers have attempted unsuccessfully to 
pick up small quantities for dealers. 
This present situation has been _pre- 
dicted in the market pages of HARD- 
WARE AGE for the past seven or eight 
weeks. Sled stocks are fair and, un- 
fortunately, transportation difficulties 
are such that it is quite a task for _ 
bers to deliver rush shipments on sleds 
when dealers ’phone for them. We have 
eliminated prices on snow goods in 
view of the fact that they are not avail- 
able. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 


SLEDS 


te at fiyers, No. 1. $2.67 each; 
$3.33 each; No. 3, $4.17 each; 

No. : $4. 37 each; No. 5, $6.17 each; 
Junior racer, $3. 67 cone racer, $4. 50 


ach. 

"ioe Fly, No. 9, $1.42 each; No. 10, 
$1.71 each; No. 11, $2.14 each; No. 12, 
$2.34 each; racer, $2.51 each. 

Sled backs, 75c. each. 


ICE CREEPERS 
Newark ice creepers, $3.70 per doz. 
pair: Union ice creepers, $1.80 per 


doz. pair, and Eagle ice creepers, 
$1.50 per doz. pair, 


White Lead and Oxides 
Advance Half Cent 


Effective Jan. 6, 1925, the Atlantic 
branch, National Lead Co., New York 


_City, announces %2c. advance over the 


Dec. 19, 1924, list on white lead and 
oxides. Effective Jan. 5, 1925, the 
Eagle-Picher Lead Co. announces a 


similar advance. Prices are practically 


uniform, but to avoid any misunder- 


| standing by readers we print both lists 


in the following table. New prices 


will also be noted on dry products. 





Prices to retailers f.o.b. New York: 
NATIONAL LEAD CO. PRICES 


White lead, dry and in oil, in kegs, 
100 Ib. at 16%c.; in 25 lb. and 50 
Ib. at / a "a and in 12% lb. at 16%c. 
In cans, lL ., 21%c.: in more than 1 
Ib., 19%4c. : 

Dutch Boy Red Lead in oil, in 
kegs, 160 Ib. at 17%c.; in 25 and 50 
Ib. at 18c., and in 12% Ib. at 18\4c. 

Dry red lead, and litharge, in kegs, 
100 Ib. at 15%c.: in 25 and 50 Ib. at 
161%c., and in 12% Ib. at 16%c. 


EAGLE-PICHER LEAD CO. 
QUOTATIONS 


Eagle pure white lead in oil, 300 
and 550 Ib., 16%4c.; 100 Ib., 16%c.; 
25 and 50 Ib., 16%c.; 12% ~ i 

Eagle pure dry red lead, lb., 
164c.; 25 and 50 Ib., 164%6c.; 12%, lb., 
16% c. 

Eagle pure red lead in oil, 100 Ib., 
7%c.; 25 and 50 Ib., 18c.; 12% Ib., 
18%c. 

Picher sublimed blue lead in oil, 
100 Ib., 16%c.; 25 and 50 Ib., 16%c.; 
12% Ib., 16% c. 

fagle pure dry white lead and 
we 100 Ib., 16%c.; 25 and 50 Ib., 

c. 


DRY PRODUCTS 


In barrels and half barrels in 
quantity lots, effective Jan. 5, 1925. 

Sublimed white lead, llc. per Ib. 
Super sublimed white lead, 11%c. per 
lb. Sublimed blue lead, llc. per Ib. 
Carbonate of lead, 11i%c. per Ib. 
Litharge, 12%c. per lb. Red lead, 
13%c. per Ib. AAA orange mineral, 
16%c. per Ib. 
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WQVALITY LEAVES 
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R-W Steel Folding Builders’ Brackets 





FOLDED 


Look at the load supported on three R-W Builders’ Brackets! This is a much 
greater load than ordinary working conditions would ever demand—affording a 
tremendous margin of safety. 


R-W Builders’ Brackéts are not only the strongest, but the most practical. They fold into con- 
venient form for handling and take up little room when stored. No more expensive than wood 
brackets, yet last a lifetime. When a job calls for two dozen or more brackets they actually save 
their cost. 


No other steel bracket folds so compactly 
or requires so little space for storage. An 
exclusive feature with R-W Brackets. a S A O ac 


R-W Brackets are very easy to attach—the hook or 
tail screw for fastening to sheathing and studding in- 
sures complete safety, while sway braces prevent 
swinging. Made entirely of high-grade steel and 
reinforced to provide strength and durability. 






Illustration shows the No. 231 with sway brace on 
upright. The No. 261 is the same, but has sway 
braces riveted to side of top bar. 


R-W Builders’ Brackets are packed one dozen to a 
crate and are a very profitable item to handle. If 
you do not already carry them in stock, our nearest 
branch can supply you. 
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January 15, 1925 


December Business in Pittsburgh Ahead of 
Last Year—Prices Are Generally Firm 


(Pittsburgh office of HARDWARE AGE) 


LTHOUGH the new year is not yet very far advanced, 
A hardware jobbers here already are beginning to expe- 
i rience some increase in business and are looking for 
further gains as their road salesmen resume their trips. In 
the check-up of December business it has been found that 
the turnover of last month ran well ahead of the same 
month one year before. This helps the outlook for the next 
few months, especially as the December activity of retailers 
represented actual necessities and in no way strengthened 
their stock situations. The fact that the retailers are 
very lightly stocked and the fact that there is fuller 
employment of labor in this district than a year ago, with 
its attendant buying power, are the underlying factors in 
the optimism which is general in the trade here. It is 
generally realized that so far as productive capacity and 
distribution facilities are concerned the fundamental con- 
ditions in industry are very much the same as they were 
a year ago. With manufacturers able to meet all of the 
natural requirements of the country through efficient 
machinery and ample and efficient labor supply, together 
with railroad facilities for handling an immense business, 
the best in the history of railroading there is little reason 
why distributors should feel concerned about their ability 
to at all times get ample supplies and get them quickly. 
It is this consideration that creates the feeling that there 
is not much likelihood of a runaway market. It is simple 
economics that if buyers do not overload themselves there 
can be no shortage of supplies and consequently no sharp 
advances in prices. It looks as if there will be a good 
business for the first half of this year at least, but it is 
hard to find anyone who expects an abandonment of the 
buying policy of the past few years which has been 
steadily toward frequent purchases and turnovers instead 


of large purchases at infrequent intervals and for that 
reason it is believed that competition for business will be 
reasonably sharp, prices will not move up unduly and that 
the margin of profit will not be very wide. 

The past week has brought out very few price changes 
of importance and these have not shown wide variations 
from former quotations. The holiday business took a lot 
of money out of the purses of the people and they seem 
to be in no hurry to pay their bills, with the result that 
collections in the hardware business are, if anything, 
slightly lower than they were recently. 

The iron and steel situation locally is one of great 
strength, although strictly new business is very light. 
Both pig iron and steel producers filled themselves up very 
heavily with first quarter business and now are producing 
at a high rate on specifications against those bookings. 
No less than 101 of 139 blast furnaces in this and nearby’ 
districts are in production and the steel industry in and 
around Pittsburgh is producing ingots at the rate of 
about 85 per cent of capacity. But to safeguard against 
any misconstruction of this very heavy output it would 
be well to keep in mind that both iron and steel consumers 
over the last half of last year, or to be precise, from 
March until election time, bought very sparingly, cover- 
ing only their known requirements and the heavy pur- 
chases following election were chiefly for stock. Before 
any real line on the second quarter of the year can be had 
it will be necessary to see how well current production 
moves into consumption. Because the election was favor- 
able and Washington is less likely to be a factor in busi- 
ness, many are inclined to the belief that business will 
move with more confidence than it has in recent years 
when there has been so much uncertainty over political 
matters. 





AUTOMOBILE ACCESSORIES.—Lines 
seasonable to this time of the year are 
moving well, but there is no such ac- 
tivity as usually exists when the use of 
the automobile is more general than it 
is at present. 
BATTERIES.—Continued good demand 
is noted for dry cell and radio batter- 
ies, with prices holding accordingly. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 


Broken Unit 
Packages Packages 
Each Each 
 _ eer $1.05 $0.97 
i UE etcéeuss aoe 1.33 1.23 
SS 1.22 1.14 
tT atwedsseeeds 1.40 1.30 
a. Ut cecikwaeewas 2.62 2.44 
i aa 2.62 2.44 
SR TE sic ws eu bdo ions 3.33 3.09 
8 See .42 .39 
No. 6 dry cells, ignition type, 29c. 
each. 


BOLTS, NUTS AND RIVETS.—There 
is still an occasional problem arising 
out of the freight allowed mode of 
selling. On direct shipments from fac- 
tory some manufacturers have estab- 
lished the rule that the freight shall 
not be allowed and take the position 
that the freight allowance applies only 
on shipment into jobbers’ stocks. Re- 
cent prices are holding, but demands 
upon manufacturers are heavier against 
fourth quarter contracts than on first 
quarter obligations. 


We quote out of jobbers’ 
as follows: 


stocks 


Machine bolts, small rolled threads, 
50 and 10 per cent off list: all sizes 
eut threads, 50 per cent off list; 
carriage bolts, small rolled threads, 
50 per cent off list; all sizes cut 
threads, 45 per cent off list; stove 
bolts, 75 per cent off list; tire bolts, 
40 and 10 per cent off list; nuts, hot 
pressed blank or tapped, 3.25c. off 
list; c.p.c. and t. blank or tapped, 
3.35¢e. off list; rivets, small wagon 
and tinners’, 60 per cent off list. 


BROODERS AND INCUBATORS.— 
Retailers have begun to check up their 
stocks in preparation for the demand 
which usually is at its best in Febru- 
ary and March, and jobbers expect 
some liberal orders in the next few 
weeks. 


CHAIN.—The American Chain Co. has 
advanced prices 10 to 12% per cent on 
all wire chains, including halter, tie- 
out and dog chains. U. S. Chain & 
Forging Co. has made the following 
changes in discount on harness chains: 


BUILDERS’ HARDWARE.—There will 
be great disappointment among job- 
bers here if the spring building pro- 
gram is not a large one. All early 
indications are that it will be and they 
have stocked up accordingly. 


CONDUCTOR PIPE.—Copper pipe is 
about 5 per cent higher, in keeping 
with recent advance in raw copper. 
Galvanized pipe is unchanged. Further 
good demand is reported. 


We quote out of Pittsburgh ware- 
houses: 

Galv. sheets, steel pipe, No. 28 
gage, 3-in., $5.25 per 100 ft.; Copper 
pipe, 2 to 5-in., 16 oz., 32 per cent off 
list on direct mill shipments and 28 
per cent off list out of jobbers’ 
stocks. 


DRILLS AND FILES.—Very active 
demand is being made upon local job- 
bers for drills and files, and notably 
the former, from local railroad car 
builders and manufacturers of electri- 
cal equipment. 





Description 


8 “Victor” Breast Chains........... 
27 Concord Toggles, Nos. 487 and 488.... 
28 Concord Toggles, Nos. 485 and 486.... 
29 Halter Loops and Rings, No. 57... 
30 See Se, “BU Id ov nb eS ce ck eses 
30 Squares, Heavy tage a Mls 6+ 

4 


31 Squares, Bridle, No. 


*Not supplied in imitation rubber finish. 


Reading matter continued on page 74 


31 Squares, Halter, No. 56........... 
: Rings, Steel, Breeching........... 
34 Cockeyes, Steel, Triangular, 445-455.. 





XC or IR Japanned Polished 
yous _, ee oe 30% 
Irevrre Plus 30% coceeeoe, 
ee ee Plus 30% errs ee 
... *Plus 60% i. l,i 
-.. *Plus15% [ae ~~ — ——s we eb ee 
oes *5% nti - @eneehas 
Se ee er Plus 5% rr 
.-- *Plus 5% ee” = =— sn og ome 
--- *Plus 25% Plus 25% Plus 15% 
(2tneones Plus 15% meee yee 
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Charles Beshore & Co., Marion, Ind., 
increased their skillet business 400% 
last year by showing Griswold Cast [ron 
Skillets. They now buy Griswold ¢kil- 
lets in barrel lots. The Pickering Hard- 
ware Co., Cincinnati, Ohio, sold 500 
Griswold skillets in 6 days intensive sale! 
They too buy Griswold skillets in barrel 
lots. So do the Frank P. Hall Co., 

; Columbus, Ohio, the  Scott-Voelker 
Hardware Co., Albany, N. Y., M. E. 
Blatt, Atlantic City, N. J., and numerous 
others. This means Griswold skillets 
with a little special attention sell easily 
anywhere. And there’s a_ good-sized 
profit on every skillet. 


















So eee Ce ee ea a ee 














They buy GRISWOLD 
Cast Iron Skillets in barrel lots 


These nationally advertised utensils 
are their own salesmen. Just sliow them. 
Use the new display stands—free with 
your order. They are adjustable to any 
space. Ask for cisplay stands to show 
other famous Griswold cooking utensils. 
Make your store the Griswold store. It 
pays. 

THE GRISWOLD MFG. CO., 
Erie, Penna., U. S. A. 
Makers of the Bolo Oven, Extra Finished Iron 
Kitchen Ware, Waffle Irons, Cast Aluminum 
Cooking Utensils, Gas Hot Plates, Food Chop- 


pers, Fruit Presses, Reversible Dampers and 
Mail Boxes. 


THE LINE THAT’S FINE AT COOKING TIME . 


The stand holds seven 
skillets or griddles, 
any size. Two stands 
hold all sizes, as 
illustrated. Exclus- 
ive adjustable fea- 
tures. Display cards, 
recipe books, folders 
on request. 


\ 
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Reg. U. S. Pat. Off. 
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PAINTING MATERIALS. — Some 
brands of ready made paints have been 
advanced in view of the fact that lead, 
oil and turpentine still are headed 
higher, and it is probable that the ad- 
vance will become general. Lead is up 
4c. per lb. more, while turpentine has 
advanced 6c. per gal. and oil 3c. per 
gal. since a week ago. 

gh to retailers: 


Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 16%, c. per lb. in 100-Ib. 


10 per cent less in lots of 500 
and an extra 5 per cent 


lots; 
lb. or more 


less for lots of a ton or more; tur- 
pentine, $1.06 per gal. in barrel lots; 
linseed oil, $1.28 per gal. in barrel 
lots. 


SAWS.—Henry Disston & Sons, Inc., 
has issued a new discount sheet. 
There were no changes in band or cross- 
cut saws. 

SHEET METAL.—Prices continue to 
move higher on sheet metals, in sym- 
pathy with the primary market. 


Sheet copper now is quoted at 
22%c. per lb. on direct mill ship- 
ments and 22%c. per Ib. out of job- 
bers’ stock. Sheet zine is quoted at 


Milcor Introduces 
Stove Pipe and Elbows 


The Milwaukee Corrugating Co., 
Milwaukee, Wis., announces a new line 
of Milcor products, these being stove 
pipe, stove pipe elbows, and warm air 
fittings. In the literature describing 
this new line particular attention is 
directed to the “Milcor Lock” on the 
stove pipe and to the double riveting, 
top and bottom, on the Milcor stove 
pipe elbows. 

It is said that the Milcor Lock on 
the stove pipe prevents collapse of the 
pipe, either inward or outward. The 
lock runs the full length of the pipe 
seam and may be cut at any point 
without necessitating any riveting to 
insure a continuously tight seam. It 
also is said to permit nesting for ship- 


It is furnished in 26, 28 and 29 


ping. 
gage, in uniform blue sheet steel, and 
in 30 and 28 gage polished. Wire 


bound boxes are used for shipping. 

Two types of stove pipe elbows are 
being made—long and adjustable el- 
bows and corrugated elbows. Both are 
furnished in uniform blue and in pol- 
ished sheet steel. The adjustable type 
is made in 26 gage and 28 gage with 
2 in. ends and in 28 gage with 4 in. 
ends. The one piece corrugated type 
is made in 26, 28 and 30 gage uniform 
wi sheet steel and in 28 gage pol- 
ished. 


Advance Auto Rim Lock 


The Hedwig Sales Corp., 27 West 
Sixtieth Street, New York City, manu- 
factures and distributes the Advance 
Auto Rim Lock, which is a working 
lever that can be attached to any rim, 
including the Ford clincher’ rim. 
When installed, the motorist merely 
pulls the lever until it catches on the 
pin. This simple movement is said to 
reduce the circumference of the rim, 
permitting the tire to drop off. When 
the tire is ready to replace the rim is 
inserted, the lever released and the rim 
pressed ‘back into place with the foot. 

Advantages claimed are saving of 
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12.50c. per Ib. for loose sheets, 11.75c. 
in 100 lb. casks and 11.25c. in 600 Ib. 
casks. 


SHEET STEEL.—Mill prices have un- 
dergone no material change in the 
past few weeks and jobbing prices for 
sheet steel are holding at the levels 
announced about six weeks ago. 


Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5. : 
base per 100 1b.; corrugated N 


No. 
gage, 2%-in., $4.87 per square; B.. 


pass cold rolled black, No. 28 gage, 

$4.60 base per 100 Ib., all for lots of 

one to nine bundles. 
SHOT.—Aijir rifies were such a common 
Christmas present that there is a 
heavy demand for air rifie shot. The 
market still shows a strongly upward 
tendency on shot, in keeping with raw 
lead. There has been another advance 
of 10c. a bag in drop shot. 


SNOW SHOVELS AND CLEANERS. 
—This part of the country has had a 
good deal of snow this winter and there 
has been a rather brisk movement, 
both in a retail and a jobbing way. 
Prices show no change. 





time, effort and money; convenience 
and easy operation, which enables a 
woman or child to change tires with- 











out soiling clothes or injuring hands. 
It is also claimed that the Advance 
prevents the rim from creeping even 
though the shoe is flat. 

It is said that installation is very 


simple. A circular issued by the com- 
pany illustrates the method of appli- 
cation and gives further data. 


Junior Direct Water System 
Self-Oiling Made by Myers 


The F. E. Myers & Bro. Co., Ash- 
land, Ohio, has placed on the market 


January 15, 1925 


Jobbers quote wooden snow 
shovels: No. 3, $6 per doz. No. 20, 
$6.75; steel No. 34, $12; cleaners No. 
5, $4 per doz.; No. 6, $5; No. 7, $7. 


WIRE PRODUCTS.—tThere has been 
a very persistent report lately of a 
further advance of $3 per ton in mill 
prices. This would put nails back to 
$3 base per keg, f.o.b. Pittsburgh or 
Cleveland, and plain wire to $2.75 base 
per 100 lb. These were the prices at 
the beginning of 1924, and the mills 
have long contended that the lower 
prices have been unprofitable. Sixty- 
day contracts are beginning to expire 
and a number of manufacturers are 
canceling unspecified tonnage. Local 
jobbers are beginning to get some fence 
business. 


We quote out of jobbers’ stocks: 


Nails, $3.15 to $3.20, base, per keg; 
No. 9 gage, plain galvanized wire, 
$2.95 per 100 lb.; galvanized barbed, 
2- point cattle, $3. 17 per 80-rod spool; 
2-point hog, $3.39; 4-point cattle, 
$3.38; 4-point hog, $3.66; special 2- 
point cattle, $2.38; woven wire fence, 
1047-11, $39.36 per 100 rods; 1047-9, 
$55.20; 939-11, $35.22: 939-9, $48.85. 


the self-oiling Myers Junior Direct 
Water System for distribution by 
dealers and others interested in the 
sale and installation of water sys- 
tems. The company states that this 
new system is built to occupy small 
space, give severe service and operate 
easily. Installation is said to be very 
simple. 

The system is strictly a fresh water 
unit of ample capacity for the ordinary 
home or residence and for shallow 
wells or cisterns. 


It is a complete unit requiring no 
storage tanks, as it pumps direct from 
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the well to the faucets. It has a ca- 
pacity of 300 gal. per hour a has 
sufficient capacity to supply a Gem 
nozzle at 30 lb. pressure for lawn 
sprinkling. It is motor driven and 
automatically controlled, designed for 
operation on any kind of city current 
or from farm lighting and power sys- 
tems. 

The floor space required is 22 in. by 
27 in. The height of the equipment is 
26% in. The opening of any faucet 
in the distribution system starts the 
motor pump. Leakage of the faucet 
will not affect the motor. 
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The Sensation this Spring 






at. ff Patented Sept. 9, 1924 
a | 


The Cable Folding Steel Cot 


Across the public’s horizon this Spring will flash the greatest sensation 
in years. A real necessity, a permanent success. Antiquates wooden 


folding cots. 


The very latest and best. The public prefers it. Every comparison 
is odious. Preference is instant. No one wants the old style when 
they see the new. 


Enormous Advertising Campaign 


Double spreads in color and pages in The Saturday Evening Post. We reach mil- 
lions everywhere just at the right season. Everything is set for the big sensation. 


Weighs only 17 pounds 


Rubber tipped legs 
Built of tempered steel U-tubing. No wood. olive drab duck. Cot automatically adjusts itself to 
Rubber tipped legs prevent scratched floors. uneven ground. Sanitary. Beautifully enameled 
Open—6 feet 4 inches long, 25 inches wide, 17 in green. Sturdy. Built to last a lifetime. 
inches high. Folded—S5 inches by 7 inches by Retail 
38 inches. Weighs only 17 pounds. Opens or i ee ee nt 
: : THE CABLE CORPORATION H.A.2 
closes in 50 seconds. Non-squeaky. Reinforced the same Woolworth Building, New York, N. Y. 
joints, heavy steel rivets. Tailored top of 12 oz. as wood. a a a a a 
trade. Please send prices and details. 


Firm Name.. 


Cots packed individually in 
fibre cartons 





Address 
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New Year Starts Auspiciously in Cineinnati— 


Wholesale and Retail Sales Good 


(Cincinnati office of HARDWARE AGB) 
HE first few days of the new year give every promise 
of justifying the confidence of the trade that this 
_ Retail dealers report sales 
excellent, and though jobbers’ salesmen have been on the 
road only a few days, the orders coming in would indicate 
that dealers are more confident than they have been of 
There is an evident desire to place orders for 
spring merchandise, and while the buying is still rather 
conservative, it is much greater in volume than has been 
the case fér a similar period during the past few years. 
The trend of prices is undoubtedly upward. With the 


will be a good year. 


the future. 


AUTOMOBILE ACCESSORIES.—De- 


mand for winter goods continues good, 


and some interest is being shown in 
spring stocks, but buying has not de- 
veloped much volume as yet. Prices 
are steady. 


We quote from Cincinnati jobbers’ 
stocks: 

Spark Plugs.—A. C. +" 
58e. each in lots of 10; 
Fords, 44c. each in lots of ry 
pion X, 45c. each in lots of 10. 

Weed Chains.—Lots of 1 to 9, 30 
off; 10 to 49, 35 off; 50 and over, 40 
off 

Alcohol. —Denatured, 62c. gal. 

Ford radiator and hood covers, 1917 
to 1923 models, $2.25 each: 1924 mod- 
els, $2.40 each; Chevrolet, $3.75 each. 


BOLTS AND NUTS.—Demand is im- 
proving, stocks are in good shape, and 
prices strong. An advance of 5 per 
cent is contemplated by jobbers. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large 60 
off ; small, 60 and 5 off; carriage bolts, 
60 off; small, 55 and 5 off; stove bolts, 
70 and 10 off; semi-finished nuts, 
ys-in. and smaller, 75 off: larger 


sizes, 65 off. 
BUILDERS’ HARDWARE.—A large 
number of big jobs are now being fig- 
ured, and indications point to good busi- 
ness. Dealers are loosening up and 
are now filling out their stocks of 
builders’ hardware, something which 
has not been done with any degree of 
steadiness for many months past. 
Prices are very firm, but unchanged. 
DROP SHOT.—Lead prices steadily 
advancing, the latest change being an 
advance of 10c. per bag in drop shot. 
Cincinnati jobbers now quote drop shot 
at $2.85 per bag. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—Demand has been good, prices 
are strong and stocks in good shape. 
We quote from Cincinnati jobbers’ 


plugs, 
. for 
Cham- 


stocks: 28-gage, 5-in. eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 


ft.: 3 in. corrugated conductor el- 


bows, $1.51 per doz. 
GALVANIZED WARE.—Demand con- 


tinues good, stocks are adequate and 
prices fairly steady. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10- -at., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., 
$3 per doz.; 16-qt., $3, y per doz. ; 
galvanized tubs, No. 80 per doz. 

GARDEN HOSE.— Future orders im- 


proving. Stocks in good shape and 


prices steady. 
We quote 
stocks: Doub'e 
hose full length, 


from Cincinnati jobbers’ 
braided, garden 
1%6-in., St%4c. ft.; 


stocks. 


%-in., 9%c. ft.; %-in., llc. ft.: in 
50-ft. lengths, 1, - in. 10¢. ft.; <-in., 
lic. ft.; %-in., 11 ¥, ©, ft. 

GLASS (CWINDOW). — Indications 


point to another good year in the win- 
dow glass industry. Locally, building 
construction is expected to boom. A 
large number of big apartment build- 
ings and industrial plants are expected 
to be awarded shortly, which means a 
good market for window glass. Prices 
are steady and stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
three brackets, 87 per cent discount ; 
Double strength A and B, 86 per 
cent discount. 


ICE SKATES.—Stocks badly broken 
during the holiday season. Demand 
rather spotty at present. Prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Boys’, plain, 84c. pair; nickel 
plated, $1. 25. pair; ladies’ skates, 
plain, $1.15 pair. 


NAILS.—Demand steady and _ stocks 
adequate. Prices strong and an ad- 
vance of 10c. per keg contemplated by 
jobbers to take care of a similar ad- 
vance made some time ago by mills. 

We quote from Cincinnati jobbers 


, 


stocks: Common wire nails, $3.15 
er keg base; cement coated nails, 
2.85 per keg. 


PAINTS AND OILS.—Demand rather 
quiet at this time, though there has 
been some interest in ready mixed 
paints for spring delivery. Prices of 
linseed oil and turpentine have been re- 
duced slightly. Lead prices strong. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.60 to $2.90 per gal.; linseed oil, 
single barrels, $1.18 gal.; turpentine, 
single barrels, 83c. gal.; white and 
red lead, 100-lb. kegs, 15%c. lb 


RADIO SUPPLIES.—Buying fairly 
active, prices steady and stocks in good 


shape. 
We quote from Cincinnati jobbers’ 
stocks: “B” batteries, 22% volt, 


$1.30 each: 45 volt, $2. 44 each; B wet 
batteries, 24 volt, $4 each; Antennae 
wire, 42c. per 100 ft.: Battery charg- 


ers, Apco, $12.50 each: Foldbrae, 
$13.85 each: G. G. H. loud speakers, 
wi $12.50 each; W20, $15 each; 


W50. $20 each, less 35 per cent. 
ROLLER SKATES.—Some orders for 
future delivery have been placed, but 
generally buying is for current needs, 
Stocks fair and prices firm. 


We quote from Cincinnati oe gt 
stocks: Union Hardware Co.’s 
$1.62 pair; Nos. 4 and 5, $1.52 pair, 


ROOFING PAPER.—Demand is fair 
and stocks in good shape. Prices have 


Reading matter continued on page 78 


is no evidence of 


exception of naval stores, which showed a slight decline, 
all price changes received have been advances, and more 
are contemplated. Jobbers are not immediately putting 
the new prices into effect on some items, as their stocks 
are in good shape, and they are giving the dealer the 
benefit of a few days of grace in order to round out 


The automobile accessories and radio branches of the 
trade report business steadily improving. Holiday trade 
was considerably heavier than last year, and buying since, 
the first of the year gives promise of permanence. 
speculative buying. 


There 


been advanced from 5c. to 10c. per roll. 


We quote from Cincinnati eer 
stocks: Standard brand, light, $1.05; 
medium, $1.30; heavy, $1.55; Holdfast 
brand, light, $1. 35; medium, $1.60; 
nea $1.85; slate surface roofing, 


ROPE.—Manufacturers have advanced 
prices 1c. per lb., but jobbers have made 
no changes as yet. Demand fair and 
stocks in good shape. 

SASH CORD.—Rumors of advances 
are heard, but nothing definite. De- 
mand is fair, stocks good, and prices 
steady. 


We quote from Cincinnati jobbers’ 
stocks: Best grades, 80c. Ib.; cheaper 
grades, 40c. 


SASH WEIGHTS.—A further advance 
is not unexpected. Demand is normal 
and stocks adequate. 


Cincinnati jobbers 
weights, $2.15 per 100 lb 


SCREWS.—An advance of approxi- 
mately 5 per cent is contemplated, but 
no action has yet been taken. Demand 


quote sash 


steadily improving. Stocks in good 
shape. 
We quote from ar ae 
stocks: Flat head 


80 an 
12% off ; flat head, pe a 80 and 7% 
off ; round head, blued. 75, 10 and 10 
off : flat head, brass, 75 and 10 oft ; 
round head, brass, 75 and 5 off. 


SEINE TWINE.—Manufacturers have 
advanced prices 2c. per lb., but local 
jobbers have not made any changes as 
yet. 

STEEL SHEETS.—Reports of advances 
in galvanized sheets are heard, but 
nothing definite has been received. High 
prices of spelter are given as the rea- 
sons for higher prices. Demand steady 
and stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
3.90c.; 28-gage black sheets, 4.60c.; 
28- -gage, galvanized sheets, 5.75¢. 


WIRE CLOTH.—Spring business has 
not developed much volume, as jobbers 
and dealers have some supplies on hand 
from last year. Prices are steady. 


We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 
mesh, $1. 85 per 100 sq. ft. ; galvanized, 
$2.25; opal, $2.45; bronze, $6.25. 


WHEELBARROWS.—Demand is fair- 
ly steady, with prices unchanged and 
stocks in fair shape. 


We quote from Cincinnati jobbers’ 


stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each ; contractors’ barrows, $5.40 


each: concrete barrows, $5.90 each. 





January 15, 1925 


HARDWARE AGE 


17 

















Wi / y EZ 
YT if 


7 








The live hardware 


dealer says: 

















“T Tove Clear Weather. 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of these famous 


brands of Garden Hose 


BULL DOG, 
GOOD LUCK 
and MILO 


Also 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 


“And as I live in the Eclipse Belt 
I hope for a cloudless sky on 
Jan. 24. 


‘In the few minutes when the 
sun is hidden astronomers learn 
more about it than in all the 
years between eclipses. 


‘‘So in a few days of slack busi- 
ness which come after inventory 
time we can learn more about our 
business condition than in all the 
rest of the year. Let us use this 
time to the best advantage for 
study and investigation of condi- 
tions and methods.”’ 
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January 15, 1925 


Advancing Prices in Chicago Markets— 
Strong Undercurrent of Optimism Apparent 


(Chicago office of HARDWARE AGE) 


HERE is a decided undercurrent of optimism notice- 
able in this market and while there is at present the 
usual slowing up in business, due to the taking of 
inventories, it is not so pronounced as in former years. 
While many price advances have been predicted, only a 
few of them have materialized up to date, but the market 
is especially strong and indications are that there will be 
numerous advances as spring business opens up. 
Continued cold weather has kept up a very satisfactory 
COPPER RIVETS AND BURRS.— 


There is a good demand. Prices very 
strong. 


AUTOMOBILE ACCESSORIES.— 
Sales are dropping off somewhat. 
Prices, however, are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 


Spark Plugs.—Splitdorf, 50c. each; 





regular, 58c. each; Champion X, 45c. 
each: lots of 100, 41c. each; Cham- 
pion Blue Box line, 538c. each: A. C. 


Titan, 58c. each; lots of 100, 56c. 
A. C. Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 


—_ 


each: in lots of 10, $2.25 each; Ajax 





No. 6. 90c. each; National Standard 
No. 21, $1.20 each. 

Pumps. — Rose, 1%-in. cylinder, 
$1.55 each. 


Chains.—Non-skid, dozen pair lots, 
33%, per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 each; gray inner tubes, 30 
x 3%, $1.20 each; red inner tubes, 
30 x 3%, $1.50 each. 


AXES. — Sales volume good. 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—Prices still are 
unchanged in spite of the recent manu- 
facturers’ advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE. — Demand 
is heavy. Prices are very firm. 
We quote from jobbers’ stocks, 


Prices 


ELECTRICAL 


volume. 


very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales rather quiet, but prices 
remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in. $4.50 per 100 ft.; corru- 
gated conductor pipe, 3-in., $4.75 per 
100 ft.; plain ridge roll, 1%-in., $4 
per 100 ft.; corrugated conductor el- 
bows, 3-in., $1.36 doz. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: ' 

Electrical Merchandise.—No. 14 rub- 
ber-covered wire, $7.90 per 1000 ft.; 
in 1000-ft. lots, $7.65; No. 18 lamp 
cord, $14.50 per 1000 ft.: in 1000-ft. 
lots, $13.75; %-in. brush brass key 
sockets, 19c. each; two-way plugs, 
60c. each; in lots of 10, 49%c. each; 
one-piece attachment plugs, § 13c. 
each; two-piece attachment plugs, 
12c. each; dry cells, boxes of 50, 
30%c. each; less than case lots, 34c. 
each. ; 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each. 

Battery Chargers.—Apco line, in 
lots of less than 10, $13.50 each, net. 

Tubes.—Cunningham and R. C. A., 
$4 list. Discount, 25 per cent. ' 

Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—Prices firm. Demand 
is improving. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-1214, $29.70 per 
a rods; 1948-6-14%, $45 per 100 
rods. 


FILES.—The demand is good. Prices 
remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list: Nicholson files, 50 
per cent off list; Black Diamond files. 
40-10-5 per cent off list. 


AND RADIO MER- 
CHANDISE. — Rubber - covered 
likely to advance soon, due to new code 
formulated by underwriters. 


wire 





f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.67 per doz. pair; 4 x 
steel butts, old copper and dull brass 
finish, $3.63 per doz. pair; heavy steel 
bevel inside sets, case lots, $6.75 per 
doz.: steel bit-keyed front door sets, 
$1.75 per set: wrought brass bit- 
keved front door sets, $3.25 per set; 
cylinder front door sets, $7.50 per 
set. 


CHAIN.—Sales are light, but prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: *%-in. proof coil chain, 
$8.50 per 100 lb.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per 
cent discount; No. 00-4% _ electric 
welded cow ties, $2.75 per doz. 


GALVANIZED PAILS, TUBS, CANS 
AND BASKETS.—An advance in job- 
bers’ prices may be expected at an 
early date to cover the advance of the 
manufacturers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized after-made water pails, genu- 
ine riveted ears, 8-qt., $1.95 doz.; 10- 
qt., $2.20 doz.; 12-qt., $2.40 doz.; gal- 
vanized wash tubs, No. 1, $6.20 doz.: 
No. 2, $7 doz.; No. 3, $8.20 doz.: No. 
8 galvanized wash boiler, wood grip 
and handles, $13 doz.; 1-gal. tin 
breast galvanized kerosene can, $2.25 
doz.; 1-bu. galvanized baskets, $6.50 
doz.; 1%4-bu., $8.25 doz.; 5-gal. galva- 
nized oil cans, galvanized breast. 
$7.25 doz.; perpendicular corrugated 


Reading matter continued on page 80 


demand for seasonable merchandise and retail sales are 
reported to be holding up well in spite of stock taking. 
Tke heavy snows prevalent in the agricultural districts 
give promise of plenty of moisture for next year’s crops 
and add to general optimistic attitude. 

As has been reported several times recently, the future 
orders for spring merchandise are of very satisfactory 
Present commitments are much heavier than a 
year ago and many of the orders specify early delivery, 
and it is predicted that sales during the season will be 


light galvanized ash cans, with cover, 
No. 55, $15 per doz.; No. 66, $17.50 
doz.; No. 77, $20 doz.; heavy galva- 
nized after-made No. 171, $32.40 doz.; 
ta 191, $37.25 doz.; No. 201, $44.75 
OZ. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Demand on future orders is 
holding up well. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 10%4c. 
per ft.; %-in., 138c. per ft.; 3-ply, 
good quality, wrapped, %-in., 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 
per ft.; %-in., 14c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. per 
t.; %-in., lle. per ft. Lawn sprin- 
klers, Rain King, $28 doz.; original 
fountain sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Demand 
holding up exceptionally well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 86 per cent discount; single 
strength A, all other brackets, 85 
per cent discount; double strength A, 
all sizes, 86 per cent discount. Putty 
—pure grades, $3.75 per 100 lb.;: com- 
mercial, $3.40 per 100 Ib. 


HATCHETS.—Sales are fair. Advances 
are expected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first qual- 
ity hatchets, No. 2 broad, $14.45 doz.; 
medium quality hatchets, No. 
shingling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 

HANDLED HAMMERS.—No change 
in prices. Sales are in fair volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 


doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Sales are good and 
prices firm, with strong advancing 
tendency. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles. — 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—Demand is good and prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03: 5-in., $1.42: 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66: 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pair. 

ICE SKATES.—The demand is holding 
up well. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp—Rocker, 
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THE NEW DESIGN 
_ MOUNTAIN 


CAN COVER of cast iron, operat- 

ed by the pinion gear on crank shaft 

working perfectly with the cast 
gears on can cover 





pati iii 43s bd 





The CAN and INNER MIXER turn 
in the same direction, operated bya 
lug on inner surface of the can at 
the top connecting with correspond- 
ing lug on inside of can cover 









OUTER MIXER, operated by the 
Upper Gear with square hole for 
shank, turns in the opposite direc- i =— MM 
tion from the can and INNER HNN | | Of 


MIXER and between the two 


WOODEN SCRAPERS attached 
to the Outer Mixer scrape the 
can thoroughly 










hit 
" thy 


Toes 





Mato. Ice Pomel Freezer 


HE White Mountain Freezer line has been newly designed. 
This means not “just a few changes” but a thorough re- 
designing and improvement of every part. 


Always the best known freezer, the “White Mountain” in its 
new form is the outstanding feature of today’s Freezer market. 
The new “White Mountain” selling points are unexcelled. 


Six Superior Sales Points 


1 A special patented new form of beater; 4 Cans are made of Copper Steel Charcoal 


retains the famous Triple Motion which Tin Plate. 
makes the smoothest cream. ; 
2 A taller can with more ice surface insures Can nae Sa ac ane < cast iron with 
quicker freezing. accurately cut gear teeth. 
3 New tub lines designed to conserve ice— 6 A new top frame construction eliminates 
economy of operation. complicated gear mechanism. 






































































































































Exclusive Manufacturers 


THE WHITE MOUNTAIN FREEZER CO., INC. 


NASHUA, NEW HAMPSHIRE 
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Men’s and Boys’, bright finish, 75c. 
pair; Half Key Clamp — Rocker, 
Women’s and Girls’, bright finish, $1 
pair; Key Clamp—Hockey, Men’s and 
Boys’, $1.20 pair; Half Key Clamp— 
Hockey, Girls’, $1. 40 pair. 


LANTERNS.—Sales 
Prices are unchanged. 


are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz. : Little 


Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—A good demand is re- 
ported. Prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
4-qt., $7.28 each; No. 31, 6-qt., 
each; No. 35, 8-qt., $8.67 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Prices unchanged. Fu- 
ture orders continue in good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn omeure —16-in. ball bearing, 
5-knife, 11 in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%- in. 
wheels, $10 each; 16-in. plain bear- 
4-knife, 10%-in. wheels, $8.65 
each: 16-in, ball bearing, 4 - knife 
9-in. wheels, $7.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized  bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz 

De- 


NAILS.—Prices are unchanged. 
mand is slowing down temporarily. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.25 per keg base; cement coated, 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer; $2.50 for shorter than 
l-in. 


OIL STOVES.—Prices unchanged. Fu- 
ture orders continue in fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, 928 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list: 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Turpentine re- 
covers and linseed oil remains sta- 
tionary. 


* 203, $7.20 doz.; 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.—Ra barrel lots, 


$1. ng per gal.; 5- barrel ‘lots, $1.25 per 
gal. 


Linseed Oil. — Boiled, barrel lots, 
i per gal.; 5-barrel lots, $1.27 per 
gal. 


aati lots, $1.00 per 
al. 

Denatured Alcohol. — Barrel lots, 
65c. per gal.;: steel drum, extra $6, 
returnable. 

White Lead.—100-lb. kegs, $15.75; 


50-lb. kegs, $8.15; 25-lb. kegs, $4.15; 
12%-lb. kegs, $2. 15. 
Said Paste.—Barrel lots, 7%c. 
Shellac.—(4-lb. goods), white, $3.50 
per gal.; orange, $3.20 per gal. 
Eng lish Venetian Red.—In barrels, 
$3.50 ~ $6.75 per 100 Ib. 


PYREX WARE.—Demand dropping off 


per 


slightly. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz 


Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.: No. 
No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—tThere is a good 
sales volume for spring. delivery. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. 


ROOFING AND PAPER.—Sales are 
slowing down somewhat. New advanced 
prices are announced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.05 per 
square; best grade tale surfaced, 
$2.30 per square; medium tale sur- 
faced, $1.70 per square; light talc 
surfaced, $1.05 per square; red rosin 
sheathing, $62 per ton. 

ROPE.—Sales are fair. No price 
change since recent advance. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 23%. to 25%c. per Ib.: 
No. 2 Manila, 22%c. per lb.: No. 1 
Sisal, 16%c. per Ib.; No. 2 Sisal, 
15%c. per lb. 


SASH CORD.—Sales are good and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks; No. 8, $12.10 
per doz. hanks. 
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SASH PULLEYS.—Prices firm and 
sales are holding up well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
i No. 105, 52c. doz.; barrels, 48c. 

OZ. 


SCREWS.—Demand holding up strong. 
Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; round 
head blued, 76-10 per cent list; flat 
head brass, 76-5 per cent new list; 
round head brass, 74-5 per cent new 
ee japanned, 72-10 per cent new 
ist. 


SOLDER AND BABBITT METAL.— 
Prices advance again to new high 


levels. The demand is good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 


solder, $42 per 100 lb.; medium, 45-55 
solder, $41 per 100 lb.; tinners’, 40-60 


solder, $40 per 100 Ib.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
$14 per 100 


7 No. 4 babbitt metal, 


STEEL SHEETS.—The demand is very 
good and prices are very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.50 per 100 Ib.;: 28-gage 
black sheets, $4.50 per 100 Ib. 


WIRE GOODS.—There is a good vol- 
ume of future orders. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.15 per 100 lb.; No. 9, galva- 
nized plain wire, $3.60 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.95 per 100 lb.; 80-rod 
spool, 
spool. Polished fence staples, 
per 100 lb.; 12-mesh, black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh, galva- 
nized wire cloth, $2.20 per 100 sq. ft.; 
14-mesh bronze wire cloth, $6.25 per 
100 sq. ft.; galvanized poultry netting, 
55-5 per cent discount, galvanized 
after poultry netting, 50-5 per cent 
discount. 


WRENCHES.—Sales continue in good 
volume. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount; Still- 
son, 70 per cent discount. Trimo, 
65-10 per cent discount. 

Snap-on Wrenches.—Radio and elec- 
trical set, $4; No. 101 Master Service 
set, $15.25; No. 202 Heavy set, $8.80; 
No. 303 Ford Master Service set, 
$14. 85; No. 404 Universal Socket set, 
$8.75; No. 505-B Screw Driver set, 
$3.40: No. 900 Square Socket set, 
$3.70. <All Snap-on Wrenches less 40 
per cent discount. 








Getting Ahead 


HERE is scarcely one of us but just feels he “has it in him” to succeed. And we are ever prone 
to let ourselves off so very easily with the excuse that the other chap, that competitor or old friend 


who has, we feel, nowhere near our own ability and brains, 


things just broke right for him, you know. 


But when we come to think of it, 
in business as it is judgment, foresight, and the ability to think ahead? 


has gone ahead so well because—well, 


isn’t it true that it is not brains that count so much for success 


It is the old classical differ- 


ence between Knowledge, which is the corraling, so to speak, of a vast amount of facts, and Wisdom, 
which is the ability to apply that somewhat smaller amount of knowledge, which is common to all of 
us and which we sometimes call Common Sense, to the needs and problems of Today and Tomorrow. 








Reading matter continued on page 82 








January 15, 1925 HARDWARE AGE 81 


Lifting off 
the load of loads 


_ ammunition business has been staggering along 
under a back-breaking burden. ‘There have been 
ten times too many shot-shell loads—all unnecessary and 
unprofitable. 


Realizing this fact, dealers, jobbers and manufacturers 
recently met with representatives of the Division of Sim- 
plified Practice of the U. S. Department of Commerce, 
to simplify shot-shell lines. As a result the number of 
different loads was cut from some four thousand odd to 
about seventeen hundred. At the same time it was agreed 
that this was only a start. More loads must go if shot- 
shells are to be a really profitable line for all concerned. 
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Weare the first to go all the way. In keeping with our 
policy of pioneering every good thing, we have worked 
out a simplified shot-shell line that consists only of about 
four hundred items. Just the loads that are most popular 
with shooters—the profitable items—have been included. 
Yet the line is complete. It contains a range of 12, 16 
and 20 gauge loads for every purpose and a grade of 
shell for every purse—the Climax, the Defiance and 
Ajax Heavies. 





for every purse: 


The US Simplified Shot-Shell Line consists Whether you handle a half-dozen loads, a hundred or 
of the following three shells in 12, 16 and 20 the entire list, if you buy from the US Simplified Shot- 
gauges—a load for every purpose and a shell Shell Line you make sure of a quick-moving stock. You 


are also helping to lay the foundation for greater future 
profits. The result of simplification should be lower prices 
and larger margins. Already, due to simplification, we 
amantihecting, Gleeds are able to offer reduced list prices to dealers on almost 
-—Gnimamalbidten Grwcenl, three hundred of the four hundred loads in our simplified 
ard powders. line. Moreover, a big national advertising drive is to be 
put behind the whole line. The loads in the US Simpli- 
fied Shot-Shell Line are the fast-movers now, but we are 
going to speed them up even more. 


A high-grade, smokeless 
shell at a popular price for 








A low-priced, quality shell. 














oer NCEB| Loaded with No. 2 Smoke- Ask our salesman or your jobber’s salesman about the 
less. 74 loads. US Simplified Shot-Shell Line and our 1925 proposition. 
smoxeess 375 Or write the branch nearest you for full particulars. 
Long-range shells of surpass- UNITED STATES CARTRIDGE CO. 
ing excellence. Loaded with ill BROADWAY, NEW YORK, N. Y. 
the latest type of progressive- General Selling Agents: 
burning powder. 13 loads. National Lead Company, National Lead Company, James Robertson Lead Works, 
State Street, 659 Freeman Avenue, 4 West Henrietta St., 
Sesten, Mass. Cincinnati, Ohio San Md. 
National Lead Company, — | — Company, United Lead Company, 
116 Oak Street, hestnut Street, 111 ef 
Buffalo, N. Y. St. too Mo. New York, N. Y. 
National Lead Company, National Lead Company, cee Lead ocho 
900 West 18th Street, 485 California Street, 226 South Fifth "Street, 
Chicago, Il. San Francisco, Cal. Philadelphia, Pa. 


Merchants’ Hardware Specialties, Limited, Calgary, Alberta, Canada 
Fraser Co., Montreal, Canade 


Simplified 
SHOT-SHELL LINE 
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Increase in Business Looked for in Northwest-— 
Yearly Inventories Now Under Way 


(Minneapolis office of HARDWARE AGE) 
ITH the starting of the new year there is a marked 
belief in the prediction that business in the North- 
west is due for a very substantial increase. 
so far little has been done in the way of going after busi- 
ness there is a feeling that it is to be had when the time 
is right for purchasing. Yearly inventories in both retail 
and wholesale houses and the annual sales conferences 
which have been in progress for the salesmen of the 
jobbing houses have prevented any marked attention to 
the business of supplying the retailers with additional 


stocks. 


These disturbing elements in the routine of business are 
practically all in the background now, and every prepara- 


ASH SIFTERS.—Demand for ash sift- 
ers has been very good, and stocks are 
being drawn on heavily. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 
sifters at $2: round, metallic ash 
sifters at $4, and wood barrel at $6 
per doz., net. 


AXES.—Sales have held up well dur- 
ing the holidays, and prices are steady 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 


base weights, $19 


BATTERIES.—Sales of batteries still 
continue at a high rate. Interest in 
radio has been exceptionally good this 
winter, and battery sales have mounted 
accordingly. Stocks are drawn on heav- 
ily, and in some numbers there has 
been difficulty in keeping up the assort- 
ments. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6. ignition 
type dry cells, case lots, 2c. each; 
Radio ‘“B”’ batteries, unit package 
quantities. No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each. 
No. 772. $2.44 each; No. 770, $3.09 
each; ‘“C’’ batteries, No. 771, 
each. 


BOLTS.—While changes have been re- 
ported from some sources to the job- 
bers, they have not as yet put any re- 
visions into effect. Stocks are ample for 
the present call. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—There is but a light call for 
brads at this season of the year, and 
stocks are heavy enough to care for 
the demand. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes, 70-10 per cent. 


COASTER WAGONS.—tThe holiday 
demand for coaster wagons aided in 
moving a good volume of this class of 
merchandise. Stocks are in good con- 
dition and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coast- 
er wagons No, 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each; No. 63, 
$7.22 each. Overland coaster wagons, 
50 per cent from factory lists; all 


While 


several years. 


tion is being made to handle the best year’s business expe- 
rienced for a number of years in the Northwest. 
ments of spring dating orders are well under way, and the 
end of this month should see the completion of this task. 

While there is some expectation of a very great increase 
in the amount of business for the Northwest the more 
conservative element, in studying the situation carefully, 
sees only a gradual increase over a period of perhaps 


Ship- 


Few price changes have been put through during the 
past week, due to the same disturbing factors mentioned 


before—the annual inventories and the annual salesmen’s 


conferences. 


— coaster wagons, 50 per cent from 
ist. 


COPPER RIVETS AND BURRS. — 
Sales are fair with good stocks on 
hand. There is no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs at 40-10 per cent from lists. 


DAMPERS.—Sales are rather light, 
and prices unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Cast iron, wood 
handle 6-in. dampers at $1.40 per 


doz. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales at this 
season are light, with stocks ample for 
present needs. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5 in., $5.25 per 100 
ft.; 3 in., 28 ga. conductor pipe, $5 
per 100 ft.; 3 in. conductor elbows, 
$1.73 per doz. 

FIELD FENCE.—Sales are light, with 
no changes in prices. 


We quote from 
f.o.b. Twin Cities: 
$39 per 100 rods. 

I’ ILES.—The call for files has dropped 
off to some extent, garages and factor- 
ies taking less at present. Retail’sales 
are fair. Prices have not changed. 


We quote jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files. 50 per cent: second grade of files, 
60-10 per cent from standard lists. 


GALVANIZED WARE.—Sales on some 
items continue to be very good. Tubs, 
pails and baskets are selling well. 
Stocks are well filled, and prices un- 
changed. 
We 


jobbers’ stocks, 
Hog fence, 26 in., 


from 


quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
No. 3. $8.40: heavy a ne tubs, 
No. $12; No. 2, $13.25; No. 3, $14. 
eB galvanized oo 4 an. 
$2.25; 12-qt., $2.40; 14-qt., $2.75; 16- 
qt. stock pails, $4.50, and 18-qt., ‘$5. 25 
per doz. 


GLASS AND PUTTY.—Sales show a 
slackening on glass and putty, the 
heavier part of the season being past. 
Stocks are still in good condition. 
There is no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per 
cent from list. Strictly pure putty 
in 50-lb. drums, $5.05 ae. and in 25- 
Ib. drums at $5.30 cwt. 


Reading matter continued on page 84 


A few are to be noted, chief among them 
being rope and solder. 


HAMMERS AND HATCHETS.—The 
holiday business in tools was fairly sat- 
isfactory. Stocks were ample for the 
demand, and prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
$11.40 per doz.; b . : 


Riverside No 611%, $12 
Broad Hatchet, No. 2, $17.15; Plumb 
shingling No. 2, $13.15; Plumb claw 


No. 2, $14.40 per doz. 
LANTERNS.—Sales are very good, 
with stocks ample for the needs of the 
public. The short days have brought 
cut a very good demand, which has 
been at its best the past few weeks. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, 97.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130, Midget vehicle lanterns, $17 
per doz. 

NAILS.—Sales in this line are light, 
due to the slackness of the building at 
the present time. Severe cold weather 
has prevented any amount of building, 
which had been planned to be com- 
menced during the weeks just past. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.35 per keg base, and coat- 
ed wire nails at $2.85 per keg base. 


OIL HEATERS.—Call for oil heaters 
has been very good during the ex- 
tremely cold weather which the North- 
west has experienced during the last 
few weeks. Stocks were drawn on 
heavily. Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished 
— 4-qt. capacity, No. 016, at $5.32 
eacn. 

PAINTS AND WHITE LEAD.—Sales 
are at a low point and stocks are well 
filled. Spring orders are being made 
ready for shipment. Prices show no 


changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.85 per gallon; second 
grade house paints at $2.10 per gal- 
lon; best white lead at $14.30 cwt. in 
100-Ib. containers. 


PYREX OVENWARE.— Sales have 
continued good in this line. Stocks were 
drawn on heavily for the holiday trade. 


Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
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Greater Profit to You 
and Better Values for 
Your Customers 


The fishing tackle department is invariably one of 
the most profitable and very often the most profitable 
department in the store. 


This is the common and almost universal report of 
merchants who stock Shakespeare Fine Fishing Tackle. 
The rate of profit is exceptionally good and the turnover 
is very satisfactory. 

A small, well selected stock of good fishing tackle 
effectively displayed begins selling even before the sea- 
son opens. Your reorders are promptly shipped from 
the Shakespeare factory and you are given your maxi- 
mum discount on all Shakespeare Tackle, no matter how 
small the size of your order. 


Right now is the time to place your stock order for 
the coming season, so as to take full advantage of our 
Profit Plus Plan, which starts you with a liberal discount 
and allows you to earn an ever increasing rate of profit 
as the season advances and the total of your orders 
cumulates. 


Read the following extracts taken from among hun- 
dreds of letters expressing similar sentiments. Then send 
for a copy of our new catalog, number 25E, which illus- 
trates and describes the full line of Shakespeare Fine 
Fishing Tackle. 


“There are only two reasons why we sell 
Shakespeare Tackle, but they are mighty good 
ones. 

“First of all, your tackle suits all Anglers. Ex- 
perience has taught them that Shakespeare Tackle 
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dable in use. 
ers, Shakespeare 
Tackle requires no selling effort; it practically sells 
itself. 


stands the gaff, and it is most de 
Because of this feeling among Ang 


“Another thing which greatly adds to the 
attraction of the line is the profits we gain from 
its sale. Your discounts are most liberal, value 
given is so good that your items represent better 
value to the Angler and greater profit to us.”— 
Goshen, Indiana. 


—_ 


“Shakespeare Tackle sells on sight and has a 
reputation that can’t be beat.”—Poughkeepsie, 
N. ¥. 


— 


“We have enjoyed very much doing business 
with you people, as we have never made a rea- 
sonable request of you which you have not 
granted, and we very much appreciate your efforts 
to help make our tackle department even more 

99 
profitable than it is now.’”—Milton, Fla. 


<<. a 
“Not fine tackle, but super-fine tackle. I am 
extremely pleased with my sale of Shakespeare 
tackle this year.”-—Chicago, Illinois. 

We will help you select the fastest selling and most 
profitable items for your stock, so that your turnover and 
rate of profit will make your tackle department very 
profitable. 


SHAKESPEARE COMPANY 


Kalamazoo Michigan 


Stale B MI PCMIVL 


Qarcis RODS S( FincFishing) LINES sats @ 
\ Tackle F 
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$1.33; No. 197, $1.17; No. 203 pie 
plates, 50c.; No. 210, 67c.; No. 212 


bread pans, 60c.; No. 231 utilit pans, 
67c.; No. 12 tea pots, $1.67; No. 24, 
$2, and No. 36, $2.33 each, net. 


REGISTERS.—Sales are rather slow 
at this time of the year. Stocks are 
heavy enough to care for the demand, 
and prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 


ROPE.—Manila rope has been increased 
2c. per pound in price, and sisal lc., in 
the local market. Sales are nominal, 
with plenty of stock on hand. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade ma- 
nila rope at 25'%c. per Ib. base, and 


best grade sisal rope at 18%4c. per Ib. 
base. 


SCREWS.—Call is only fair for screws, 
with ample stocks on hand. Prices 
have not changed. 


We quote from 
f.o.b. Twin Cities: Flathead bright 
screws, 75-15 towed cent; round head 
blued screws, 75-5 per cent: flat head 
brass, 70-10 per cent, and round head 
brass, 65-10 per cent. 


SKATES.—Sales of skates have been 
exceptionally good, not only for the 
holiday trade, but before and since. 
Stocks have become badly broken and 
reorders hard to obtain. Prices have 
not changed. : 


jobbers’ stocks, 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: No. Rae * ~—~* at 
64c.: No. 1624%, $1.1 No. 24%, 
$1.31; No. 424%, $1. 69: "No. 524161. 


$1.57: No. 424%L $2: Nestor John- 
son Hockey, Men’s aluminum, 97.25; 
nickel, $8. o5 per pair, net. 


SOLDER.—The continued high prices 
on tin and lead have resulted in further 
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advances in the price of solder. Sales 


are at a low point at present. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 39%c. per Ib.; 
strictly half and half solder at 37c. 
per lb., and Dutch Boy solder in 100- 
lb. lots at 39%c. per Ib. 

STEEL SHEETS.—Sales are light at 
this season of the year. Stocks are 
well filled for the spring shipments, 
and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets, 
at $4.75 base (28-gage). and galva- 
nized steel sheets at $5.85 cwt., base. 

STEEL TRAPS.—This has been a very 
good year for the sale of traps, as many 
have shown an interest in trapping. 
Stocks have been drawn on heavily. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, $1.38; 
No. 1%, $2.44: No. 2, $3.36; Oneida 
Jump game traps, No. 0, $1. 59; No, 1, 
$1.83; No. 1%, $2.81 per doz. ‘net. 


STOVE BOARDS.—There is little call 
for stove boards now, compared with 
demand in the fall. Stocks are ample 
and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: a ee 
boards in full crate lots, 28 x 
$16.95: 30 x 30, $19.70; 36 x 36, $27. rt 
per doz., net. 


TIN PLATE.—Sales are light, for im- 
mediate use, due to lack of building. 
Stocks are in good condition and prices 
steady as last quoted. 


We auote from jobbers’ stocks, 
fo.b. Twin Cities Furnace coke 
tin, ICL, 20 x 28, $14. 25 per box, and 
TC 20 x 28, 8-lb. coating tin at $14. 60 
per box. 
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WEATHER STRIP.—Sales show a 
grading down, as people have completed 
their preparations to meet the cold. 
Stocks are light, with no changes in 
prices. 
We quote from jobbers’ stocks, 
f.o.b. Twin ges Rea x and felt 


weather strips, $1.85; %-in., 
$1.85, and 1-in., $3 60" per 100 ft. 


WIRE.—Call is light at the present 
time for wire for almost all purposes. 
Stocks are in good condition and prices 
steady. 

We quote from 
f.o.b. Twin Pg Barbed painted 
hog wire at $3.30 per 80-rod spool; 
barbed painted cetline wire at $3.09 
per 80-rod spool; galvanized hog wire 
at 93.52 per 80- rod spool; galvanized 
cattle wire at $3.30 per 80-rod spool; 
No. 9 plain fence wire at $3.35 cwt.; 
No. 9 galvanized smooth fence wire 
at $3.80 per cwt. 


WRENCHES.—Sales have held up well 
in this line, with a good demand from 
garages. Retail sales are still very 
fair, with stocks sufficient for the pres- 
ent demand. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
Agricultural wrenches, 65 per cent; 
Coes wrenches, 40-10 per cent; en- 


gineers’ wrenches, 62% per cent from 
new lists; knife handle wrenches, 40- 


jobbers’ stocks, 


10 per cent; Stillson and Trimo 
wrenches, per cent. Snap-on 
wrenches in sets, Master Service 
No. 101, $15.25; No. 202, $8.80; No. 
404, $8.75; No. 505B, $3.40, less 40 
per cent. 


No. 50 Radio and Electrical Set. 34; 
No. 101 Master Service Set. $15.25 
No. 202 Heavy Duty Set, $8.80: No. 
303 Ford Master Service Set, $14.85; 
No. 404 Flexible Socket Set, $8.75; 
No. 505B Screwdriver Blades. $3.40; 
No. 900 Set, square socket, $3.70, less 
40 per cent. 








The Standardized Product 


HE other day there was even more feverish activity around the Ford Factory than usual be- 


cause of the completion of the ten millionth Ford car. 


If somebody had asked you ten years ago 


whether the world would ever live to see that many cars of one make, virtually without change, 


you would have laughed at the very idea. 


the value of the standardized product. 
Henry Ford is perhaps the master-example of a man who has succeeded because he has seen the 


wisdom of a simplified line. 


some opportunity for broadening out the Ford group of cars. 
so to speak, to concentrate his whole energy as regards a popular-priced automobile 


9 


“hew to the line, 


But here it is, an accomplishment and eloquent testimony to 


Probably not a day has passed in the past decade that has not brought 
But Mr. Ford has wisely chosen to 


on this one car, with its strictly limited number of body models, day in and day out until now ten 
millions of them have been manufactured. Today he virtually has no competition in this chosen field. 
His car is the standard. His dealers do not argue to sell ’em. Rather they argue to satisfy on deliv- 


ery dates. 


If more business men—manufacturers and retailers—would realize the worth of specializing in a 


selected field until the goods they make or sell are standard, 


Ford is a past master in the art of effecting Quick Turn-Over. 
car like hot cakes than to make a greatly diversified line of cars and tie up his money before they sell. 
And the retailer who is ambitious for profits does well who patterns his business methods along sim- 


ilar lines of least resistance. 


it would be vastly better. 
He prefers to make and sell one 


Standardized goods on the dealer’s shelves have that same inborn alacrity 


which makes for quick profits that standardized motions in the factory have. 
Get a reputation for selling known values, Mr. Business Man, and the consumers will wear the 


proverbial path to your door, whatever its location. 
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t @The New One Inch Mesh U. S. Poultry Fence meets, as 
nothing else will, that growing consumer demand for a per- 
FE ene fect, close-mesh Poultry Netting. PLESSSS 
q Here is a netting that embodies every U. S. advantage in 
\ \ design and construction. It is made on the farm fence 
NN ae) ~<sx—— sg principle with parallel line wires interlocked with the mesh —— 


wires. The result is a fabric which stretches up perfectly 
without the aid of baseboard or top rail. 


ees Ssssseed pees q U.S. Poultry Fence is easy to handle. It rolls out flat P2ZESSSS 
upon the floor or counter like a bolt of goods. It cuts 
without waste. With all its superiorities, it costs less 
“put up’ ’ for it requires no wood frame and fewer posts to 
erect it. 


















g Today the U. S. line offers greater possibilities for profit 
an ever before. More and more dealers, recognizing these 
possibilities, are standardizing on U.S. Poultry Fence. Ex- 
perience has taught them that it pays. 








@If you are not getting your share of the —— business 
in your territory you should handle U. S. Poultry Fence 
which costs no more, is better and more economical, lasts 


longer, and gives better satisfaction. 
@ Write us for Catalog and Samples and be your own 
judge and jury. 
Indiana Steel & Wire Company 


Muncie, - - Indiana 
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by the keenest buying 
brains in the country 


Through unity of effort, 
large scale production, 
the elimination of waste 
by the use of efficient ma- 
chines, the hearty coop- 
eration of satisfied em- 
ployees and specializa- 
tion, the Tubular Rivet 
and Stud Company has 
for 50 years manufac- 
tured rivets that are the 


recognized standard in 


their field. 


TORT TT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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Christmas Cards 
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most of the time he was announcing seriously that it 
couldn’t be done. He reminded me of a Japanese 
servant I once had. This Japanese was eternally 
saying to almost every proposition I put up to him, 
“No can do.” My, but that Jap was serious! He took 
life seriously. I do not believe he ever joked in his 
life. At least, I never saw him smile. 
* * % 


At the time I employed him my family was in 
Europe. I was living in a little apartment in New 
York. He came every morning at 7 o’clock, got my 
breakfast, took care of the apartment and departed 
some time during the day. He bought all the groceries 
for my breakfast and my total grocery bill was usually 
about $12 per month. This bill came every month in 
itemized form and was about two feet long, of closely 
written items, each day being almost a duplicate of 
the day before. Once, just to see if I could make this 
Jap smile, I picked up this bill on the breakfast table 
and said, “Wata, this bill is entirely too high. The 
grocery store is overcharging us.” Wata seriously 
took the bill to the window, studied it carefully for a 
few minutes, returned to the table and, without a 
change of countenance, remarked, “You are O. K. I 
will change the grocery.” 

% *% + 

However, Wata was wonderful. When you taught 
him to do a thing once he never forgot to do it exactly 
the same way forever afterward. If I would say in 
the morning, “Wata, black tie,” when I came to my 
apartment at night I would find my dinner clothes 
carefully laid out on the bed. If I said ‘“‘White tie” 
he would have my full dress all ready for the evening’s 
adventures, but every time I had to lay out my things 
just once to show him what I wanted. I remember 
on one occasion I laid out my golf things—shoes, 
clothes, stockings, clubs, etc. I started downstairs, 
then happening to return to the apartment for some- 
thing I had forgotten J found Wata carefully entering 
in a memorandum book the list of the items. This 
explained why he never made a mistake. 

* *% * 


Wata was indispensable. He-became a part of my 
life, but one morning as he passed me the toast, 
browned just right, without the slightest change of 
expression, he said, “Next week I go back to Japan.” 
To my protests he explained that he had received a 
letter from his brother, stating that his father in 
Japan was growing very old and that he must return 
and see his father before he passed on to their an- 
cestors. Wata and I at parting exchanged presents. 
I felt like weeping at losing his services, but I could 
not afford to show my feelings when Wata himself 
accepted our parting without the slightest sign of 
emotion. As he left the room I held the door by the 
knob and said “Good-bye.” He backed away and bowed 
all the way to the elevator! 

—_ * * 

In a few weeks I received a postal from him dated 
on board his ship. He wrote that day he would land 
in Japan. To quote a part of his letter verbatim: 
“When I stood at the rail of the ship and saw my own 
country I felt so weak in the knees that I thought I 
would fall down on the deck.” So Wata had feelings, 
even if he did not show them, and ever since then, 
when Christmas comes, so also comes a card of Christ- 
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ARCADE TOYS 


THEY LOOK REAL 





mas greeting from my little pagan friend. His card 
this Christmas is also a poem. It was in Japanese, 
but Wata was thoughtful enough to write out a trans- 
lation. The gist of this poem was that even a wise 
man goes fishing occasionally, which I suppose is only 
a Japanese version of our saying, “All work and no 
play makes Jack a dull boy.” 

Another Christmas card came from a man who, in 
his youth, was a baggage agent in a small railroad 
station in Texas. The station agent at the same sta- 
tion was Mr. Yoakum, who afterward became the 
famous railroad man, president of railroads and 
financier. My friend afterward went into the railway 
supply business and accumulated a large fortune. He 
was also a poet of action. In his later years he 
devoted most of his time to making a collection of 
paintings and old masters, also a collection of cele- 





Every Sale Makes 
Another Sale 


brated manuscripts. His favorite author is the poet Toy 
Burns, and at his home in St. Louis he has many of Mack 
the original manuscripts of Burns’ poems. This friend ac 
sent me for Christmas a photographic reproduction of Truck 


eee. 


the poem, “HOME, SWEET HOME,” written by J. 
Howard Payne. He owns the original manuscript. It 
is strange, isn’t it, how many captains of industry— 
men of practical business—poets of action—just as 
soon as they acquire money and have a little leisure, 
devote themselves to the gathering of artistic things? 
Does it not rather carry out the theory that they are 
poets of action—that the active men can be and are 
great artists? 





From the Dad of a Lad: 


“In a present received by one of my boys 
was a list of toys you make. The lad 
would like to get your Mack Truck. I 
haven’t seen it in any of the stores in this 
section of the State. 


* + + 


How I have wandered away from the experts work- 
ing on our deal! You know, here in New York, all 
of us, no matter what our training has been, gradually 
lose the habit of working long and working hard. 
Work of this kind simply can’t be done in New York. 
You can’t keep it up. The only really sacred thing in 
New York is a holiday. I am making these feeble 


9 


i 
iH 


HK 


PTT av = 














Now this man is comparatively young. He has risen 
to the top, in the last few years, in a well-known firm 
of financiers in the West. It is not surprising that he 
rose. It would have been surprising if he had done 
anything elsé but rise. 

*% % % 

What interested me in his method of working was 
that he put everything down on paper and then he 
worked on the proposition from step to step, writing 
out exactly what each step would be. When he ran 
up into a blind alley he would retrace his steps and 
take a fresh start in some other direction. After a 
while, by following this process of evolution, con- 
tinuation and elimination, he would find a way out 
and instead of being “No can do,” the proposition was 
“You bet can do.” This young man draws a very large 
salary. He has already built up for himself a reputa- 
tion as a financier. 


remarks because one of the men in our party of ex: — ET = The 
perts came from the West. He has not gotten over = — 

the work habit. When he arrived in New York he had == =e Roll-A- 
nothing to do but to work, and the way he made these =. = 

other experts stick to the job and work all hours, both a = Ball 
day and night, was certainly amusing. Some of them = Op eae = 

would drop out of the game for a while and rest up, — 0 | “ 
but this Westerner never quit and never seemed to =| ~~) QS 

grow tired. He soon had all the facts and figures of SS ee im .) Our new 
the situation at his fingertips. The rest of the experts ee | Wood 
were soon asking him questions about the situation. = | Toy 


Patent applied for 


Your Jobber Will Supply You 


Write us for Catalog No. 30-M 
showing complete line of Arcade light 
hardware and cast-iron toys. 


Areade Manufacturing Company 
Freeport, Illinois 


AKCADE 


4RARDWAR 
and TOYS 


*% * % 
Next week we will try to write something about a 


new kind of retail hardware store. We are thinking 
about it. The new kind of store will have a sign over 
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Big comfy grip and large 
roomy eye-holes make 
cutting easy on toughest 
stock, 


You can make sure profits 


with Advance Snips 


They’re the sheet metal worker’s best friend—these 
new all purpose snips that cut straight, cut circles, 
curves, angles and scrolls all in one operation. They 
save his time. Enable him to cut any pattern—no 
matter how difficult—in one single cutting operation. 


They save his energy. Big powrrful blades and razor- 
keen cutting edges of Swedis: tool steel give giant 
cutting power. No energy-robbing drudgery—no fuzzy 
edges to try temper or waste material. Advance Snips 
are accurate cutters. Cut neat, clean lines on any kind 
of cutting job. Inspire neater, cleaner work. 


Advance Snips are going across big with practical craftsmen. 
Cash in on big demand created by Advance advertising and 
sales promotion by ordering stock today. Good margin plus 
quick turnover means sure profits. 


The Manufacturers Brush Co. 
1950 West 114th St. + Cleveland, Ohio 


ADVANCE SNIPS 


The all-purpose snips for all cutting jobs 
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it reading: “The Woman’s Hardware Store.” In other 
words, the thought that is working in my mind is that 
the average retail hardware store of today should 
separate itself into two parts. If it has two entrances 
it should be arranged to have a sign up over one 
entrance reading: “The Woman’s Hardware Store,” 
and then, over the other entrance, this store could 
have a sign reading: “The Man’s Hardware Store,” 
or, if your location is not just right for both kinds of 
stores, in my future articles I may suggest that the 
present retail hardware merchant divide up his stock 
and his employees and run two stores. I think this is 
the real answer in considering the competition of 5 
and 10-cent stores, chain stores, drug stores and tea 
companies. However, this suggestion is not official 
yet. I am simply thinking about it. When I get time 
I will try the same principle of working that my 
financial friend uses. I will write down my ideas and 
see how they look on paper. 

P. S.—Mr. Retail Hardware Man, did you send the 
ladies of your town a Christmas or New Year’s card 
calling their attention to the fact that in 1925 you 
would devote special attention to the trade of Women 
Customers? Were you a poet of action? 





Potter’s Selling Brush Display 


RANK M. POTTER, Cleveland, Ohio, has two fine 

IH wtatews in which to display his many hardware 

lines. People passing in the Euclid Avenue sur- 

face cars, walking by, or driving through notice the 
Potter windows. 

One of Mr. Potter’s associates recently made up 

this attractive brush display, which shows the different 
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types needed in every home. The importance of 
brushes of the right type for special work about the 
house may frequently be overlooked by the housewife 
unless you call her attention to these special models 
via a snappy window display like this one of Potter’s. 

In selling special brushes for special uses Mr. Potter 
tells us you need only talk convenience and efficiency 
of the proper model in order fo make the sales. 

This window covers a good line of items, used in 
everyday home life. The checkered background drew 
attention from the opposite side of the street and 
caused many people to cross to get a better look. 
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File Queries 


UESTION—Are the uses of files more diversified 
than other tools? 

Answer—Yes, for there are few trades or in- 
dustries in which files of one style or another are not 
used. 

Question—How many types of files are made? 

Answer—It would be some fine job to try to list all 
of them, but there are several hundred regular files, 
and thousands of special files. 


Question—How did the name “bastard” originate as 
relating to files? 


Answer—The name bastard as applied to the cut of 
a file comes from the days when files were entirely cut 
by hand, and it is supposed to have been given to a 
cut between what was termed rough cut and the finer 
grades of cutting. The cut became a standard, taking 
the place of rough or coarse cuts, and has been known 
since then as the bastard cut. 

Question—What are the extremes in sizes and 
weights of files? 

Answer—Sizes range from the fine, wire-like jewel- 
ers’ file to the large, heavy machinists’ file; from the 
fine superfine broach file, 3 in. long and less than 1/32 








Indian rasp of long ago for 
smoothing arrow shafts 

















of an inch in diameter, which weighs only 0.008 of an 
ounce (1800 to the pound), to great circular facing 
files—135 lb. each. 

Question—Is there any standard classification of 
files ? 

Answer—Files are classified according to shapes— 
flat, hand, round, half-round, mill, square, three- 
square, etc., 

Question—Do all files have the same kind of teeth? 

Answer—No. Some files have single-cut teeth; 
others double-cut teeth, and still others rasp, or 
punched teeth. 

Question—What is meant by a dead-smooth file? 

Answer—Size of teeth in files vary. If there are 
only a comparatively few teeth to the square inch the 
file is coarse. The more teeth to the square inch, the 
finer the file. Some files have such extremely fine teeth 
they are called dead-smooth. 

Question—Does a file cut on both the draw and push 
stroke? 

Answer—All regular files should cut on the push 
stroke only. The file should be raised a bit on the draw 
stroke, and weight put only on the push stroke.—F rom 
Disston Crucible. 
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CORBIN 


SCREW 
PRODUCTS 








Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 


ers, Register, Sash and 
Ladder Chains. 





We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 


229 High Street 
New Britain, Conn. 


Branches: 
New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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Waen a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know what he 
wants and who know how to 
provide for those wants. 





Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 


MECHANICS & METALS 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 























NOW BEFORE 
THE FARMERS 











ca 
TOWNSENDS Wire Stretcher | 





Only successful one man stretcher for 
stretching plain, twisted, barbed and woven 
wire. Grips tight. Can't slip. One man 
can do it all. If your dealer can’t supply 
you write direct. 














PUT IN A FEW—THE 
FARMERS WANT THEM 


If you are not all ready to supply this stretcher 
to your trade you should look to your needs at 
once. Here is the original Townsend stretcher as 
made and sold for more than 30 years. It is the 
only successful and practical one-man woven wire 
stretcher made and is equally as practicable for 
plain, twisted or barbed wires. We are telling 
users about this tool in farm paper advertising 
and you will surely have calls for it. If your job- 
ber hasn’t it, write us direct. 


F. J. TOWNSEND 
BOX 268 PAINTED POST, N. Y. 





Special Precision Tool Depart- 
ment Helps Sales 


EILLY BROS. & RAUB, Lancaster, Pa., have 
found the demand for precision tools sufficient 
to warrant a special department for this line. 
The department consists chiefly of a specially built 
stock and display cabinet and a show case counter. 
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The cabinet, is 9 ft. long, 6 ft. high and 16 in. deep, 
and is made from cypress mahogany, stained. It holds 
382 bins of different dimensions and has been found 
very handy in keeping stock in good shape and acces- 
sible in location. The samples on the outside are kept 
in good condition with vaseline on cloth. 

This picture of the precision tool department 
gives you a clear picture of its appearance. Precision 


tools offer the dealer a very satisfactory margin and 
have a good market, particularly in industrial towns. 








sales there would be no business. Selling has 

therefore been commonly called the “produc- 
ing” side of business. The most valuable selling 
takes into consideration much more than simply the 
transfer of some article or service for remunera- 
tion. A good sale is made after due consideration 
of the buyer’s needs and opportunities, and the 
seller’s ability to meet these needs and opportunities. 
The minds of the buyer and seller must meet.— 
From an address by W. W. Brasier, Yale & Towne 
Mfg. Co. 


() ‘se good sales are good business. Without 























January 15, 1925 


— Specials Reduce Overhead 


VERY day the Fort Pitt Hardware Co., Pitts- 
burgh, Pa., offers the public a new special, which 
is some small item from the stock at a slightly 

reduced price. The special is placed on a display block 
in the front of one window, and usually attracts con- 
siderable attention and extra sales. 


This company is very keen about its window dis-. 





plays. Frequently an exclusive vise displays is used 
to attract trade on that item. The firm does a large 
builders’ hardware and tool business, so that mechan- 
ics and others interested in tools expect to see some- 
thing in that line in the Fort Pitt windows. 

A. H. Brownell once told us that every home should 
have a vise of small pattern. The reason that more 
homes are not so equipped is the fault of the hardware 
dealer, he said. 


Rope for the Radio Fan 


\ N 71TH the rapidly increasing number of persons 





installing radio receiving sets for home enter- 

tainment, a new sales opportunity of consider- 
able proportions in the aggregate is afforded retail 
hardware dealers on Manila rope, which is practically 
an indispensable item of aerial equipment. 

The simplest way to erect an outside aerial is to 
procure two insulators. One of these is fastened 
rigidly about three feet from the end of a chimney, 
rafter, or from a pole or upright erected upon the roof 
of a building; the other end is secured to a rope passed 
over a pulley mounted on another pole, or else is 
fastened to another piece of wire, which will be secured 
to a second suitable location. The lead-in-wire, which 
goes to the receiving set, is then twisted to the 
antennz and brought down to the apparatus. 

Use of the rope permits of lowering the aerial for 
repairs in case of need, and also enables one to 
keep it taut. Ordinarily, fifty feet of %g-inch Manila 
rope is of ample length and size to meet the require- 
ments. Wide-awake hardware merchants will push 
Manila rope and increase profits—Plymouth Products. 
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STOP HEED 


Replenish 
Hardware Your 
for Stock 
Hard-wear with 
BOMMER 








SPRING HINGES 


ARE THE BEST 


Your dealer handles them, get 
New Catalog 47, you need it. 





BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 














SELLING 
POINTS 


US. 


TALKING 
POINTS 








Quart 
No. 09 List, Ea., $6.25 


If a tool is good, every detail of its 
makeup is a selling point. A _ talking 
point is another thing, again, and not al- 
ways backed up by performance. 


“Torrid” Torches are good selling 
merchandise because the talking points 
are their absolute dependability. 


Write for catalog. 


GEO. W. DIENER MFG. CO. 


400 Monticello Ave. Chicago 
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Coming Hardware Conventions 





AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Dallas, Texas, 
April 21, 22, 23, 24, 1925. Headquarters, 
Adolphus Hotel. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York City. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. Le Roy Smith, sec- 
retary, 112 Market Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Spartanburg, 
Ss. C., June 9, 10, 11, 1925. Arthur R. 
Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N. C. 


CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION, Hotel Burritt, New Britain, 
Conn., Feb. 19, 20, 1925. Henry S. Hitch- 
cock, secretary, Woodbury. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 17, 18, 19, 1925. Leon 
D. Nish, secretary, Elgin, IIl. 

IDAHO ReTar. HARDWARE & IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Owyhee 
Hotel, Boise, Feb. 18, 19, 20, 1925. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash, 

INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 18, 1925. A. R. Sale, sec- 
retary, Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, Jan. 20, 21, 22, 23, 1925. 
J. M. Stone, secretary-treasurer, 200 Re- 
public Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 25, 26, 27, 1925. Karl S. 
Judson, 248 Morris Avenue, Grand Rapids, 
manager of exhibits. A. J. Scott, secretary, 
Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 


Paul, Feb. 17, 18, 19, 20, 1925. Gc 
Casey, secretary, Nicollet Avenue and 
Twenty-fourth Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND Im- 


PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 8, 9, 10, 1925. Guy Nason, secretary, 
Starkville. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler, Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmadge, secretary-treas- 
urer, Bozeman. 


MOUNTAIN STATES HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Me- 
Allister, secretary-treasurer, Boulder, Colo. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 East Washington Street, Indian- 
apolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 19265. Convention 
headquarters, Rome Hotel; exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 

NEw ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 80 
Federal Street, Boston 9, Mass. 


NEw YorRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


NorRTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 11, 12, 13, 1925. ©. N. Barnes, 
secretary, Grand Forks. Mr. Barnes may 
also be addressed for information in con- 
nection with the exhibit. 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 

OREGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Multnomah Hotel, Portland, March 4, 5, 6, 
1925. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PACIFIC NORTHWEST HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Daven- 
port Hotel, Spokane, Wash., Feb. 25, 26, 27, 
1925. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PENNSYLVANIA AND ATLANTIC SHABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION CONVENTION, Dallas, Tex., April 21, 
22, 23, 24, 1925. Headquarters, Adolphus 
Hotel. John Donnan, secretary, Richmond, 
Va. 


SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION, COMPRISING TENNESSEE, ALABAMA, 
GEORGIA AND FLORIDA, CONVENTION AND 
EXHIBITION, Birmingham, Ala., May 12, 13, 
14, 1925. Walter Harlan, secretary-treas- 
urer, 701 Grand Theater Building, Atlanta, 
Ga. 


SOUTHERN CALIFORNIA RETAIL HARDWARDB 
ASSOCIATION CONVENTION AND EXHIBITION, 
Ambassador Auditorium, Los’ Angeles, 
March 18, 19, 20, 1925. H. L. Boyd, secre- 
tary-treasurer, 618 Hellman Bank Building, 
650 South Spring Street, Los Angeles. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treasurer, 
College Station. 


VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 10, 11, 12, 1925. 
Thos. B. Howell, secretary-treasurer, Rich- 
mond. 


WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. > a 
Jacobs, secretary-treasurer, Stevens Point. 








Which Group For You? 


YEAR from today there will be two main groups of business men reporting 
progress in 1925. The first group will tell of fair profits on the honest in- 
vestment of effort and means. Lazy menin the other group will have very discour- 


aging reports. 


What will your report be? 
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Double plumb each end. Made in four lengths, 24, 26, 


28 and 30 inches. Dimensions 2” x 1%”. Ser NG. 
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Peerless Aluminum Level 


and 24 inches. Dimensions 2” x 1%”. 





Single plumb each end. Made in three sizes, 12, 18 








Sell Levels That Are Made Right for the Work Intended 


Practical bricklayers designed and patented Peer- 
less Levels. That’s why they fit the job intended 
and are accurate. 


These men know exactly the conditions and handi- 
caps their fellow bricklayers work under. Very 
often the light is poor and the level is used in 
unhandy, hard-to-work places. 


Quick, accurate readings are essential. 


Peerless Carpenters Level 


That’s why Peerless Levels are made with large 
white observation openings. 

These openings afford perfect vision. The glasses 
can be read quickly and easily—in poor light or in 
extreme positions. Besides the vials are set solid 
and protected from dirt, dust and water. Other 
features. 

If your Jobber cannot supply you order from us 
and mention your Jobber’s name. 


Peerless Carpenter’s Level 
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No. 5 Peerless Level. Thoroughly seasoned and kiln dried 
HARDWOOD, Brass End Plates. Same lengths as No. 550. 


No. 550 Brass Bound on all four edges. Two plumb glasses 
at each end. Length 24, 26, 28 and 30 in. 


























The New Improved 





VERY time a New Improved Gillette 
user lifts his razor for a down stroke 
there are three definite reasons why his 
blade will leave a smooth, beardless path. 


Four million men already know these 
three reasons, but there are still over 27 
million men who don’t. A lot of these 
fellows live right in your town—they’re 
your customers! Tell them these three 
reasons and you'll make a nice profit sell- 
ing them New Improved Gillette Safety 
Razors. 


GILLETTE SAFETY RAZOR-CO. 
Boston, Mass. 


What are these Three Reasons? 
Your name on a postcard and 
you'll soon know the road to 
greater profit. No obligation 
whatever. 














Gillet 


SAFETY RAZOR 
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Wood 
Screws 








BRIDGEPOR1. CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 


Representatives: 
ge E. Quigley, Detroit 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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GRIFFIN- 


the hinge that is unt- 
form in size, beauti- 
ful in appearance, 
lasting in finish, life- 
long in service —the 
product of one of the 
largest wrought steel 
hardware manufac- 
turers in the world. 
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If you contemplate 
changes or alterations 
in. your store and are 
interested in the pur- 
chase of new Store Fix- 
tures, our new catalog, 
just off the press, will 
be sent upon request. 


Why Jobbers’ Salesmen Recommend ‘“‘Warren”’ 


Jobbers’ salesmen, who have the best interests of their dealer customers at heart, recom- 
mend Warren Fixtures. And quick turnover of merchandise is the reason. Almost daily, 
merchants tell them of increasing sales two, three and four fold through the classification 
and display of merchandise in Warren Fixtures. 


WARREN HARDWARE STORE FIXTURES 


3ut increasing sales is but one advantage. Consider the saving of customers’ time, the 
greater accessibility of merchandise, the speeding up, in waiting on customers, the more 
attractive store; consider, too, the fact that a merchant can actually do more business in 
a vear’s time and make a better showing on a smaller stock than 3s possible with old-style 
fixtures. 

Jobbers’ salesmen realize, too, that Warren Service does not necessarily end when placing 
orders for fixtures. Our Service Department will gladly help you decide upon the correct 
selection and arrangement of fixtures, and render the fullest co-operation in seeing that 
vou secure the maximum benefits from the installation. 


“There Is No Substitute for Warren Fixtures” 


J.D. WARREN MFG. COMPANY 
159 N. State St. Chicago, Illinois _|j 
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No. 7 Challenge 


Prompt Shipments 


When you consider that every floor requires mopping 
and every mop requires wringing or squeezing—what 
a market there is for the sale of Boller Mop Wringers 
and Van Arnam Mop Squeezers—the two most popu- 
lar lines in America. 





No. 210 
For Homes 


And no matter how large your needs may be 


On Mop Wringers and Squeezers S 


nor how great the shipping distance from our plant, we can 
supply you promptly. pmpough our control of these two lines 
we offer you selection from 27 different patterns of Boller 
Mop Wringers and 7 different patterns of Ezy Squeeze Mop 
Squeezers, 34 styles in all—each the best of its kind. ° 


These include Household styles and sizes, Hotel and Janitor 
styles and sizes, and Mopping Tanks for every known purpose 

—all rugged in construction and made to give lasting satis- 
faction. The profit is liberal. Write us for Prices and Details 
of Complete Line. 


PETER PjOLLER MACHINE WORKS 





126-128 N. Curtis St. Chicago, Il. 
SALES REPRESENTATIVES: 
SAN FRANCISCO LOS ANGELES DALLAS 
Thayer & Bower, Thayer & Bower, F. L. Glover & Co., N 216 
845 Monadnock Bldg. 923 E. 3rd St. 1322% Commerce St., : oa 
! r — or Janitors 
C.E, Peabody &Co,, «-_g Aing & Moller DENVER 4 
71 W. Broadway, New York, » Chicago, I. J. H. Morrison, an 
Eastern Territory. Central States 306 Sugar Bldg. Hotels 
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Fourteen Years Ago 


one of our customers wanted a tool for 
handling work in connection with reseat- 
ing valves. 


Did We Start Right 


in to build such a tool? We did not. 
We first mingled with those using 
chain tongs, pipe wrenches and im- 
provised tools. 


We Studied Conditions 


What did we discover? We found 
that the yellow metal unions and 
valves used were being badly disfig- 
ured. This disfigurement was cost- 
ing many dollars for replacement 
for these expensive fittings. 


Requirements Demanded 


a tool with a perfect purchase— 
with maximum range of opening— 
with powerful leverage and with un- 
usual strength. A tool that would 
grip and hold and never slip and 
ruin work and skin the operator’s 
knuckles. 


Result—the Coes 


Key-Model Wrench made entirely of 
Steel Forgings--a tool which han- 
dles this and a wide range of other 
work so efficiently that it soon re- 
turns its cost in time and material 
saved. The demand spread —to 
meet it. 


This Wrench Is Now Made 
in Four Sizes: 


5%”, weighs 16 pounds 
36” opens 6%”, weighs 27 pounds 
48” opens 91%”, weighs 62 pounds 

*72” opens 12%”, weighs 165 pounds 


28” opens 





*On special order. 
Note uses. Ask your Jobber. 





Engine Rooms 


Power Plants 


Steamships Railway Shops 

Bus Lines Refrigerating Plants 
Stationary angimcers Oil Refineries 
Breweries s : ; 
Car Shops Pipe Line Companies 


Structural Work 


Bridge Work 
Factories 


Coal and Iron Roads 
COES WRENCH COMPANY 


“In Business Since 1841” 
Worcester Mass. 
Selling Agents 
J. C. McCarty & Co.......... 29 Murray Street, New York 
John H. Graham & Co.....113 Chambers Street, New York 
Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 
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The Sandpaper 
That Satisfies 


Your Jobber Has It 
in full range of 
grit-sizes 


(or if he hasn’t, can get it overnight from our 
nearest Branch) 


You are entitled to this Better Sand- 
paper and should write in your 
order, “Ruff-Stuff or nothing.” 


It lies flat in stock. 

Grit numbers are plain. 
Packages are even-edged. 
The grit stays on. 





A sharp, quick-cutting, long-lasting 
sandpaper that brings every buyer 
back for more. 


Send for samples and price list. 


Wensat Asasives@ 


Branch Houses Pacific and Mountain States 
WAUSAU ABRASIVES CO. SPRAKBE SALES CO., INC. 
Chicago St. Louis Los Angeles San Francisco 
Detroit Cleveland Portland Denver 
New York Los Angeles 
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= The Best Jobbers : 
Stock 


THe SHELBY une 


of 














Double Acting Floor Hinges + Garage Door Hardware 
Spring Butt Hinges Push and Pull Plates 
Screen Door Hinges | Door Bumpers 

Casement Window Hardware Mail and Letter Box Plates 
Door Bolts Door Holders 

Screen Door Latches Foot and Chain Bolts 

Sash Locks and Lifts Basement Window Sets 








Let us quote you prices on these and many other items of. Builders’ 


Hardware included in the SHELBY LINE 


MADE BY 
= The Shelby Spring Hinge Co. Shelby, Ohio, U.S.A. » 











“VPerfea” 
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The “Home Town” Customer 


The Smiths, Browns, Jones—about every family Nt ah 
in your town knows him. T _ 
A word from him means a whole lot, especially | "DLOWSAYLO 
when that word is “Perfect” and the product is WIRE CO. 


Screen Wire Cloth. 


| PAINTED 5( REE Because every home his family visits and every 
Lee ECL family that visits his home usually bring up the 


| y subject of Screens. 


They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


NIKOLITE 


DULL FINISH: 





Keep supplied through your jobber. 


MOULTON 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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No. 3335 Crystal No. 3749 Opal 
Shelf, 5 x 24 inches. Bar, 1 x 18 inches. 


The Most Economical Bath Room Fixtures Ever Made 





The President of the United States is surely setting People have found from past experience that the 
a good example by putting Economy into Practice. best Bath Room Fixtures are the most economical 
Let us all follow suit. in the long run. 

Thousands of home owners are also practicing Econ- Being made of Solid Brass, Heavily Nickel Plated, 
omy by careful selection of the Fixtures for their “Ringco” Bath Fixtures give Everlasting Service. 
Bath Rooms—they are buying that which has proved They have proved their economy as no “Ringco” 
dependable. Fixture has ever worn out. 


Your Jobber can undoubtedly supply you from stock. 
If not we will be glad to send you catalog and prices. 


AMERICAN RING COMPANY Branch Offices: Boston—170 Summer St. New York—2 Hudson St. 
WATERBURY, CONNECTICUT San Francisco—116 New Montgomery St. Chicago—29 E. Madison St. 


Oo OUTSTANDING FEATURES 








oy -) OT, | ee 
CONSTRUCTION 













IVE your customers better pump values. Sell them Myers 
Well, House and Cistern Pumps with the famous Myers Glass 
Valve Seat Cylinders and’ Myers Rolling Motion Cog Gear Head. 
Here are two outstanding features in pump design and construction 
that are exclusively Myers. The one lengthens the life of the pump 
leathers. The other reduces pumping labor 3314%. Everything 
else being equal, they alone have sufficient merit to produce pump 
business. But Myers Pumps offer other improvements of equal worth 
which are also a profitable trade asset to those who distribute them. 
There is the adjustable base, reversible siphon spout, extra large air 
chamber, heavy stand and long set length. Every condition has 
been met. From simple installation, easy operation and full volume 
to long time dependable service has been anticipated and incor- 
porated into Myers Pumps. Nothing omitted to give those who 
depend on them better service. Nothing overlooked to give those 
who sell them more opportunities for profitable pump business. 
There is a style and size for every purpose. The complete line is 
fully illustrated, described and listed at REDUCED PRICES in our 
No. 57 Catalog, a copy of which with informa- 
tion will be mailed to reliable dealers on request. 












ROLLING 
MOTION 
COG GEAR 












PATENTED 















THE FE. MYERS &: | BRO.so. CO. 


SHLANDB, OHIO 
ASHLAND PUMP AND HAY TOOL WORKS 
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Sisal 
Rope 





The Rope That Keeps the Promise 
Is the Rope That Builds Repeats 


Sell a customer some rope which breaks when only Sell a man a length of RAKCO Rope which will 
a reasonable load is put on it and it’s not the best kind stand any load up to its rated capacity for its size and 
of an advertisement for your store or that brand of he’ll have no reason to change to any other brand. 
rope. It starts him to doing some serious thinking. Besides he’s reasonably sure to dope it out that a 

He’s sure to steer clear of the store which sold him store which sells dependable rope is the place to buy 
that kind of rope and to discard its use in the future. dependable hardware as well as Rope and Cordage. 

The R. A. Kelly Company 
Moin Office STOCKS Branch Office 
Xenia, Ohio Schermerhorn Bros. Co. The Morey Mercantile Co. New Orleans, La. 
Ohio’s Model Town Omaha, Neb. Denver, Colo. 








BABCOCK | 


SPRUCE LADDERS 


Ladders That Sell Quicker 
and Last Longer 


The dealer has found from experience that a Babcock Spruce Ladder 
will sell more quickly in competition with other ladders. A Babcock 
Quality Ladder is recognized instantly by workmen as a _ ladder 
that will stand up under severe usage. 


You'll make no mistake in stocking Babcock Spruce Ladders. 


Everybody uses them—painters, carpenters, masons, mechanics, 
farmers, housewives. There’s a style and size for every purpose, 
and we pay the freight and ship promptly. 


Write for prices—today. 


BABCOCK CO., Bath, N. Y. 
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Profitable- 
Line of Gates 


Cyclone Gates—the standard of the world. 
They are backed by all the prestige of the 
famous Cyclone Line. 


Built in many attractive styles. Suitable for 
all purposes. 


Sell Cyclone Gates with other Cyclone 
Products—get maximum profits by handling 
the complete line. Ask your jobber. 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Waukegan, II. Cleveland, O. 
Newark, N. J. Fort Worth, Tex. 


Western Distributors: 


Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


Ornamental 
Walk Gates 


Frames made of 
heavy steel tubing 
with scroll top. Fur- 
nished with hinges 
and spring latch for 
wood posts. Frames 
painted green. 
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Double-Drive Gates 
Built in standard heights for openings 8 to 18 
ft. Furnished with wood post hinges, also fit- 
tings to hold one-half of gate while other half 
is used as walk gate. 
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Dealers handling Economy Metal Weath- 
erstrip claim it the best seller they ever 


had. 


Economy attracts the buyer because of 
its low price, permanence, and efficiency, 
and the ease with which it can be in- 
stalled. 


Economy appeals to the Hardware man 
because it comes in neat, handy cartons 
and is easy to handle. It sells fast, and 
the margin of profit is generous. 


Take a trial order today. Merely fill in 
and mail the coupon below. 


Complete Equipment 
in Attractive Carton 


Complete equipment for door or win- 
dow, with instruction sheet and nails, is 
contained in a handy carton. To make 
handling easy for dealers, they are put 
up in boxes of two dozen cartons, 


Economy Strips come in two sizes of 
windows, 36”x36”x36" and 42’’x42”x 
42”, and two sizes of doors, 36”x84” 
and 42’’x84”. The carton for 36” win- 
dow retails at $1.89 and 42” window at 
$2.21: carton for 36” door retails at 
Subject to regular discounts. 
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EATHER STRIP 


OMY METAL w 








ECON 


$2.01, and 42” door at $2.14. 


Our Sales Plan with Advertising Leaflets and display cards makes sell- 
ing easy. Hardware jobbers and dealers are furnished also with small 
sample windows yo yd equipped with “‘Economy” for display pur- 
poses, and to assist their salesmen. 


These Fellows Are Making Money on Economy 


“We are doing/a nice business. Just received an order from one of our 
large apartment houses for strips for entire job.”—Van Camp Hardware 
Iron Co., Indianapolis, Ind. 


*“We have been very successful in selling your strip, and would appreciate 
it if you would send us a small sample window for display purposes.”’— 
A. Fromme Lumber Co., Terre Haute, Ind. 


“Kindly send us 500 illustrations for imprinting. One of our dealers has 
met with unusual success and wants to circularize his trade.”—The Kruse 
Hardware Co., Cincinnati, Ohio. 


Sager Metal Weatherstrip Co. 
162 W. Austin Ave. Chicago, Ill. 


SAGER METAL WEATHERSTRIP CO. 1-15-25 
162 W. Austin Ave., Chicago 
[] Send prepaid 1 box Economy Metal Weatherstrip size 


y+ Rr ie containing 24 cartons, complete equipment for 2 


doz. windows. 
” ” ” 
CO Send prepaid 6 cartons, size + Kae = Berar 


for 6 windows as a sample order. 


complete equipment 


C Send full information with samples. No obligation whatsoever. 
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Next to the Dealership for 


Allen screws, your best asset 
in the Hollow Screw line is 
a complete line. 


Orders gravitate to the house 
with a well-balanced stock. 
Orders are lost when buyers 
must wait for some sizes. 


Rather than telling the cus- 


tomer youll “send for’ his 
ALLENS, send to us for a well- 
rounded assortment—and be 


ready. 


Well advise you out of 
wide experience what will 
make up a balanced stock, 
with the best provision for 
rapid turnover and steadier 
profits. 





The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Write for new catalogue 
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The 
GREY GOOSE 





GD Alaska’s freezer beautiful 





Housewives are acclaiming Alaska’s 
super-freezer, enameled for good 
looks and to preserve the wood 


i: latest model is the lovely Grey 

Goose freezer, heavily enameled a beau- 
tiful French grey. This freezer has all the 
Alaska points of superiority. Its enameled 
coat makes it the best looking freezer on the 
market, and protects the wood, inside and 
out, from the action of the brine. 


Four minute freezing is a feature of the 
Grey Goose, as of all Alaska freezers. It has 
covered mechanism, as all Alaskas have, to 
prevent pinching of fingers. It has the 
famous Alaska exclusive open-spoon dasher 
that whips the cream to delicious smoothness. 


The Alaska Grey Goose comes packed in an 
individual carton to prevent damage in 
transit. In sizes 1, 2, 3, 4, 6, 8 and ro quarts. 
Write us for terms. . 


THE ALASKA FREEZER CO., Inc. 
Dept. Bl Winchendon, Mass. 
Makers of the Regular Alaska, the Alaska 


Cottage Special, the Alaska North Pole, and 
the Alaska Household Electric. 











The famous open-spoon 
dasher—an exclusive Alaska 
feature—makes ice-cream 
in FOUR MINUTES. 
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Manufacturers of Mechanics’ Auto Tools for 14 Years 







Years of 
Experience 
Back 

Every Set 


Set of 6 socket wrenches with off-set handle 
in handy card-board box. Fully guaranteed. 
Packed 100 sets to carton. Send for sample 
and prices of the new Miller. 


Handsome Profit for You 


Jobbers and dealers realize big profits on 
these sets, also on our Feeler Gauges called— 


The Cat’s Whiskers of Mechanics’ Tools 


Blades take in 
any required set- 
ting used by 
motor mechanics 
or machinists. 
Made of high 
grade Swedish 
tempered feeler 
stock and guar- 
anteed accurate, 
one-piece handle, 
3” blades. 


Write for Dis- 
counts. 





ve that 


sell easily— 


because of satisfaction to the 
user, are “easy-to-read,” “easy- 
to-use,” durable, and perfect in 
workmanship and finish. 


DIETZGEN 


Measuring Tapes 


have all these selling features. 





Build your sales and increase 
your profits by adding the 
RELIANCE and ADMIRAL 


Tapes to your stock. 


Investment small; turnover quick. 


Catalog and discounts on request 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 





MILLER TOOL & MF G. CoO. Branches: px oN Sales Offices: 
DETROIT Chicago New York &, Philadelphia Washington 
MICH. New Orleans Pittsburgh Factory: 
Eastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N. Y San Francisco Chicago, Illinois 


Western Representatives: Alden Glaze & Co., 143 Second St., San Francisco, Cat 
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FLY 


Perfectly Woven, Most Durable 
One vale 


nae and Copper 
CREEN CLOTH 


Square Feet in Stock. 
Write for Prices | 


SPAR GO ‘WIRE CO. 
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Growing demand for 
W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros." ?,. 


Selling Agents 
Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back New York 


























FORSTNER 
Labor Saving 


AUGER BIT 











Seeing Is Buying 


when the goods are K & E Measuring 
Tapes, displayed in this handsome tray 
where each article is shown to best advan- 
tage. 
e & a MEASURING 
TAPES — 


| Bores Any Arc 
of a Circle 






Many 
New Uses 






have that attractive appearance which is an 
outward proof of their high quality and 
durability throughout. 









The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool corsbined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 






Remember every Machinist, Carpenter, 
Painter, Mason, etc., is a potential buyer. 
Keep supplied. 








Write for information re Tray No. 52. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. & 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL. 
616-20 S. Dearborn St. 817 Locust St. 30-34 Second St. 5 Notre Dame St. & 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 


-_ 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 
TORRINGTON, CONN. 


| The New “YANKEE” (No. 30A) No. 31A—Heavy Pattern 


CT ze by the severest possible test, has proven Nos. 130A and 131A 
if _ itself the best Spiral Ratchet with spring in handle 
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Screw Driver yet Superceding the 
The driving 
nut is one- 


produced. No. 30, 31, 130 and 131 
third longer and more 


©. | 
durable than in our Famous . ee ) ——_ 


Yankee No. 30, of which there are now mil- 
lions giving high class service. “YANKEE” on tools 
stands for the utmost in Quality, Efficiency and Dur- 
ability. Your Jobber can supply 
NORTH BROS. MFG. CO., Philadelphia, Pa. 


North Phila. Sta. 


3 Bits 


with each Driver 
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Fifth and Last Point 
of the Clemson Star 


AS) STAR 
A HACK SAWS 


CLEMSON HEAT TREATMENT 
Star Hack Saw Blades are heat 











treated in electric furnaces which 

are equipped with automatic elec- 

tric control. Star Blades are abso- < df 

lutely heat treated to specifica- 

tions, thereby possessing a marvel- THE BIGGEST LINE 

: > Di Di oard ly 16% b in. Yet th h 

ous uniformity. aus nth OF 2 Cannan Won of Ektauian etnies, das ont 
4 to 18 inch, and double end from 4 to 12 inch, so attractively that 
oe a walnut finished panel 5 ply veneered to 

. auti n 
Makers Since 1883 prevent warping an lettered in orange, black and ba The place 

for every wrench is outlined in gold, with the size marked to pre- 
vent — in — Rich and elegant, provided with a 
stro ; rt. 

CLEMSON BROS., INC. tac oT Manufactured by 

Middletown, N. Y. Diamond Calk Horseshoe Co. 
DULUTH, MINN. 
WE HAVE SOMETHING TO TELL YOU ABOUT aeinasieehdis daliana 
HACK SAWS. WRITE FOR BOOKLET. Markt & Hammacher Co., 
193-196 West St., New York, N. Y. 
fe — 




















OLIVER: TR(N- ANT) STEEL 
“a SUN AN oN 


BOLTS, NUTS, WASHERS, WAGON FORGINGS,TELEPHONE SCREW RAILROAD SPIKES, 
S, STEEL BARS, 
REINFORCEMENT BARS. 





VTURERS 
Established 
1865 


RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE CK BOLT 
GRUBHOES AND CROWBARS MATERIAL,ETC. BOAT SPIKES, 


EASTERN OFFICE PACIFIC COAST OFFICE 








SO CHURCH ST, = NEW YORKCITY. MONADNOCK BLDG.,SAN FRANCISCO,CAL. 
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SIMPLIFY YOUR TACK ASSORTMENT 


No Retailer Need Carry 


HOUSEHOLD oe ame 


TACK ASSORTME T 
rapper Nl General Household 


Requirements 
Displayed for Counter Sale 
~~, 9 1cks Well Displayed Are Half Sold 
J 7 Superior Tack & Nail Co., Derby, Conn. 


Catalog electros furnished on request 
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ARMSTRONG’S 
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ARMSTRONG nia LO.BRIOGEPORT. CONN. 


STOP THE RATTLE AND c © © © 


YOU MAKE THE SALE Improved Nipple Holder 


Every casement window in your territory that 
slams, or rattles, or bangs means an opening for 


a quick sale at a good profit—if you sell th 
4 . No. 20 for No. 2 Stock 


MONARCH Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
bat Range 1—2” Right or Left 


The Monarch Control Lock is the only casement oper- 
ator on the market with a positive lock at the sash to 




















stop all rattle. Permits casement windows to be opened ° ° e ‘ 
or closed and securely locked at any angle without dis- The right nipple 1S always on the job 
turbing screws or drapes. Can be attached, concealed 

or exposed, above or below stool of window. Adver- when you carry one of these tools 


tised in House and Garden, The House Beautiful and 
other magazines your customers read. Write for free 
illustrated descriptive Manual and prices. 


MONARCH METAL PRODUCTS COMPANY Ties Armstrong Mfg. Co 


4960 Penrose Street, @y St. Louis, Mo. Bridgeport 
Conn. 


Manufacturers of Monarch Casement 
Hardware and Monarch Surface Bolts 























For you—an opportunity to increase profits NOW 


The ice harvesting season will soon be here—the dealers—thousands of ice harvesters, large and 


Here is the List! 


1 No. 815 8-in. Ice King Plow tools and machinery needed are being bought NOW. small. This field is _developed—someone is selling 

1 No 413 Plow Bene en a oS 
a ¢ g ma armers, dairymen, or Cata 0. 70 and sheet of 

1 No, 422 5-ft. Ice Saw rs, confectioners, ice cream manufacturers, ice tive discounts. - ie — 

2 No. 444 Splitting Forks MAIN OFFICE: 7 HILL ST., HUDSON, NEW YORK 

1 No, 457 Calking Bar New York: 50 Chureh St. Chicago: 565 W. Washington St. 

1 No. 458 Bar Chisel Boston: 222 State Street Pittsburgh: Peoples Bank Bidg. 

1 No. 47@ Floor Shaver Plants: Hudson, N. Y., and Pa. 

1 No. 476 Ring Splitting Chisel 

1 No. 560 Line Marker 

1 Ne. 565 Scoop Net 

8 Me. 520 4% ft. Ice Hooks 

1 


Ne. 620 6 ft. Ice Hook 
1 Nae. 5620 12 ft. Ice Hook 
1 Ne. 640 24 in. Boston Tong 


Thie Met may be edded to if con- 
ditions demand. 











Send for complete Cutalog. 
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1925 


Wring out the Old, Wring in the New, 
Wring out the false, Wring tn the Crue, 
Anchor Brand Wringers will furnish the Wring 





So get orders datly,— profits they'll bring! 
Best Wringers Made—Every One Warranted 








Lovell Manufacturing Co., - - Erie, Pa. 
Largest Manufacturers of Clothes Wringers in the World 














No. 202 


Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
oe inside or outside without the proper 
ey. 

Also our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
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| Nuts, Rivets, Burrs, Specialties 
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UE economy in the selection of Screw or Bolt Products 
consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 


material. Write for Catalog 6. accuracy. | 
@@ INDEPENDENTIOCKCO,1® REED & PRINCE MFG.CO. ois. 
LEOMINSTER, MASS. a a wer sa Sai WSN RAND ar CHICAGO NORTH SESS 








Paint, 

Like 
Advertising, 
Works 


Wonders 








MILLION dollars a letter is the value placed on a slogan 


used to advertise Paint and Varnish. 


What made the “Save the Surface” slogan so popular— 


good advertising and the thought it contained: 
property as well as improve its appearance. 


To save 


Now Paint, like advertising, can be made to work wonders. 
But don’t expect dealers to spread your paint story and 


That medium is the “Monthly Paint Section” 


ware Age. 


consumers to spread your paint unless you mix your paint 
message with good advertising and spread it in the right 
medium. 


of Hard- 
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No. 231, % in. : 
. 232, % tn 


Special Washer . 233, 1 In. 


SLOTTED SCREW TIPS | 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevené 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 


Taplin ~-(CHICAGO sas 





1g In. 


Seeeeiatied 


























Double Dasher SPRING HINGES 
THE “PREMIER” 





Handsome—E ficient 


—Comfortable 


Packed Individually or 
Dozen in Box 


At a Popular Price 


No beater at any price 
could do better work—none 
equals it at present. The 

meet at cha ki Mie bared ata ee 


speed and ease with which 
, TYPE 4001 


a bowl of eggs are beaten 





to a frothy aerated mass 

is a revelation. BALL BEARING ADJUSTABLE TENSION 
eater Deenarem “THE PREMIER” SPRING PIVOT HINGE is 

Frame and Gears classed by itself in this type of hinge and is a high grade 

Comfortable to grasp — article in every respect. 

Be gg ay nolan onan The weight of the door is carried on BALL-BEAR- 

ices to hold decaying food. INGS, the eccentric is equipped with hardened steel 

No soldered parts to come ROLLER-BEARINGS and the piston is made of 

loose. No parts that bend DROP-FORGED STEEL. 

and cramp the. gears. , 

Douse it in water to clean The compression spring is made of the best tempered 


—the finish is Rust Proof. steel flat wire. It is well recognized that a compression 
30 Years’ Experience Be- spring has greater durability and efhciency when made 
hind This Beater. of flat wire. 


Send for Catalogue H-309. 
The Taplin Mfg. Co. “— —" 
New Britain, y eae Chicago Spring Hinge Company. 


No. 477——White Handle N. Y. Office: 71 W. Broadway CHICAGO NEW YORK 


























MILBRADT Raving LADDERS 
BICYCLE Rolling LADDERS 


We are the originators and have manufactured MILBRADT Rolling 
Step Ladders for thirty-five years. Rolling Ladders is our exclusive 
business. We have lately purchased the Bicycle Step Ladder Co. of 
Chicago and are now manufacturing BICYCLE Step Ladders as well 
as eighteen different styles of MILBRADT Rolling Step Ladders. All 
goods are made in a first-class manner, guaranteed in every respect 
to give satisfaction, and we can supply your wants in the rolling ladder 
line, whatever they may be. 


Write for complete catalog 


Milbradt Manufacturing Co. 
2411 N. 10th Street St. Louis, Missouri 
















































Sidewalk Elevator 


This sidewalk elevator, or ash hoist. is de- 
signed for use in mercantile establishments, 
schools, office buildings, churches, hospitals 


push 
the car. 


he — be The Detroit School 
or in any type of building where it is nec- Board has instal- 
essary to reach the basement from theside- led twelve in their 


walk level. It eliminates hoisting ashesor nh tc tg . 
merchandise by hand with a crank and can | hand and water 


be arranged to travel truck height if neces- 


sary. 
iff ( ; 








Furnished complete 
with sicel sidewalk 
doors and bow for op- 
erating dwors. 


Write us today for 
complete information. 


KIMBALL Bros. Co. 
1103-19 Sth St., Council Bluffs, la. 
ee” 

There is a Kimball 


Elevator for every 
requirement 


- 


KIMBALL BROS. CO 


COUNCIL BLUFFS.IOWA 


HARDWARE AGE 


This machine is 
electrically oper- 
ated 7 means of 

uttons on 


drive apparatus. 



















Good Hose Clamps 


Universal Hose 
Clamps have been 
known to the trade 
for years. 


Their consistently good qual- 
(‘eo alee sivisieiele ity both as to material and 
ETT EET EE workmanship have _ estab- 
nth Bet nthenidtan cli lished them as clamps that 
can always be depended upon 
to do their job—and do it 
well. 
Their size adaptability, ease 
of installation, leak preventive 
feature and rust-proof con- 
struction makes them all that 
a good clamp should be. 
Universal Clamps are manu- 
factured from cold _ rolled 
steel wire—not strap. Their 






edges are smooth, Every 
clamp is “Electro-Galva- 
nized.” 


One size—1 to 3 in. fits any 
hose of any size. For oc- 
casional needs of small hose 
we make a Junior Clam 
adapted to % to 1% in. ad- 
justability. 

- Specify the genuine Uni- 
versal Clamps. Be sure you 
get them. Our name is on 
every clamp and every box. 


Patents Granted Universal 


March 20, 1911, Industrial Corp. 


=e Ss, SUse Hackensack, N. J. 


HOSE 





CLAMP 
Adjustable to fit arvy Lose of ary st 








Identified! 


ELLING “Tri- 

angle-C” barrels 
and kegs is not only 
profitable but safe! 


Regardless of where 
they go they are iden- 
tified by the “Tri- 
angle-C” trademark. 
This means that The 
Cleveland Cooperage 
Company assumes full 
responsibility for 
every barrel or keg 
manufactured by this 
organization. 


Send for Catalog 
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F uilders of “Triangle C” Barrels Cc, — “Built Right to Hold Tight” 











Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 


All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the third issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 
issues. 


HARDWARE AGE 
239 West Thirty-ninth Street, New York 
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Security 
Catches 


\ \, | for 
)) Trunks—Tool Chests 
=~  Suitcases—Lunch Kits 
Auto Tool Boxes 
Radio Cabinets 








Note the construction. 


The Spring Lever pulls 
down and _ not only 
clamps the two parts 
securely, but holds them 
tightly and prevents rat- 
tling. 


Furnished in Steel 
Pull Size in Two Sizes 


No. 0864 
No. 0864—2 344”x1%” 
No. 0827—=3 34 "x1 7%” 








This spring lever 
must be pulled up in 


order to open, ag one dozen in a 

ox, in brass plated or 

x, nickle plated finish—with 
AND or without screws. 


REASONABLY PRICED 


THE BRAINERD MFG. CO. 
East Rochester, N. Y. 








Make 1925 the Biggest Ever! 


THE PROMPT START—that’s important. Your 
decision to handle tried and true, well known goods, is 
equally so. 

The LADD EGG BEATER LINE is the only com- 
plete line of thoroughly HIGH CLASS BEATERS 
made. It has stood the test of 13 years’ marketing; is 
made to produce PROFITS to dealers and SATISFAC- 
TION to dealers and users. 

There is no sub- 
stitute for the \ Jy | 
LADD. LINE at 4 DIRECT CENTRE 
any price, nor is ome 
it best to stock 
one or two num- ¢ 
bers only. 

JUDGMENT 
DICZTAZES 
TH 
RANGE OF 
FOUR NUM- 
BERS FOR ALL 
PURPOSES and 
adhering to this 
policy over a 
period of time, 
convinces your 
customers that 
you SUPPLY 
THE BEST the world affords, giving suitable choice. 


MERCHANDISE La bate LADDS: Leading stores doing it find 
them of much importanc 

WELL MADE, HONESTLY SOLD, MAXIMUM REPEATS 
RESULT. 

IN 35,000 stores. 


ORDER AT ONCE, JOBBERS THE WORLD OVER—AND US. 


UNITED ROYALTIES CORPORATION 
1133 BROADWAY NEW YORK 

















“OHIO” 


Shoe Lasts and Stands 






MADE 


ABSOLUTELY 
OF 2) GUARANTEED 
SEMI-STEEL 


yo AGAINST 
BREAKAGE 

















-F 





The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 





























TO V gs 


A GUARANTEED 


“TOM-TAP” PRODUCT 
Increases the Natural Life of Metals 


A preparation entirely different in ap- 
plication and performance. STOVOIL 
' removes and prevents rust. It cleans 
- \ keeps metal surfaces permanently 













polished by sealing the pores with a 
thin protective coating. 
Everything in the form 
of iron, steel, copper or 
brass can be rendered 
impervious to weather 
and climatic conditions 
with STOVOIL. 


109 













Can be sold for use in 
the home or the farm 
—and be used safely 
on tools and profes- 
sional instruments. 

STOVOIL is widely 
advertised and has 
won the approval of 
thousands of users. A 
National demand has 
already been created. 


Pacific Coast Distributors: 


GENERAL SALES CORPORATION: 
718 Mission St., San Francisco 
474 Everett St., Portland, Ore. 
350 East ist St., Los Angeles 
710 Terminal Sale Bldg., Seattle 


Superior Laboratories 
Grand Rapids Dept. 102 Michigan 


Sold Thru 
All Dealers 
and 
Gas Companies 
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O Look! Mr. Plumber 


No. 22 is the latest improved 
coil Fire Pot. It will quickly 
melt a 6inch pot of metal. Tank 
is of drawn steel, tinned inside 
and out and is leak proof and 
rust proof. Patented three piece 
coil cup can be quickly removed 
for cleaning. Very simple to 
operate and repair. A quick 
seller. Jobbers supply at fac- 
tory price. Catalog mailed on 
request. 


CLAYTON & LAMBERT 
MFG. CO. 
10619 Knodell Ave. 
DETROIT, MICH., U. S. A. 





No. 22 Fire Pot 
Ask for latest price. 





SAMSON CORDAGE WORKS 
Boston, Mass. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord, Awning Line, 
Dumb-Waiter Rope, Etc. Send for Catalogue and Samples. 


BRAIDED CORDS and COTTON TWINES 











QUICK SELLING; POPULAR PRICE; NICE PROFIT 
Ask Your Jobber for Marcy Drivers 
MARCY TOOL WORKS, Inc., Putnam, Conn., U.S. A- 


NEW YORK CHICAGO 
7% Barclay St. 180 N. Market St. 





UPERIO 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 














American Steel & Wire 


Chicago, New York, ‘Boston 
Denver, Birmingham, Dallas 
U. S. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner. 
BANNER (formerly Arrow) STEEL POSTS 
CONCRETE REINFORCEMENT 
BALE TIES: Old reliable brands 
TELEPHONE WIRE 
WIRE for every purpose 
Quick Delivery. Write us for selling plans. 





An EXPANSION SHELL 


With a Sure-Dependable Hold 


Superior advantages: 
1) It grips at the bottom of the hole by 
(2) Burying its jaws in the sides of the 
hole. 
(3) By Underwriters Laboratory test it 
holds unti] the bolt or the material, 
into which it is placed breaks. 
When properly set it will not come 
loose. 
(5) Quickly installed. 
Overcomes these disadvantages: 
(1) It is NOT a friction hold. 
(2) No waste from broken or misfitting 
vmarts. 
(3) Vibration does NOT affect it. 
Made in two types for 15 sizes of bolts. 
Practical in any Solid Material. 
A tria] order for testing will soon con- 
vince you. 





(4 


— 





Samples on request—No charge. Send for Bulletin No. 55. 
THE PAINE COMPANY 
2951 Carroll Ave. 
33 Warren St. 


Chicago, Il. 
New York City, N. Y. 

















In Your Next Order Write 


IWAN SOLID SOCKET HAY 
KNIVES 


Notice that the step and blade are one solid 
malleable piece instead of separate blade and 
step. 

The three sections are serrated and fast 
cutting. A strong durable knife that is selling 
in good volume. One-half dozen in crate. 


Iwan Bros., Mfrs., South Bend, Ind. 


Revolving Chimney Tops, Post Hole Diggers, Snow or 
arn Scrapers, etc. 




















N ’ TIRE 


STORE LADDERS 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, wi 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. ‘ 
Both hands free to remove or eueee stock without 
danger of falling. Cushioned Tired Trolley and 

ruck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. 
style—neat of design—nicely 

finished—any height ceil- 

ing. Thousands in 


ase. Circular on 


ma 


7) | 


Pig 
- | 
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KEYC Osborne High Grade Punches 
















ADJUSTABLE 
PIPE WRENCHES 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 





PATENT APPLIED FOR 


arene quality.” Made from Alloy Steel, heat treated quality. 

rl “Light ys ng goog ee ee =~ za — — will please your customers as well as our famous Round 
; and Ova nches. 

pipe, nuts or studs. Fully Guaranteed. Packed 12 to a Remember we have had 98 years of successful manufacturing experience, 


Carton. Write for Discounts. employ only skiiled workmen and use the finest quality of materials in 
making our products. 


The Keystone Manufacturing Co. ney ttand back of every tool we make. Try us, Write for Catalog 


Buffalo, N. Y. C. 8S. OSBORNE & CO., NEWARK, N. J. 
Sales Representatives—Surpless, Dunn & Co. ESTABLISHED 1826 

















\ Russell Jennings | 
Auger Bits 


Patented by 
Mr. Russell Jennings 


in 1855 


A line of high power, hand- 
eperated cutting tools known 
In every civilized country for 
quality-durability and  effi- 
piency. Sold by leading 
hardware jobbers. 








> 
Two styles 
of shanks,— 
three threads for 
boring all woods 









Russell Jennings Mfg. Co. 


Chester, Conn. 








— 








Impossible! 


There is no “just as good” blotorch, either 
in features—or in sales. Turner No. 45 
stands alone. The Super-Heating Burner 
Baffle and Heater Plug enable the operator 
to use present-day gasoline or kerosene; 
Safety Valve obviates the danger of excess 
or bursting pressure and Twin Needle Sys- 
tem which entirely prevents the enlarged 
orifice so common on ordinary torches are 
exclusive Turner patents. No other torch 
dares to have them. No other torch can 
take Turner’s place in your stock. Order 
Turner NOW from your jobber. 


Heavy Duty Socket Wrenches 


‘a! } O Offset Type 


"'@ Ae wo ° See 








—- 24 —a, 
Extra strong construction with extra depth sockets— 
heat treated. 


Plain lacquer finish—twenty-six standard sizes. 
Ask for Catalog No. 500. 


WALDEN -WORCESTER 




















Edgewood Ave., Sycamore, Il. OT oe vt Mat isco 
New York Office and Warehouse ag ~——_ a - 
108 Charlton St. + eB oe I WORCESTER, MASS. 
L 





HACK SAW BLADES MACHINES 





“REDUCE YOUR COSTS” 


: STEEL WIRE 
Samples furnished for testing. SCRATCH BRUSHES 


Write for catalog and prices. 
8 P A large variety for industrial and household require- 


Sold by Jobbers. ments. First quality backed by more than fifty years 
experience, 





Write for catalog and prices. 


DIAMOND SAW & STAMPING WORKS THE HEROLD BROTHERS CO. 


BUFFALO, N. Y. Established 1874 
1104 W. 9th ST. CLEVELAND, O. 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


wn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 


os 
aay 

















TaYaYaral (Ya 
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THE STEWART IRON WORKS CO., Ine., 225 Stewart Block, Cincinnati, 0. 


















\%s 


sancti READY” WRENCHES 


-Forged from high grade 
— * Strong, compact, con- 
venient, Literature: 
J. H. WILLIAMS & CO. 
“The Wrench People’’ 
New York BUFFALO Chicago 








Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Sunn alle Exposition. 
Good profit. Write for price lst. 

Name and design trade marks registered U. 8. Pat. Off. 














Wright’s Jennings Auger & Car Bits 
High Grade 


The Conn Valley Mfg. Co., Centerbrook, Conn., U.S. A. 








ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
Plain or ene in 


STRATTO = 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 





Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. 8S. A. 
New York Office - - - 350 Bruaunay 

















‘*T Make the best Hammer ’”’ 
D. Maydole, 1843 


The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 








THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 














SCREW "LE Nox” DRIVERS 


cesien ronal 

auaure <a extanteo 
“The Toots in Lhe Piuad Bor” 

AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


MACK SAWS ~- BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





eeeeee 
3330604008 Seeseeeeceeceeee eee eeeeeeeeeeeeeneeeee 
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FIELD SASH PULLEYS 
Made of Pressed Steel 


Maximum Strength—Minimum Weight 
No eandy cast surfaces to chafe and wear sash 
cord. Write for Catalog and Prices. 


FIELD HARDWARE MFG. CO. 


111 E. 3ist St., Kansas City, Mo. 











THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 


BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 
WD PROTECT THE DEALER. 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 




















PADLOCKS 


Meh FOR EVERY CONCEIVABLE PURPOSE 
rc FRAIM-SLA YMAKER 
Hi 5)! UES HDW. CO., INC. 
ti i “a i Pa., U. S. A. 






Lancaster 





“REQUIRES | 
ONLY = SAMPLE 








Mr. Retailer: Insist that eye obber BH RUNG 
with a co or line of ray nda R SMITH 
SHEARS and have best mad 


Backed by 50 
years’ satisfac- 
tory service. 





SEYMOUR SMITH & SON, INC., Oakville, Conn., ay S. A. 
Sales Agents John H. Graham & Co., 113 Chambers St., New Y¥ 


















A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 
Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 


handle. Keeps hands out of water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 























Looking for a Hardware Store? 


“Classified 


The place to find one is in the 
Sumostuniites Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 

know the kind of a store you are looking for. 
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IDEAL LINE 
ROLLING STEP LADDERS 





al Prompt 
rices . 
are 25 % Shipments 
ower than 
any other We make 
Rolli them to fit 
olling nth 
Ladders Shelving. 
on the 
Market. alicia: 
Satisfaction Catalog on 
Guaranteed. Request. 


SUCCESS FURNITURE CORP. 


St. Louis (Kirkwood), Mo. 








TACKS 


— EOPEREE 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 














\, 
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all profes- 

' sional barbers, as 

well as many home users, 

find complete satisfaction in Koken Razor 

Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 


-— cTFeeeeeee~ 
szagti tet 11s. 
wer? Teese 
errr rrr.) tt... 
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BARTLETT 


Tree Trimmers 
Stay Straight 


6, 8, 10, 12, 14 
and 16 Ft. Lengths 


The rod connecting knife lever and handle 
lever crosses the pole, not only giving com- 
pound leverage, but equalizing working strains 
and preventing warping of the pole. Cutting 
head easily trims 1% in. branches. Like all 
Bartlett Compound Lever Products, made of 
the best material. Write for Catalog, Prices 
and Discounts, 


BARTLETT MFG. CO. 
430 E. Lafayette Ave., Detroit, Mich. 












Packed 1 or 2 doz. 10c pkts.to a Carton 













Send for Advertised for 































































Illustrated pan 
ears 
Folder of y Knife Sh 
Counter Great Demand arpener 
. he Aristocra 
Displays Good Profit monty jo conn 
Utility 
M Durability a 
oore 
Push-Pins Push-less Hangers ; ‘Jobers 
**Glass Heads- Steel Points’’ “* The Hanger with the Twist” Retail $1.00 pe), Bn . Discount 
To “ Hang Up Things ” in Homes, Offices THE PHILLIPS-LAFFITTE CO. ——— 
and Schools. Ask your Jobber. SOLE DISTRIBUTORS Pence, Eide, 
Moore Push-Pin Co. ( Wayne Junction), Phila., Pa. 
UNIVERSAL | Well Balanced 
is the line of Rome percolators. Sell 
them for $2.00 to $5.25 copper and 
BO \ STR APP | NG aluminum, hot and cold water pat- 
terns. 
| Write— 
CARY MANUFACTURING CO. ROME MFG. CO. Corey 


Manhattan Bridge Plaza, Brooklyn, N. Y. 















Factories and Offices, Rome, N. Y. 











STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- . 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 


















PEERLESS 
- de fure - 
FENDERS 


FOR FORD CARS 
Nak 






The CORCORAN MFG-CO- CINCINNATI 
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Set Solid, Minimum 50 words............ newseoet's 6d eeenet $3.00 
An Effective Low Cost Contact with Hardware Man- Each additional word......----.-+eeeseeeeeeeeeeeeees a 
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Business Opportunities 


Help Wanted 


Positions Wanted 








FOR SALE—Stock of shelf and builders’ hard- 
ware, paints, household utensils, stoves, washers, 
wheel goods and toys. Sales this year $105,000. 
Business established and growing, central location 
on main street in one of the best manufacturing 
cities in Michigan of over 50,000 population. 
Address Box C436, care of Harpware AGE, 
New York. 





HARDWARE BUSINESS, large, prosperous 
town 35 miles from New York, $125,000 yearly. 
Main street, state highway, trade from 3 large 
nearby towns. Act quick. No. 12044. Booklets 
other propositons mailed. BURKE STONE, Inc., 
41 E. 42nd St., New York. 





HARDWARE STORE FOR SALE in good 
section of Middle West, with climate unequalled 
in the U. S._ Established about 30 years. On 
main line of Santa Fe R. R. Farming, shops, 
etc. Address Box G-430, care of ARDWARE 
Ace, New York. 





FOR SALE—HARDWARE BUSINESS es- 
tablished over thirty years in city of 80,000. 
Capital needed about $6,500. Address Box G-445, 
care of Harpware Ace, New York. 





FOR SALE—Hardware and house furnishing 
business located in Montclair, N. J. Owner has 
other business which requires his attention. Price 
low. Address T, 84 White St., New York City. 





FOR SALE—HARDWARE STOCK, fixtures 
and tools, in town of 3000 population, in Central 
Michigan, near two large manufacturing cities. 
Will inventory $10,500. Good railroad facilities. 
Store has been established in same place for 
forty-five years, did $45,000 business last year. 
Satisfactory lease may be obtained on building, 
best of reasons for selling. Address Box G-450, 
care of Harpware Acg, New York. 





WARREN FIXTURES FOR SALE—Account 
of alteration we wish to dispose of three Warren 
glass front drawer cabinets and one open ad- 
justable shelving cabinet in excellent condition. 
Address Greig-Van Nattan Hardware, 415 
Monroe St., Springfield, Ill. 





HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s “Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 








SALESMAN WANTED—Manufacturer of 
hardware distributing thru the trade could use 
experienced salesman in Virginia, Carolina and 
East Coast territory. Southern man in good 
standing with hardware trade and with some en- 
gineering ability preferred. Give age, references, 
experience and salary expected. ubmit photo. 
Address Box G-444, care of Harpware Ace, New 
York City. 





Positions Wanted 


YOUNG MAN, age 32, married, fourteen 
years’ experience in general hardware, six years 
as traveling salesman for jobber and manufac- 
turer, has a few thousand to invest in good going 
proposition. At present employed. Speculative 
proposition not considered. Similar lines with 
future prospects would be considered. Middle 
or western states preferred. Address Box 7093-A, 
care of Harpware AcE, Otis Bldg., Chicago. 








YOUNG MAN, 26, experienced in hardware 
housewares and paints, desires position as asst. 
purchasing agent or salesman with similar or 
kindred line in New Jersey or New York. Ad- 
— Box G-441, care of Harpware Ace, New 

ork. 





SALESMAN WITH 15 YEARS’ EXPERI- 
ENCE in hardware, tools and cutlery desires tc 
connect with a manufacturer of these lines to 
cover the Eastern Territory on salary and com- 
mission arrangement. Can furnish references, 
etc. Address Box G-447, care of HaArpware 
Ace, New York, 








EXPERIENCED HARDWARE SALESMAN 
WITH LARGE FOLLOWING OF THE BEST 
PAYING DEALER TRADE IN NEW ENG 
LAND DESIRES STAPLE LINE OF HARD 
WARE FOR NEW E 
MANUFACTURERS LINE PREFERRED 
ADDRESS BOX G-432, CARE OF HARD 
WARE AGE, NEW YORK. 





Ne 

















HARDWARE—Young man, 21, now assistant 
buyer of hardware department in New York de- 
partment store, wishes position with reliable 
house as outside salesman, or a position with out- 
side work in view. Address Box G-443, care of 
Harpware Ace, New York. 





IF RUSSEL C. LANDER, formerly of 
Oshawa, Canada, will communicate with Box 
212, Oshawa, Canada, he will hear of something 
to his advantage. 





SALESMAN, THOROUGHLY EXPERI- 
ENCED in hardware, tools and cutlery wishes 
a connection with a manufacturer to sell these 
lines in the eastern section of the country on 
a salary and commission basis. Best of refer- 
ences. Address Box G-446, care of HArDWaARE 
Ace, New York. 





HARDWARE EXECUTIVE and catalog com- 
piler with twenty years’ experience in ane. 
pricing and compiling catalogs for large - 
ware jobber, desires position as buyer and would. 
assist in compiling catalog. Thoroughly com-. 
petent and active. A-1 references. Address Box 
G-438, care of Harpware Ace, New York. 





= 


POSITION WANTED with retail or whole- 
sale house either inside or as outside salesman, 
by a man who has had 15 years’ — in 
eneral hardware, tools and houseturnishings. 

refer New York concern. Best of references 
furnished, Address Box G-448, care of Harp- 
WARE AGE, New York. 





COMPETENT HARDWARE MAN, 12 years 
with shelf hardware and 8 years with builders’ 
hardware, estimating from plans and _ specifica- 
tions, desires to make a change. Thoroughly 
familiar with Y. & T. line. Builders’ hardware 
department preferable. Reference furnished as 
to character and ability. Address Box G-449, 
care of Harpware Ace, New York. 


Sales Accounts Wanted 


MANUFACTURERS’ AGENT WITH HEAD.- 
QUARTERS in Chicago, calling on hardware 
jobbers and dealers, department stores and fac- 
tories in Illinois and Wisconsin, desires an addi- 
tional line in hardware specialties and _ tools. 
Only reliable lines considered. ress Box 
G-451, care of Harpware Ace, New York. 











NEW YORK FIRM of factory representatives 
having established trade with hardware, house- 
furnishing jobbers and department stores, de- 
sires one or two additional staple lines. Com- 
mission basis. New York, New Jersey, Pennsyl- 
vania and New England States. dress Box 
G-452, care of Harpware Acg, New York. 








TRAVELING REPRESENTATIVE, well in- 
troduced and highly esteemed, with office in. 
New York, is open for additional line of sheet 
metal products for wholesale hardware trade and- 
the chain store syndicates. New York City and: 
principal cities of middle west as far as 
t. Louis. On commission basis. Address Box. 
G-453, care of Harpware Ace, New York. 





copy ($3.00). Harpware Acz, New York. 








HARDWARE AGE 


WHERE BUYERS and SELLERS MEET 


— you are in the market to buy or sell a store, to secure help 
or a position, or to secure sales representatives or a sales account 
look over the offerings in the Opportunity Exchange section of 

Rardware Age. If you don’t see just what you want, ask for it as 


there is always some one who will be interested in your proposition. 


Rates on request. 


Opportunity 
Exchange Dept. 


239 W. 39th Street, New York 


Hardware Age is the 
authoritative national 
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Sales Accounts Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 








SALESMAN WHO HAS been calling on the 
hardware jobbers and large retail stores in the 
East for the past 10 years desires one or two 
more lines of tools to sell to this trade. Only 
good reliable lines will be considered. Address 

x G-418, care of Harpware Ace, New York. 





Sales Representatives Wanted 





STOVE SALESMEN WANTED for 1925. 
Salary and bonus, earnings limited only by abil- 
ity. Territories: Michigan, Iowa, Nebraska, 
Kansas and Oklahoma. Line well adopted, com- 
plete in both gas and coal goods. National ad- 
vertising, dealer cooperation. Applications de- 
sired from experienced and successful retail stove 
salesmen desiring road work, also from road men 
with established acquaintance in territories men- 
tioned who are looking for a proposition with a 


REPRESENTATIVES WANTED. A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering territory in a car handling one or two 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
—- Address P. O. Box No. 321, Salem, 

0. 





TRAVELING MEN WANTED who can _ en- 


joy and te their sales from Saunders a 


greater future. We have no men in these terri- Vous on jens” ‘te 


HUSTLING SALESMEN wanted to sell on 








2 . : , - vell’s 
liberal commission basis our popular line of | tories now so don’t hesitate to write, stating ter- | crammed ab gales inepiration, background end 
labor saving Magic Weeder Hoes to hardware | ritory preference, qualifications, etc. Address | ideas. $3.00°a copy. Order your copy now 
trade. REICHARD MFG. CO., Bangor, Penna. | Box G-426, care of Harpwarg Acz, New York. | from me i Acs, New York. 








Get The Fighting Spirit 


Your business paper—HARDWARE AGE—brings to you each week 
the latest selling hints. We realize that “inspiration” and “deter- 
mination” are just as essential to business success as is ability. 


Get in the habit of reading your trade paper carefully from cover 
to cover each week; get the fighting spirit it instills and your books 
will show a better balance at the close of 1924. 




















The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








“They Have a 
Bull Dog-Grip” 


Manufactured by 





U. S. Clethes Pin Ce., Mentpelier, Vt. 
Sales Dept. 
1015 Union Bank Bidg., Pittsburgh, Pa. 


e: 


Easily first in the manufacture of 
effective 


Tools for Stone-Working 


Send for our Catalogue—FREE 
TROW & HOLDEN CO. 


Barre Vermont 








Economy 
Hose canara 


hose to smooth 
AE nn ay on and off easily. 
eae Mtg. Ce. 


53850 Germantown Ave. 
Philadelphia, Pa. 
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American Can Company 


hae LAKE 








SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonvilie, Mass. 








Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 
Cc 


Oil, 





0. 
Syracuse, New York 


ELEVATORS 


and Dumbwaiters 
for House, Store or Warehouse. 
Write for particulars. State your 
requirements as to size, capacity 
and lift. 
The SIDNEY ELEVATOR Mfg.Ce. 


Sidney, Ohie 
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So-Boss Cow Hobble 
and Tail Holder 


Sold by Jobbers 


Simonsen Iron Works 
Sioux Rapids lowa 

























J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


—RIVETS = | 





ELEVATORS 
DUMBWAITERS 


Write for our catelog 
Energy Elevator Co. 
211 New St. Philadelphia 


AXES 








SC YTHES 
and 


Scythes since 1912. 


RIXFORD M8ifiincace.ve 
CRAYONS 


FOR EVERY PURPOSB 


Axes since 1880. 











STANDARD “invers, Masses. 
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INDEX TO ADVERTISERS 





THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. very care will be taken to index correctly. 
Ne aliowanse will be made for errors or failure to insert. 
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FIRST: 


A most complete line of all 
steel and steel-tray wheel- 
barrows, including suitable 
types for the home, the foun- 
dry, contractors and indus- 
trial concerns. 


SECOND: 
Complete warehouse stocks 
which act as service stations 
and assure satisfactory deliv- 
ery of your rush require- 
ments. Warehouse locations 
j/ are at Boston, New York, 
Yj Cleveland, Detroit, Chicago, 
Yy 
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THIRD: 


A complete advertising ser- 
vice in trade paper space, cir- 
culars, handsome catalogues 
and counter display signs. 


yy | | dd 

FOURTH: TF Oa 
The quality of the line in both 
construction and appearance. 
A line which pleases your 
trade and adds to your sales 
and your profits. A line 
built standard and so sim- 


plified that every part is 
interchangeable. 
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At last—a set of four Shock Absorbers for Fords, retailing at 
$10.00. Snubbing principle, perfected. Attached in less than an 


Priced Right 


Ten Dollars is the price most Ford Owners want 
to pay for a set of four Shock Absorbers. That is 
the price of “STOP-A-SHOK,” a price which 
guarantees a wide, growing and permanent market. 


Big Demand 


The Snubbing Type is the kind they want—to check 
the rebound and soften the bumps—to retard and 
lessen vibrations—a Shock Absorber of the “big 
car” principle. The “STOP-A-SHOK” gives them 
just that—and the market for it is only measured 
by the past and future capacity of the Ford Motor 
Company. 








Easy to Put On 


The “STOP-A-SHOR” is the easiest 
Shock Absorber in the world to put 
on—no holes to drill or parts to 
change. Apply our brackets and 
drums—and it’s done. As _ simple 
and easy as changing a tire. Big ad- 
vantage here—for the Service Station 
problem is eliminated——with its extra 
charges and delays. 





A—Bracket, supports webbing; is attached 
to the base of head light post. 

B— Especially woven webbing made = for 
‘‘Stop-a-Shok.’’ 30 inches long; 1', inches , 
wide: tensile strength: 2200 Ibs. 





hour by anyone—no holes to drill—no mechanical experience necessary. 






















Scientifically designed 
Drum and Housing pro- 
ducing instantaneous and 


direct snubbing action. 





New Hardware Store Profits 


Thousands of hardware dealers have new profits 
given them. ‘Today they can stock Shock Absorb- 
ers—heretofore impossible because they could not 
render the mechanical service the installation re- 
quired. Now they can make the cash register ring 


loudly and often—with the “STOP-A-SHOK.” 
Very Efficient 


The “STOP-A-SHOK” is true to its name—the 
greatest gift to Ford Owners since the self-starter. 
If it cost many times its price it could not work 
better—or stand up longer. It is new—in principle 
and design—and in the way it saves the car. It has 
been tried out for two years under 
all kinds of road conditions. It is 
right—and is unqualifiedly guar- 
anteed. 


r > Correspondence 


it Invited 


Retailers—Jobbers, learn the facts! 
Liberal discounts! Clear market! 
Get the extra profits that come from 
being first. Write us today—now. 





A—Bracket, fitting over channel bar support- 
ing running board, 
$—Ten-inch spring made of special tempered 
e steel: keeps webbing taut. 

C—Specially designed clamp; permits’ un- 











(C—Heavy pressed steel housing and drum, 





which bolts to Front Axle. 
D—Especially designed clamp; permits un- 
limited adjustment. 


limited adjustment. 

D—Especially woven webbing made _ for 
‘*Stop-a-Shok.’’ 30 inches long; 114, inches 
wide; tensile strength: 2200 Ibs. 


. 
EK—Ten-inch spring made of special tem- A t t H d C E-——Heavy pressed steel housing and drum, 
peratured steel : keeps webbing taut. u omo ive ar ware orp. which is bolted to Rear Axle. 


F—Bracket, attached to body bolt which 


*__Bracket, attached to bolt which supports 
cot ot quael. " “— in — 36 WEST 44th ST., NEW YORK CITY connects body of car to frame. 






























